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Now  Excelum  Windows  are 

PRE-SOLD! 


COMBINATION  STORM  WINDOWS  AND  DOORS 


JAMAICA  SASH  &  DOOR  CO. 

Main  Plantt  Mew  Hyde  Park,  L.  1.,  N.  Y.,  Fleld.lone  7.1867 

MMwaatl  Central-Excrlum, 

3119  Rul(rr  St.,  St.  Louii,  Mo. 

Naw  CnclaiMll  Merrury-Eurlum  of  New  England  Inc. 

278  Main  St.,  Hartford,  Conn. 

Snntlit  Permanent  Storm  Window 

1810  Winchester  St..  Baltimore.  Md. 

Now  JOPOOyt  Eicelum  of  New  Jersey 
Route  6.  Lodi.  J 

Now  York:  Exrelum  of  Central  New  York 

563  North  Salina  Street,  Syracuse,  N.  Ye 


Sell  America's  finest  line  of  combination  windows  and 
doors.  Sell  Excelum  — a  product  your  customers  know! 


B  It’s  inaRic!  Say  “EXCELU.M”  and  you'll  find  it's 
easy  to  part  your  customer  from  his  dollar.  That's 
liecause  we're  putting  the  sell  in  Excelum— 
PRE-SELLING  for  you  in  national  magazines  reaching 
a  total  of  10  million  prospective  customers. 


tkm  Mams'*  Cxc9lum...Thm  Window  Will  Soil  *om.” 
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BIG 

POWT  4  PttOGIIAM 

PAYS  OFF  AT  THE 

DEALER  LEVEL! 
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III 


QUALITY. 


STYLING. 


DELIVERIES. 


PRICE. 


1953 


YOUNGSTOWN  INDUSTRIES 


!i' 


710  SOUTH  STATE  STREET  •  GIRARP,  OHIO 


HERE'S  the  complete  Aluminum  Awning  line  — 
ready  for  YOU  —  The  aggressive  profit  minded 
Dealer  or  Distributor  to  swing  to! 

"Shad-O-Cool"  Awnings  practically  sell  them¬ 
selves,  and  you  will  find  thousands  of  satisfied  cus¬ 
tomers  help  sell  "The  Awning  for  America's  Market." 

Backed  by  over  20  years  of  successful  working  in 
the  awning  field,  "Shad-O-Cool"  assures  you  of  a 
strong,  well-balanced  program,  from  manufacturing 
through  delivery  and  installation. 

The  modern  and  spacious  factory,  together  with 
complete  studied  efficiency  in  all  production  prob¬ 
lems,  enables  "Shad-O-Cool"  to  maintain  the  fast 
and  most  exact  delivery  schedule,  most  essential  in 
the  ever  growing  demand,  the  year  'round  for 
"Shad-O-Cool." 


"Shad-O-Cool"  Aluminum  Awnings  will 
blend  with  the  styling  of  any  type  home. 
Both  the  graceful  colonial  design  and 
our  famous  standard  valance  type. 


Lifetime  HEAVY  ALUMINUM  CONSTRUCTION 
INFRA-RED  BAKED  ON  ENAMEL  SURFACES 
COMPLETE  ADVERTISING  AIDS 


K.  D.  PROGRAM 

Window  and  Doorway  Awnings, 
packaged  ready  to  "put  up" 
(screw  driver  only  essential  tool). 


"Shad  •  O  •  Cool"  Patios  — 
Truly  ali-waatkar  protection 
in  all  seasons.  Heavy  con¬ 
struction  throughout — made 
to  "take  it." 


"Shad-O-Cool"  Doorway 
Canopy -a  ready-to-attach 
awning  for  all  doorways.  A 
proven  door  opener  for 
h^ORE  awning  sales. 


ALUMINUM  AWNINGS 
915  Roberta  Ave.,  Glendale  I,  California 

Phone  CHapman  5-1149 
Please  send  me  the  complete  story  of  "Shad-O-Cool" 
Aluminum  Awnings. 


„HU  IBIS  Uf! 


and  SWING  IN  TO  MORE  PROFITS! 


I  am  interested  as  a  Dealer  □  Distributor  □ 
Contractor  □  K.D.  Program  Q 

Name  ... 

Address. 


Mr.  Hugh  B.  Hawley,  president  of  "Shad-O- 
Cool"  will  personally  give  you  all  the  details  of 
the  Shad-O-Cool  story. 


I 


State. 


Phone. 
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THERE’! 

S  PROFIT  IN 

MALIBU  SLIDING  GLASS  DOORS 


Tfu“r«>  is  higli  volurtK*  and 

big  profit  in  Malibn  Sliding  (Ilass  Doors. 

Malibu  is  oas.v  to  s(‘ll, 


▼  ▼  ▼  ▼  ▼  ▼ 


▼▼▼▼▼▼▼▼ 


]^^narant'oed.\ (yvt  youi'  sh^rt>  of  tho  ox^anduiK 

sliding'  glass  door  market,  w  ith  Malibu 

W  rite  to  .Sale.'  Maiiaim  ,  ^ 


w 


I  Vi 


MALIBU  MANUFACTURING  CORPORATION 


(  r  H(i\  ll'il'i.  FUiirtrs  Station  •  In-  Anirelc-  IS,  ('alifninia 


ALUMINUM 
COMBINATION 
STORM  ^ 
WINDOWS  ^ 
AND  DOORS 


READY 

FOR 

INSTALLATION 


OUTSIDE  9 
EXPANDER  \| 
JAMB  i 

BOTTOM  I 
ADJUSTABLE  \ 
SILL 

3  S.  S.  HINGES 

AIR  ARM  & 
CHAIN  STOP 

2  GLASS  & 

2  SCREEN 
INSERTS 


FEATHER-IITE'S  COMPLETE  LINE  OF  ALUMINUM  COMBINATION 
STORM  WINDOWS  AND  DOORS  WILL  ENABLE  YOU  TO  NET 
BIG  PROFITS  ON  THOSE  BIG  JOBS. 

INQUIRE  TODAY  ABOUT  THE  LINE  WITH  THE  BIG  FEATURES 
.  .  .  FEATHER-LITEII 


EXTRUDED 


NATIONALLY 


ADVERTISED 


WRITE,  WIRE  or  PHONE 


SELFSTORING 


r-M 
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EXCLUSIVE  TERRITORIES  OPEN  TO 
ALERT  DEALERS  AND  DISTRIBUTORS 
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America's  hottest  Specialty  Selling  area  today 
is  New  York's  iast-growing  Long  Island  with 
its  mushrooming  popu¬ 
lation  and  booming  con¬ 
struction  industry.  Pic¬ 
tured  on  our  cover  this 
month  is  a  handsome 
home  in  plush  Great 
Neck  with  a  typical  in- 
itallation  oi  Excelum 
triple  track  combination 
windows  and  doors.  Ex¬ 
celum  is  manuiactured 
by  Jamaica  Sash  &  Door 
Company  whose  new 
plants  and  oiiices  are  lo¬ 
cated  in  nearby  New  Hyde  Park.  ] 
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SUMMER  PORCHES 

MUtUJhEHCO 

JALOUSIES  - 


MAKE  HUGE  PROFITS  AS  A  DEALER  OR  DISTRIBUTOR 


%  Now  when  demand  is  high  join  the 
growing  group  of  profit-making  ALENCO 
dealers  and  distributors.  Sell  ALENCO 
Jalousies  —  sure  fire  profit  makers — to 
enclose  summer  porches  making  them  year 
’round  pleasant,  livable  family  rooms. 

The  ALENCO  Sales  Plan  and  ALEN¬ 
CO  Jalousie  have  been  designed  and  proven 
in  today’s  markets.  Never  before  has  a 
manufacturer  offered  you  so  much  —  and 
with  a  jalousie  competitive  in  price  and 
unconditionally  guaranteed  as  to  materials 
and  workmanship.  ALENCO  Jalousies  re¬ 


quire  no  maintenance  —  and  provide  a  life¬ 
time  of  trouble  free  service. 

Dealers  have  no  inventory  invest¬ 
ment  and  are  assured  immediate  delivery 
by  distributors  who  are  given  protected 
territories.  With  any  and  all  your  jalousie 
problems  you  have  the  full  assistance  of  a 
manufacturer  who  wants  to  work  with  you. 
Proof  of  Profits:  In  the  above  illustration 
your  profit  for  the  six  windows  illustrated 
alone  would  be  $109.25  You  make  an  addi¬ 
tional  profit  on  the  materials,  installation 
and  related  items  you  sell  the  home  owner. 


Take  advantage  of  this  opportunity  for  high 
profits  as  a  dealer  or  distributor.  The  ALENCO 
glass  Jalousie  and  the  ALENCO  Sales  Plan  are 
money-makers. 

MAIL  THE  COUPON  TODAY 


i.S.  6 


PImm  Mild  NM  mpr*  kiforniotioii  on:  _ ^TIm  AImko  <fi«tribw> 

tofship  pl«ii  _ ^Th*  AImico  proven  doalorc  coloe  plan.  I 

iindorotofid  that  thn  infomtfrtion  bo  sent  to  mo  with^  coot 
or  obKeotien. 

Nome . 

Firm  Namo . 

AMroM . 

City . Sloto  . 


OMIY 

ALiMCO  JALOUSIES 
OFFER  YOU 
AU  THESE 
FEATURES 


Sturdy  extruded  aluminum  frame 
Easily  and  quickly  adjusted  in  width 
Easily  assembled  with  only  8  screws 
Storm-proof  construction 
Installed  by  conventional  methods 
Easily  removable  screen 
Trouble-Free  operation 
Available  in  36  stock  sizes 
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Sell 

complete 
Ornamental  Iron 
installations 
like  these 


Easy-to>sell,  easy-to-install  Ornamental  Iron  Work 
is  a  "natural”  companion  product  to  siding,  roofing,  metal  awnings. 


storm  windows,  doors 


Ornamental  Iron  I*roducts  Company  offers  you  a 
complete  line  of  Ornamental  Iron  Work  designed 
and  priced  for  the  home  improvement  trade. 

a  Ornamental  Iron  sells  fast  because  of  the  dis¬ 
tinctive  beauty  it  adds  to  any  home  at  small  cost. 

•  Installation  is  speedy  and  simple  with  Orna¬ 
mental  Iron  Products  Company’s  stock  items 
that  are  adjustable  to  fit  most  applications.  No 
special  tools  or  skilled  labor  needed. 

•  With  the  Ornamental  Iron  Products  line  you 
can  make  on-the-spot  estimates.  FHA  financing 
makes  it  easy  for  customers  to  buy. 

•  Quick  turnover  means  fast  profits  for  you  with¬ 
out  carrying  a  big  inventory.  Flexibility  of  in‘ 
stallation  gives  many  designs  from  small  stock. 

ORNAMENTAL  IRON 
PRODUCTS  COMPANY 


Economical,  durable,  good-looking  Ornamental  Iron 
Work  is  the  fastest-growing  trend  in  American  building 
today.  Get  in  on  this  tremendous,  all-season  market  now. 
Let  Ornamental  Iron  Products  Company  show  you  how. 

Our  volume  production  and  factory-to-you  sales  pol¬ 
icy  mean  lower  prices  and  prompt  delivery.  Literature 
available  for  your  imprint  helps  you  sell. 


Mall  this  coupon  today  for  full  details 

Ornamental  Iron  Products  Co. 

1503  Latham,  Memphis  6,  Tenn. 

Pleas?  rush  complete  details  on  Ornamental  Iron 
Work  for  the  Home  Improvement  market. 

Name . 

.\dd  resa . . . . . 

City . State . . 


1503  Latham,  Memphis  6,  Tennessee 


L. 


BIGGEST  PROFIT 


AMERICAN 

QUICK  ASSEMBLING 
HIGH  PROFIT 


KNOCKID  DOWN,  ITS  EASY 
TO  HANDLE  AND  STOIE 


The  American  Carport  offers  the  ultimate 
in  colorful,  permanent  shelter.  Easy  to 

install,  it  can  be  used  to  the  utmost 
advantage  in  many  ways  for  home,  ranch, 

farm  or  business.  Perfect  for  all  climates, 
it  offers  protection  from  sun,  rain,  snow  and 
sleet.  Anchored  in  concrete,  there  is  no 
warping,  rattling  or  twisting,  and  the  gentle 
pitch  of  the  roof  drains  water  off  one  side. 
The  wide  overlap  offers  extra  beauty,  as  well 
as  extra  protection  from  wind-driven  rain. 

It  requires  no  upkeep,  since  it  is  constructed 
entirely  from  aluminum  and  steel. 


YOU’LL  BE  PROUD  TO  SELL  THE  AMERICAN  CARPORT! 

•  Aluminum  Constructed  Top 

•  Steel  Pilasters 

•  High  Baked  Enamel  Finish 

•  Total  Weight  200  lbs. 

•  Ultra  Modern  in  Design 

•  Large  10  x  20  Feet 

•  Adds  Value  to  Your  Home 
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MAKER  ut  25^^ 


Q  Please  rush  (  )  American  Carports. 

Q  Please  send  me  complete  information 


MAIL  YOUR  ORDER  NOW! 


assembliinoi 

•tiinne.: 


DEALER'S  PRICE 

F.O.  B.  MIAMI 


Manufactured  to  sell  at  $399.50, 
American  Carport  is  delivered  to 
you  for  $200.00.  2%  off  for  cash. 

YOUR  PRICE— $196.00 

,gges.ed  RETAIL  PRICE  ^399^“ 


American  Markee  Corp.,  Dept.BS-1l"^ 

4030  N.W.  29th  Street,  Miami,  Florida  ■ 


about  your  American  Carport. 


\ 


NAME  .  . 
ADDRESS 


CITY. 


ZONE . . .  STATE . . . . 
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Aluminiim  Importers  Fight 
Proposed  Ban  On  Foreign  Metals 


Aluminum  importers  have 
protested  to  the  Defense  De¬ 
partment  over  a  proposal  that 
semi-fabricated  aluminum  be 
placed  under  the  restrictions  of  the 
“Buy  American”  Act,  which  re¬ 
quires  the  Government  to  give 
preference  to  United  States  manu¬ 
factures  over  foreign  suppliers. 

The  proposal  is  to  the  effect  that 
a  1941  exemption  from  the  Buy 
American  Act  be  discontinued. 

In  a  memorandum  sent  to 
Charles  S.  Thomas,  Assistant  Sec¬ 
retary  of  Defense  for  Supply,  the 
Association  of  Aluminum  Ware¬ 
houses,  Inc.,  New  York  City,  said 
the  Army  itself  already  has  begun 
to  tighten  up  on  the  exemption.  It 
.said  the  military  establishment 
stands  to  lose  money  and  to  do 
.serious  harm  both  to  the  domestic 
economy  and  to  European  economy 
if  the  policy  is  officially  changed. 

A  Defense  Department  official 
said  that  the  policy  has  not  been 
changed  and  that  a  decision  on 
whether  to  recommend  such  a 
change  is  to  be  made  shortly  by 
the  Armed  Services  Procurement 
Regulation  Committee.  This  is  a 
group  .set  up  under  the  Secretary 
of  Defen.se  to  .study  the  need  for 
revision  in  the  regulation. 

The  ASPR  official  .said  his  group 
is  under  .strong  pressures  “from 
both  sides”  —  one  group  contend¬ 
ing  that  the  aluminum  exemption 
needs  revising  to  protect  domestic 
indu.stry  and  the  other  holding 
that  it  mu.st  be  retained. 

In  support  of  the  latter  conten¬ 
tion,  the  aluminum  warehouse 
group  made  these  contentions  in 
its  memorandum: 

1.  Aluminum  —  by  the  admis¬ 
sion  of  major  U.  S.  producers  —  is 
still  in  short  supply  and  imports 


are  needed  to  meet  military  re¬ 
quirements. 

2.  The  official  policy  of  the 
Administration,  as  started  by 
President  Eisenhower  among  oth¬ 
ers,  is  to  maintain  the  status  quo 
in  our  foreign  economic  policies 
until  the  President's  Joint  Com¬ 
mission  has  completed  its  study 
of  that  field. 

3.  Withdrawal  of  U.  S.  buying 
from  We.stern  European  markets 
not  only  would  hurt  the  Conti¬ 
nent’s  economy  but  also  would  be 
wa.steful  of  the  skills  and  produc- 


THE  question  whether  there 
would  be  a  recession  was  put 
in  the  last  few  days  to  business 
men  representing  a  cross-section 
of  American  industry.  Their  an¬ 
swers  may  be  summed  up  in  this 
composite  quotation: 

“Yes,  there  will  be,  but  don’t 
worry  about  it.” 

In  general,  they  agreed  with 
Benjamin  F.  Fairless,  chairman  of 
the  United  States  Steel  Corpora¬ 
tion,  in  attacking  what  Mr.  Fair¬ 
less  called  “business  pessimists,” 
but  said  a  slide-off  was  in  the 
making  just  the  same. 

They  nodded  agreement  to  the 
statement  of  Leon  H.  Keyserling, 
former  chairman  of  the  Council 
of  Economic  Advisers,  that  the 
economic  outlook  for  the  next  half- 
dozen  years  was,  good,  but  clung 


tion  techniques,  fitted  to  American 
needs,  that  have  been  built  up.” 

4.  This  country’s  aluminum  in¬ 
dustry  badly  needs  competition,  as 
demonstrated  by  the  fact  that  the 
“Big  Three”  producers  have  con¬ 
sistently  submitted  nearly  identical 
bids  while  the  importers  often 
have  been  able  to  offer  substan¬ 
tially  lower  prices. 

“We  believe  that  the  bidding 
behavior  of  the  three  dominant 
domestic  producers  calls  for  in 
tensive  inve.stigation  and  .serious 
consideration  by  the  proper  au¬ 
thorities  in  the  Department  of 
Defense,”  the  warehou.semen’s 
memorandum  asserted. 

“We  submit  that  if  imports  are 
excluded  from  consideration  on 
Government  bids,  competitive  bid¬ 
ding  will  be  effectively  destroyed.” 

The  association  represents  ten 
importers  and  warehousemen  of 
.semi-fabricated  aluminum. 

{Continued  on  Page  123) 


stubbornly  to  their  own  differing 
view. 

The  paradox  was  pointed  up 
succinctly  by  one  man,  who.se  full¬ 
time  task  is  traveling  up  and  down 
the  land,  talking  to  representatives 
of  top  management  and  Govern¬ 
ment  officials.  This  man,  who  de¬ 
clined  to  permit  the  use  of  his 
name,  characterized  the  economic 
outlook  as  “the  depression  that 
doesn’t  act  that  way.” 

He  said  he  had  noted  a  most  re¬ 
markable  thing:  that  one  top  ex¬ 
ecutive  after  another  to  whom  he 
had  talked  predicted  a  slide-off  of 
varying  proportions  —  and  went 
right  on  to  tell  of  plans  for  ex¬ 
pansion,  wider  distribution,  new 
products,  research  for  still  more 
new  items  and  similar  actions  sug- 
{Contivued  on  Page  123) 
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NOW 


The 


Distributor  Plan 


Quincy  Distributors  are  not  required  to  stock  inventory— 
they  send  in  their  orders  as  they  receive  them  and  in  turn 
receive  their  units,  including  all  specials,  etc.,  completely 
assembled  and  numbered  by  jobs,  WHICH  MEANS: 

Quincy  Distributors  concentrate  their  full  efforts  on  their 
retail  sales  and  dealer  organization  because  they  have  no 
assembly  plant  or  warehouse  with  its  problems — LABOR — 
OBTAINING  MATERIALS  —  UNKNOWN  COSTS  — 
HIDDEN  LOSSES 

Quincy  Distributors’  MONEY  is  in  the  bank  where  they  can 
use  it,  not  in  obsolete  equipment  and  unbalanced  inventories. 

Quincy  Distributors  have  the  answer  to  the  forthcoming  highly 
competitive  sales  market— they  need  not  depend  solely  upon 
their  retail  sales  force  but  have  the  extra  protection  only  a. 
group  of  prosperous  dealers  can  give  them. 

We  invite  you  to  visit  our  plant  in  Quincy. 


Sam^  Qmime^  Meaum  QmaUi^** 

m  QUINCY  STOtM  QOOt  •  TNI  QUINCY  JAiOUMI  OOOt  1 

^  TMI  QUINCY  Tllli»t-QllOl"cOIMINAm>N  Wi:40OW  "  1 

&  Home  Improvement  Dealer 


Your  Customers  Want  These 

15  POINTS  IN  St«m  Widows/ 


How  Does  Your  Present  Window 
Compare  With  the  All-New  ARLITE?® 

ANODIZED  by  Durite®  (not  etched  or  lacquered). 

3  TRACK  (not  slides  or  guides). 

Heavy  Gauge  Extruded  Aluminum  63ST5  and  63ST6. 

1 3  point  Aluminum  Extrusions  in  26"  x  26"  window. 

No  Cutting,  No  Fitting,  No  Closure  Strips. 

Fully  Weatherstripped. 

Felted  Channels — no  metal  to  metal  to  wear  or  rasp. 
Patented  Track  Spreaders — no  removal  of  parts. 

Patented  Clutch — finger  tips  open  panels  to  any  position. 
Floating  Inner  Frame — adjusts  to  any  out  of  square  prime. | 
No  Screw  Heads  Showing. 

Invisible  Weep  Holes. 

Alclad  Aluminum  Screen — cannot  shrink. 

Prowler  Lock. 

Precision  Made — no  slop,  no  rattle,  no  stick,  no  bind. 

TOTAL  COMPARATIVE  SCORE 


ARLITE 


YOUR  WINDOW 


No  stocking  necessary — Immediate  Delivery. 

Dealerships  and  distributorships  available  to  all  qualified  organizations. 

Watch  next  month  for  our  all-new  simplified 


ARLITE  INDUSTRIES 

209  Parkhurst  St.,  Newark  5,  N.  J. 
Telephone:  Bigelow  2-2700 


ARLITE 

tOMeiNATION  WINDOWS 
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2  TRACK 


3  TRACK 


DOORS 


DOOR  SWEEPS 


DOOR  GRILLES 


eeinp«t«nt  engiiiMrlnp.  know-how  in  dmgign,  produeHon  and  i •rWc* . .  • 

. .  .  the  "Pius^^  values  to  consider  when  lining  up  with  a 
manufacturer.  Nash  gives  you  these  and  more! 

With  more  than  a  quarter  century  of  manufacturing 
experience,  Nash's  highly  skilled  craftsmen  assure  precision- 
f|  fj  |j  built  products  that  make  for  easier  sales  and  give  a 

11  I  I  housetime  of  comfort,  satisfaction  and  service. 


CLOSE-TITE  LOUVER  WINDOWS 
AND  DOORS 


Silent,  Insulated,  Frictionless 
Finger-Tip  controllable  patented 
hardware  assures  lifetime  service 
and  tight  closure. 


WRITE  US  FOR  A  CATALOG  ON: 

2  Track  Flanga  T/p«  Window 

2  Track  Channol  Typo  Window 

3  Track  Flango  Typo  Window 
3  Track  Channol  Typo  Window 
Combination  Doors 
Casomonts 

Door  Grillos 

Door  Swoops 

Aluminum  Throtholds 

Initials 

Numorals 

Glass  Louver  Windows  and  Doors 

S§»  law  NASH  cm  iHcnasd  yanpntttsl 


EXECUTIVE  OFFICES: 

17  So.  Seventh  Avenue  Dept.  NB 
Long  Branch,  N.  J. 

Long  Branch  6-6200 

FACTORY  BRANCH  OFFICES: 

U.  S.  Route  1,  Newark-Elicobeth  Line 
Elizabeth,  N.  J.  ELizabeth  4-4600 

9126  Harford  Road 
Baltimore,  Md.,  Boulevard  2222 

9  Livingstone  Street 
Dorchester,  Mass..  Avenue  2-3600 


Discovor  tho  NASH  K.D.  Plan  which  Will 
quickly  convince  you  of  a  Now  and 
Modern  Profit  technique  for  tho 
window  industry. 


IN  CANADA' 

NASH  ALUMINUM  LTD. 

904  Bruce  SI.,  Oshowo,  Ontario 
Oshowo  3-2219 


OVER  25  YEARS  OF  MANUFACTURING  KNO\^-HOW  IN  ALUMINUM  PRODUCTS 


&  Home  Improvement  Dealer 


1$ 


Your  source  for  the 
best  in  quality  .  .  . 
scope  of  facilities  .  .  . 
dependable  service  . . . 
with  50  years  experi¬ 
ence  in  the  metal  in¬ 
dustry. 


Call  on  Badger  for  precision  mode  ex¬ 
trusions  of  aluminum  alloys  63  S,  2  S,  3  S, 
61  S  to  fit  your  requirements.  Either  in  special 
shapes  and  new  dies  or  hundreds  of  non-stand- 
ord  and  standard  shapes  which  are  available 
without  die  charge.  Badger  designs  and  produces 
the  extrusion  from  billet  casting  .  .  .  heat  treating 
furnaces  .  .  .  and  presses  accommodating  material 
up  to  32  ft.  in  length. 


■■•uMiM*  f*r  (triNtural  (Imsm,  oiaStw  ralrwUn, 

furaitiirt  4  iRt*ri«rt.  raS*.  kan.  tiifei*t  arthlttcturil  4  ttm 

■Irtran  4  rrS  iSMialitm.  frcRt  trial. 

irmawitatlRR  UiaRM. 

Phone  Nightingale  9-6400,  without  any  obligation, 
for  the  services  of  our  experienced  and  efficient 
engineering  department,  who  will  assist  you  in  every 
itruded  aluminum  or  write  — ■ 
Dept.  B-11 


ALUMINUM  BXTIUSIONS 
ORGIA  AVI.,  tROOKLYN  7,  N.Y. 


'OETTER  salesmanship  by  busi- 
ness  can  prevent  a  recession 
and  increase  the  nation’s  standard 
of  living.  As  Melvin  H.  Baker, 
chairman  of  the  board  of  the  Na¬ 
tional  Gypsum  Co.,  said  recently. 

’’Consumer  incomes  and  savings 
in  the  hands  of  the  American  pub¬ 
lic  are  each  the  highest  ever  in 
American  history,”  he  said  at  a 
dinner  session  of  the  National  In¬ 
dustrial  Conference  Board. 

*  *  * 


“The  task  is  to  educate  163  mil¬ 
lion  Americans  to  accept  and  work 
for  a  higher  standard  which  their 
vast  productive  ability  warrants,” 
he  declared. 

“It  would  take  only  a  5  per  cent 
increase  over  our  present  levels  of 
private  consumption  to  offset  a  cut 
of  $15  billion  in  Government  pur¬ 
chases,”  he  continued. 

*  *  * 

’’Yet  consumer  purchasing  power 
now  is  such  that  actual  purchases 
could  be  expanded  a  great  deal 
more  than  this.” 

Mr.  Baker  conceded  that  consum¬ 
ers  ’’are  becoming  more  selective 
and  are  offering  more  resistance.” 

“They  are  not  only  price  con¬ 
scious  but  are  demanding  better 
products  and  more  service,”  he  said. 
“All  that  means,  however,  is  that 
the  customer  is  asking  for  what  he 
wants — ^give  him  this  and  he  can  be 
persuaded  to  buy.” 

*  *  * 

“It  is  basic,  I  believe,  that  crea¬ 
tive  selling  can  induce  the  public 
to  buy-  more  products,”  the  indus¬ 
trialist  said. 

“If  the  public  buys  more,  plants 
are  operating  at  capacity.  It  fol- 

{Continued  on  Page  32) 
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*1 


NO  HIDDIH  COSTS.  Th«r«  or*  no  tpocioi 
chorgot — no  “oxfra*”  in  ROiLCOAFS 
prico.  6^  off  Ifco  focft — ond  yow'li  Rnd 
ROILCOAT  costs  yov  toss  than  any  othor 
coll  strip  you  con  buy. 


15  RICH  DURONT  COLORS.  Gorpoous  {owol- 
tono  **DULUX"  colors  by  Oupont.  Solid 
color  on  ono  sido,  glooming  whit*  on  tho 
oHior.  Colors  wootbor«tosfod  tor  durability 
and  long  woor. 


OU  COAfipiMfi^w 

PeNOIJEfON,  INDIANA 

Hmm  randlMeii  S21  - 


NO  FINER  RRODOCT  MADE.  ROLICOAT 

aluminum  strip  bos  rich  lusirous  color  and 
gloss  .  . .  con  bo  oosity  formod  into  any 
dosirod  owtdng  shopo  without  marring 
Hio  finish. 


RROMRT  SWRMENT  IN  AU  SIZB.  W*  carry 
att  popuior  sizos  in  riock.  For  spociai 
sizos,  wo  con  sRt  to  any  dosirod  dimon- 
Sion#  rigid  hoia  in  our  ^id.  Your  ordor 
fiUod  immodiotolyt 


BIG  PMFITS! 


SELL  MORE! 
MAKE  MORE! 

with  a 


^uSlU^eat  ^mXU^eat  WmiU^eat 


ALUMINUM 
COMBINATION 
STORM  WINDOWS 


ALUMINUM 
COMBINATION 
STORM  DOORS 


ALUMINUM 
CASEMENT 
STORM  WINDOWS 


ALUMINUM 

'STURDI-RIB' 

SCREENS 


SCREEN  AND  STORM  PANELS  FOR  ALL  TYPES 
OF  SLIDING  WINDOWS,  AWNING  WINDOWS  AND  JALOUSIES 

YOUR  BEST  DEAL  IS 
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Mi  ifevOKjE] 


The  men  of  the  Keystone  organization  are 
pioneers  in  the  manufacture  of  Aluminum 
Storm-screen  Doors  and  Windows.  The  tech¬ 
nical  laboratory  and  engineering  department 
personnel  are  constantly  developing  new 
ideas  to  make  Keystone  even  more  out¬ 
standing  in  the  held  of  aluminum  products. 
Each  employee  believes  in  his  importance  in 
the  line  of  production.  Skilled  craftsmen 
control  quality  from  the 
time  the  original  extrusions 


are  made  on  through  each 


step  in  production  until  the  doors  and  win¬ 
dows  are  ready  for  shipment. 

Keystone  pioneered  the  “K-D”  package,  re¬ 
quiring  less  expense  in  assembling  than  any 
other  in  the  industry  . . .  also  the  full  length 
piano  type  hinge,  plastic  glazing  and  now, 
the  new  Hydraulic  Door  Klo-Sure  that  is 
setting  new  sales  peaks  in  the  industry.  At 
Keystone  every  detail  is  important.  There’s 
quality  in  Keystone  pro¬ 


ducts  and  profits  in  a  Key 


stone  franchise. 


KEYSTONE  ALLOYS  COMPANY  DERRY,  PENNSYLVANIA 

STORM-SCR^f^  DOORS  AND  WINDO^V^S  •  EX^RUSION^'  AlUI^INUM  SIDING  •  MET/^L  STAMPINGS 


&  Home  Improvement  Dealer 


KEYSTONE  Pioneered  the 


Complete 


K-D 


IT’S  THE 


Kn 


ow-how 


KEYSTONE 


THAT  BUILDS  Qudlity  AND  Sdles! 


all  these  Awnings  and  more 
from  a  standard  stock  of  .  .  . 


Hints  To 
SALESMEN 


(from  an  article  on  specialty  selling) 


SELLING  a  customer  fewer  win¬ 
dows  than  he  really  needs  is  a 
serious  injustice  to  the  homeowner. 
I  Without  enous:h  combination  win¬ 
dows  to  protect  the  entire  house, 
the  homeowner  can’t  keep  the  cold 
out  nor  the  heat  in.  Furthermore, 
I  the  salesman  only  makes  a  partial 
I  commission! 

I 

*  •  •  • 

Therefore,  when  he  is  confronted 
with  a  demonstration  wherein  the 
customer  only  wants  a  few  win¬ 
dows,  he  should  plan  a  course  of 
sales  action  as  follows: 

1.  To  sell  the  whole  house. 

2.  If  he  must  sell  a  partial  sale, 
he  should  “button  up”  all  of  the 
upstairs  or  all  of  the  downstairs. 
In  any  event,  he  should  thank  the 
prospect  and  walk  out  rather  than 
do  his  customer,  his  company,  and 
himself  an  injustice  by  selling  a 
measly  couple  of  windows. 

•  •  • 

So,  first  price  the  job  on  20  win¬ 
dows  and  let  us  suppose  that  the 
price  for  these  is  $400.00.  Then 
price  the  job  on  the  half  of  the 
house  that  has  the  most  windows. 
Now,  proceed  to  close  in  this  man¬ 
ner: 

“Mr.  Smith,  you  want  2  windows! 
They  certainly  won’t  do  the  job  for 
the  other  18  windows  you  leave 
uncovered!  So,  to  do  a  perfect  job 
on  the  half  of  the  house  that  you 
want  the  2  windows  for.  I’ll  button 
up  the  entire  floor  which  has  12 
windows  at  a  cost  to  you  of  $21.00 
a  month.  (You  are  now  quoting  1 
I  year  F.  H.  A.). 

•  •  • 

“But  if  that  is  not  within  your 
budget,  I  can  arrange  it  for  $13.00 
a  month  (you  are  now  quoting  3 
year  F.  H.  A.  on  the  whole  20- 
window  job)  which  is  less  money 


(Continued  on  Page  32) 


only  10  Basic 

parts 


you  can  make  any  size,  shape, 

color  combination  and  design  Awning 
from  these  10  basic  parts! 

simple  to  assemble  as  a  child's  toy! 

Toke  3  simple  measurements;  width, 
drop  and  projection.  Determine  the  num¬ 
ber  of  parts  you  will  need.  Reach  into 
your  stock  of  standard  packaged  parts — 
then  assemble  the  Awning  quickly  and 
easily  on  location  or  in  the  shop.  No  spe¬ 
cial  tools  required.  The  parts  ore  pre¬ 
cision  manufoctured  ond  engineered. 

immediate  delivery  means 

immediate  Profits! 

Only  SHADE  King  ventilated  aluminum  awnings  can 
give  you  and  your  customers  such  outstanding  features. 
Economy — immediate  delivery — quick,  simple  assembly 
on  the  job  or  in  the  shop — immediate  profits — no  special 
mochinery  or  tools  to  buy — strength  and  beauty.  Why 
speculate  when  you  can  be  sure  with  SHADE  King! 
Write  today 

profitable  dealerships  available! 

strongest  —  most  beautiful  —  ventilated 
aluminum  awning  on  the  market  today! 


ARISTOCRAT  OF  AWNINGS 


BUTLER  STAMPING  CO.,  Butler,  Pa 
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EXTRUSIONS 


INDUSTRIES,  INC. 


r  For  top-quality  extrusions,  excellent  finish,  and 
close  tolerances,  rely  on  Superior  Industries, 
Inc.  Our  long  experience  and  complete  facili¬ 
ties  are  always  at  your  service. 


Quality  Unexcelled  -  Service  Exceptional! 


SUPERIOR  INDUSTRIES,  INC. 


ALUMINUM  EXTRUSIONS.*  FABRrCATING  •  FINISHING  •  PLATING 


&  Home  Improvement  Dealer 


THE  NATION’S  FINEST 
TRIPLE  TRACK 
COMBINATION 
ALUMINUM  WINDOW 


iaaaiiiiaaHaaaiaaai 

laaaaiaaiaaaaaaaaaai 

■aiaaiaaaaaaaaaaaaai 

■aaaaiaaaaaaaaaaiaai 

laaaaaaaaaaaaaaaaaai 


make  TRI-SEAL  Triple-Track  .  .  .  the 
engineering  triumph!  Gadget-free,  feature- 
packed  TRI'SEAL  Triple-Track  Combination 
Aluminum  Storm  Window  is  superbly 
designed  and  masterfully  produced  to  give  a 
life-time  of  trouble-free  service.  It  s  easier 
to  operate,  simple  to  demonstrate,  completely 
foolproof.  It  s  the  nation  s  finest  window 
that  will  produce  more  sales,  greater  . 


Don't  delay  \ivrite,  \A^ire  or  phone  for  the 
TRI  ■  SEAL  story  before  the  franchise 
m  your  market  is  closed 


the  CHARLES 


Cross  sec^'on  view  of 
I.  topghu,  2.  Kroon, 
3.  boHom  g/au.  Cxpandor  fromes. 
woofhor  stripping.  Confro^M 
¥ontitatk>n.  Inforhcking  mooting  roi7s. 

Brctusivo  locking  foafuro. 


PHONE  WAlnut  2-3660 


Monufsctvrar  mt  2  and  3  Track  Aluminum  Combination  Storm  Windows  and  Doors  a  Scroons  a  Casomont  Windows  a  Sliding  Ranch  Typo  Windows 
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628  Huron  Street 


n- 


The  Awning  of  Distinction 


Your  Profit  Up  To 

250% 

Markup 


Cee-Breeze  interlocking  panel  design  provides  on  awning  roof  entirely  free  from 
any  possible  leakage.  A  unique  louvre  design  allows  an  abundance  af  air 
circulation  while  providing  maximum  protection  against  all  weather  conditions 
With  these  qualities,  in  addition  to  the  enduring  beauty  of  the  high  gloss  baked 
enamel  finish,  Cee-Breeze  awnings  sell  themselves.  Inquire  now  about  our  sales 
program  for  dealers. 


Here’s  your  chance!  Get  in  on  the  ground  floor  of  the  Aluminum  Awning  Busi¬ 
ness.  Cee-Breeze  is  the  finest  engineered,  fastest  selling  awning  on  the  market. 
Don’t  be  content  with  small  sales  and  low  profit.  Increase  your  sales  and 
make  yourself  some  real  money  with  Cee-Breeze,  "The  Finest  Awning  under 
The  Sun’’.  Choice  territories  open. 

WRITE  TODAY  FOR  FULL  PARTICULARS! 


DEALERS: 


UNIQUE  VENTILATION 


WATER  TIGHT 


A  New  View  On 
Brick  Veneer 

A  new  brick  method  has  been 
developed  for  building.  In  the  new 
process  called  Quikbrick  non-fad¬ 
ing  crushed  brick,  mixed  with 
cement  is  trowelled  on  a  wall  over 
a  soft  cement  base.  Patented  jigs 
and  forms  are  used  in  conjunction 
with  a  monorail  track  fixed  at  the 
top  of  the  wall  to  separately  form 
series  of  vertical  and  horizontal 
mortar  joints. 


The  process  is  much  less  expen¬ 
sive  than  ordinary  brick  veneering 
and  offers  the  same  beauty,  dura¬ 
bility  and  freedom  from  painting. 
Quikbrick  Dealers  are  established 
from  coast  to  coast  but  a  few 
choice  Dealerships  are  still  avail¬ 
able  from  the  licensor,  American 
Cement  Products,  Dept.  BS,  De¬ 
troit  38,  Michigan. 

*  *  * 

Childers  To  Produce  New 
Retractable  Awnings 

The  first  installation  of  the  Chil¬ 
ders- Ajax  Retractable  Awnings 
has  been  completed  in  Houston, 
Texas.  On  hand  for  the  introduc¬ 
tion  of  this  new  product  in  the 
United  States  was  Salvador  Zveibil 
of  Sao  Paulo,  Brazil,  the  inventor 
from  which  Childers  purchased  ex¬ 
clusive  manufacturing  rights. 

The  inventor  is  shown  (right)  in 
the  photo  with  Bob  Childers,  presi¬ 
dent  of  Childers  Manufacturing  Co. 

Mr.  Zveibil  flew  from  Brazil  for 


this  ocasion,  and  after  he  had  in¬ 
spected  the  Childers  produced  ver¬ 
sion  of  his  creation  he  stated :  “We 
have  made  and  sold  thousands  of 
these  .same  awnings  in  Brazil,  but 
never  have  I  seen  a  better  made 
awning  than  the  Childers-Ajax  Re¬ 
tractable  Awnings.  I  am  sure  that 
with  Childers’  manufacturing  and 
marketing  skills  behind  this  prod¬ 
uct  that  it  will  soon  be  a  dominant 
factor  in  its  field.” 

The  Childers-Ajax  Awning  is  a 
fully  retractable  awning  designed 
primarily  for  commercial  use.  It 
consists  of  pantographic  arms 
which  support  from  three  to  six 
aluminum  panels.  A  slight  push  on 
an  activator  bar  extends  the  awn¬ 
ing  to  projections  up  to  8  feet,  and 
a  push  in  the  opposite  direction  re¬ 
turns  the  awning  to  its  retracted 


position.  The  simple  mechanism 
eliminates  costly  maintenance,  and 
the  sleek  horizontal  lines  of  the 
Childers-Ajax  Retractable  Awning 
add  to  the  appearance  of  any  build¬ 
ing. 

“When  we  have  completed  our 
selection  of  distributors  to  handle 
this  new  awning”  said  Bob  Chil¬ 


ders,  we  feel  sure  that  Childers- 
Ajax  Retractable  Awning  will  rap¬ 
idly  become  our  most  important 
awning  style.” 

Tooling  is  now  completed  in 
Childers’  Houston  plant  to  produce 
this  new  awming,  and  full  produc¬ 
tion  is  expected  by  Jan.  1st.  For 
additional  information,  call  or 
w'rite  Roy  Cundiff,  Dept.  BS,  Chil¬ 
ders  Manufacturing  Co.,  Houston, 
Texas. 

*  *  * 

Low-Cost  Inside 
Casement  Storm  Sash 

A  new  type  interior  aluminum 
storm  sash  eliminates  the  problems 
of  weatherproofing  casement  win¬ 
dows. 


Weather  Products  Corporation 
has  designed  a  lifetime  aluminum 
window  panel,  the  Wepco  Clipper, 
which  is  mounted  on  the  inside  of 
the  casement  frame  by  means  of 
four  clips  that  are  easily  screwed 
into  the  holes  which  already  exist 
in  all  casement  frames.  A  vinyl 
plastic  weatherstrip  gasket  forms 
an  airtight  seal  between  the  win¬ 
dow  and  the  frame  which  smoke 
tests  prove  to  be  100%  airtight, 
according  to  the  manufacturer. 

An  outstanding  new  feature  is 
a  special  ventilation  panel.  The 
upper  portion  of  this  panel  is  sus- 
(Continued  on  Page  44) 
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That's  why  CAPITOL  hat  bocama  a  rival  for  tho 
potitioa  of  top  producor  of  alaminum  ttonH«Bcraoa 
doors.  Tho  roatoat  spoil  oat  p>r>o*f«i>t  for  ovory 
maHiber  of  its  wkkmiiip  distrihatioa  family. 


CompotitioM  is  good  for  basiooss.  Competitioa  modo 
CAPITOL.  Whoro  rival  companios  shot  for  tho 
immedioto  coagoost,  CAPITOL  proparod  for  tho  loop 
haul  by  devoloping  larfa>scalo  prodoctioa  mothods. 
Whoro  othors  concontratod  on  moss  soiling,  CAPITOL 
put  its  offort  into  mass  production.  M^ioro  tomo 
proforrod  tho  largo  profit,  CAPITOL  contontod  itself 
with  groator  quality  and  profitod  ogually  through 
most  volumo.  And,  whoro  most  lookod  to  tho  hoovons, 
CAPITOL  kopt  its  oar  and  principlot,  spoculations 
and  plans,  sguaroly  on  tho  ground. 


Tho  ond  rotuH  is  thh:  Today  CJ^tTOL  h  prodoeiop  m 
qoolity  door  In  tpiontHy  .  .  .  dottvorlng  whoa  and  at . 
promi$od  ...  at  o  prkto  no  ono  con  oguei  point  for 
point,  its  doohn.and  dl»tribator»  ato  onfoyinp  a 
soundnost  and  ftuiditf  of  turnovor  fow  ofhor  hramda  eon 
match.  Sa/ot  chart*  continao  to  show  hootthy  pregross 
in  spite  of  reported  markot  aoftoning  in  seme  areas. 


Tho  mossogo  is  obvious  to  Arowd  bofor*:  To  moot  and 
boat  competition,  CAPITOL  is  tho  brand  to  bay. 


If  you  buy  in  carload  lots,  CAPITOL  may  have  a 
desirable  distributorship  for  you  with  diroctofrom* 
factory  delivery  in  our  own  trucks.  SoMlIor  quantity 
users  can  also  bo  accommodated  through  strategically 
located  distribution  points. 


APITOLMIg.Co..Ine 


&  Home  Improvement  Dealei 


\MSj  ml 

W  ® 

\ 

f'  In  _ 

L-  'lA  J 

fORMORtSmS 


Your  Best  Profit  Combination 


WRin-WIRE 


Yovngstown,  Ohio 
Swoftbriar 

9-9765 

For  Additional 
hformation 


PERMA-SEAL 


Aluminum  Combination 


WINDOWS 


*p<ict<vuf 


ij  If, 1  ‘f^%l~ 

»*  /  *•  Yi:, 

I  7“- 


America's  Finest  Low-Cost, 

Self-Storing,  Free-Gliding 
Aluminum  Combination  Window 

A  TOeativt-Tffiic  ALUMINUM  PRODUCT  FOR  EVERY  PURSE 
AND  PURPOSE -PROFIT  BY  SELLING  THE  COMPLETE  LINE 


'JVeatAvt  ~T(/Ue 
DELUXE  ALUMINUM 
COMBINATION  WINDOW 


Rigidly  constructtd  of  finoit  quality, 
•itrudad  architactural  aluminum  — 
traatad  for  aitra  hardnati.  Built  to 
fit  and  to  allow  for  sagging  or 
changa  of  shapa  of  primary  framas. 
Flush,  salf-storing  typa  installation. 


KfeatAt>i~'K/i4c 

ALUMINUM  COMBINATION 
STORM  OOORS 

Tha  convanianca  and  baauty  of  Waathar-Wlsa  Doors 
ara  positiva  protaction  and  low  cost  all  in  ona  .  .  . 
a  natural  rasult  of  tha  haavy,  axtrudad  aircraft 
aluminum  togathar  with  tha  dalusa  accassorias  to 
maka  a  combination  storm  door  of  lifatima  sarvica. 


ANUFACTukERS  OF  ALUM1I^Um|PRODUCTS^ 

YoungstoVr)  9,  Ohj^o 


3655  Oakwood  Avenue 
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Compo  Presents  ©  Ways  to  Profits . . . 


One  Price  For  Alt  Size 
Windows  and  Doors 


Combination  Storm  and 
Screen  Window — Stainless 
Steel!  Here's  on  eye  stopping 
combination  window  of  stainless 
steel.  Inserts  ore  of  aluminum, 
ore  self-storing  and  feature  fam¬ 
ous  Compo  gadget -free,  easy 
operation.  It's  a  natural  for 
quality-conscious  customers  who 
still  watch  those  dollars. 


jCombinotion  Storm  and 
Screen  Window — Convert¬ 
ible,  three  track  and  two  track, 
at  the  lowest  cost  known.  All 
extruded  aluminum!  Here's  a 
self-storing  combination  window 
with  everything.  Very  good  look- 
ir>g  .  .  .  extremely  simple  gadget 
free  operation  .  .  .  and  it  has 
flexible  weather  stripping.  Three 
track  has  a  positive  gadgetless 
weotherstripped,  slideoble  action. 


A  complete  Stainless  Steel 
Storm  Door  with  ielf-stor> 
ing  inserts.  You  get  this  door 
complete,  with  finest  hardware — 
assemble  only  the  oil-extruded, 
self-storing  aluminum  inserts. 
The  door  itself  has  4-way  ad¬ 
justments  for  perfect  fit — has  o 
solid  treated  pine  core  for  sound 
deadening  and  insulatirtg. 


You  con  assemble  these  K.  D.  units  with  NO  machinery — NO  speciol  tools.  All  you  need 
is  on  assembly  bench.  You  con  sell  for  less— ot  o  greoter  profit — becouse  you  con  buy 
for  less. 

You  con  offer  your  customers  3  greet  items— quolity  items— ot  lowest  prices  known. 
Patented  and 

etimr  pafnh  pmdmg  Wrif,  Win  Of  MlOn0  Coffocf 


15221  W.  11  Mile  Rd. 

^  '  Berkley,  Michigan  ; 
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Completely 

WEATHERSTRIPPED 


Crack  the  multi -million  dollar  window 
market  with  Air-Vue,  the  window  that’s 
engineered  to  out-sell  any  other 
awning-type  window  on  the  market! 

You’re  backed  up  with  a  heavy  bar¬ 
rage  of  national  advertising,  aimed  to 
pre-sell  your  customers!  Get  on  the  band¬ 
wagon —  stock  Air- Vue — TODAY! 

CHECK  THESE  FEATURES: 

HEAVY  GAUGE  EXTRUDED  SHIPPED  COMPLETE 

ALUMINUM  Operator  is  built  in. 

Frame  section  63S-T5  is  easily  removed. 

2*/i"deep  for  No  extra  parts— no 

greatest  strength  adjustment  necessary 

cuts  labor  costs 

QUICK,  EASY 

INSTALLATION  SIMPLE,  QUICK  VENT 

Simply  tighten  4  screv^s  GLAZING 

in  ready-made 
frame  buck  holes  for 
quick  installation 


NOTE — 4  vents  for 
standard  2-4  windows 


DESIGNED  FOR  INTER¬ 
CHANGEABLE  SCREEN  AND 
STORM  SASH 


R.  B.  Leonard 


5775  N.W.  35th  COURT 
MIAMI,  FLORIDA 


EXCLUSIVE 

TERRITORIES 

OPEN 

Write,  wire  or  phone  Dept.  BS-11 
R.  B.  Leonard,  Inc.,  for  full  details 
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The 

Victorian 


This  Christmas 


for  everyone  including  the  HOUSE! 

Throughout  the  nation  Cool-Ray  dealers  are  making  the  big¬ 
gest  winter  awning  profits  in  the  history  of  the  industry. 
These  completely  packaged-assembled  Cool-Ray  Kent  and  Vic¬ 
torian  canopies  have  taken  the  $3,500,000,000  "do-it-yourself” 
market  by  storm  and  hundreds  are  being  shipped  from  Cool- 
Ray’s  streamlined  plant.  Ideal  as  colorful  Holiday  gift  items, 
they’re  gift-priced  too.  This  is  your  chance.  Make  immediate 
profits  with  the  nationally  famous  Cool-Ray  all-aluminum 
awning  —  proven  by  consumer  research  as  the  most  widely 
sought  awning  on  today’s  market. 


ALL  ALUMINUM  AWNINGS 


I  A  Division  of  Rosenblum  Brothers,  Youngstown,  Ohio 


An  Important 

OPPORTUNITY 


for  You  To  Join  the  Growing  family  of 


'*  CtioraaMtd  by^ 

Houckccpiiif 


the  Only  Aluminum 
Awning  that  recognizes 

No  Competition 


for  Dealership  Details 
In  Michigan  Area  Write: 

ALUMAROLL  Co.  of  Detroit 
380  24th  Street 
Detroit  16,  Michigan 

In  Wisconsin  Area  —  Write: 

LUEDTKE  DISTRIBUTING  CO. 

20  -  4th  Street 
Fon-du-Loc,  Wisconsin 

In  E.  Mass.-N.  H.  Area: 

ALUMINUM  ROLL-UP  AWNING  CO. 
of  Boston 

72S  Boylston  Street 
Boston  16,  Massachusetts 
In  All  Other  Areas  —  Write: 


You  have  no  competition  when  you  handle  AlumaROLL, 
because  it  is  the  only  completely  mobile  aluminum  awn¬ 
ing —  the  only  aluminum  awning  that  rolls  up  and  rolls 
down!  That’s  why  AlumaROLL  gives  you  a  prettier 
profit  picture!  A  more  lasting  one,  too — for  AlumaROLL 
is  here  to  stay  —  here  to  sell  and  keep  selling!  Our 
company  is  strong  and  respected  —  so  we  want  outstand¬ 
ing  dealers  and  distributors  in  each  territory  we  add. 
If  you  qualify,  and  want  the  opportunity  of  a  lifetime 
in  a  lifetime  business,  write  today  for  details  about  any 
territory  you’re  interested  in. 


ORCHARD 
BROTHERS  INC 

63  MEADOW  ROAD 
RUTHERFORD,  N.  J. 

Phon*  Rulharford  2-7400 
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PRO-TECT-U  JALOUSIE  CORP. 

HAS  BEEN 


EXCLUSIVE  ADJUSTABLE  FEATURE 


by  leading  Architects,  Builders  ond  Homeowners  of 
manufacturing  the  finest  jalousie  window  made  today 


Guaranteed  by  ^ 
Good  Housekeeping  , 


in  Pro-Tect-U’$  closing 
mechanism  allows  for 
gloss  tolerance  and 
wear  after  years  of 
use,  thereby  insuring  a 
tight  seal  throughout 
the  height  of  the  unit. 


WEATHERTIGHT  JAMB  SECTION 


Baffle  bar  A  interlocks 
with  frame  B  when 
louvers  are  closed. 


PRO-TECT-U's 

original  design  plus  17  years  of  development 
and  improvement  provide  the  best  oper- 
otion  and  performance. 

O 

MATERIAL  AND  HARDWARE 

Extruded  63-S-T5  aluminum  frame  . . .  alu¬ 
minum  hardware  with  . . .  precision  oper¬ 
ating  mechanism. 

0 

HURRICANE  TESTED  PERFORMANCE 
BY  UNIVERSITY  of  MIAMI  HOUSING 
RESEARCH  LABORATORY. 


BALANCED  VANES 

make  unit  easy  to  op¬ 
erate.  Shoulders  on  clip 
at  A  and  B  provide 
clearance  which  elim¬ 
inates  surface  friction 
and  galling. 


EQUALLY  DISTRIBUTED  CLOSING 

Jli 

by  the  use  of  toggle  j  r’^ 
links  is  shown  in  this  V 

schematic  drawing.  An-  .  ’ 

Other  EXCLUSIVE  feo-  ^  ^ 

tore  with  Pro-Tect-U.  V 


TESTED  BY  PinSBURGH  TESTING 
LABORATORY 


SCREEN  REPLACEABLE  WITH  STORM 
SASH. 

Inside  aluminum  screen  is  inter 

changeable  with  aluminum  frame 

storm  sash.  I  B 


One  hundred  KO 
windaws,  size  24 
(37"  X  SOW)  can  be 
stored  in  less  than 
fifty  CO.  feet  of 
shelf  space. 


a  SCREWS  AND  SCREWDRIVER 

IT!)  -  1 1 11  ni  1 

symbolize  Pro-Tect-U  jalousies’  simplicity  of 
assembly. 


A  simple 
sawing  oper- 

jm  ation  in  minwfea 

™  makes  special  cus- 

tom  windows  on  the 
job  eliminating  unnecessary  delay. 


If  you  are  interested  in  becoming  on 
exclusive  Distributor  or  Dealer  of  — 

•  thi  original  jalousii  window 

•  the  finest  jalousie  window 

o  COMPETITIVELY  PRICED 


Architects,  Builders,  Contractors, 
16d 

consult  Sweet's  file  No.  -  for 

P  r 

our  catalogue  or  write  for  de¬ 
scriptive  literature. 


r 


JALO\iS\l% 


MAIL  THIS  COUPON  TO: 

PRO-TECT-U 

JALOUSIE  CORPORATION 

4525  Ponce  de  Leon  Blvd. 

Dept.  BS-ll,  Coral  Gables,  Fla. 
Please  send  me  complete  details  on 
an  EXCLUSIVE  Pro-Tect-U  dealership  or 
distributorship. 


Address 


THE  ORIGINAL  JALOUSIE  WINDOW 


<5t  Home  Improvement  Dealer 


PART  FITS 

•k  EASILY 
•k  ECONOMICALLY 
k  SIMPLY 

Channels,  inserts,  handles,  corner  pbtes  are  engi¬ 
neered  for  utmost  simplicity.  For  a  small 
VULCAN  furnishes  saws,  jigs,  ;;|Wnch  dies  and  ftiH 
instructions.  Furthermore  our  ^company  representa¬ 
tive  will  personally  help  you3ili#  «p  an  effishiirt  shop. 
Full  cut  sheets  and  diagraM  eliminate  any  possible 


error. 


ALL  AMOmrS  TO  FROFIT 

This  is  th*  prime  MMon  why  JMwdreds  of  fabricaiefs 
ara  turning  to  SM*BtlOR  aidieivaly. 

•  Tha  SUPERIOR  Sash 
is  prafarrad  by  prospects 
on  first  prasawfation  and 
huodradb  of  satisfied  users 
mm  oar  strongest  racom- 
mandation. 

*  Nominal  shops  endorse 
SUPERIOR  principally  be¬ 
cause  of  low  cost  of  Ma¬ 
terial,  small  myaetory  aad 
aliminatioe  al  atqraasivo 


■lil 


If 


IliB; 


■  ■« 


DON’T  PASS  UP  THIS 
CHANCE  TO  THOR. 
OUGHLY  DISCUSS  PO¬ 
TENTIAL  PROFITS  WITH 
ONE  OF  OUR  COMPANY 
REPRESENTATIVES. 

ADDS  UP  TO  MAKE  VUiCO 

A  nahmal 

Pall  line  of  tiordwmre  Md 
tools  available. 

A  leader  in  the  indostry 
since  194S. 


Call,  write  or  wire 

VWCAN  MHAL  PRODUCTS 

ESDI  •  etfc'  Avenaor  Seotb 
■irminf  ham,  AtobsMia  Phooe  e-dOR 


To:  VULCAN  fNRAL  PRODUCTS 

ESDI  -  6th  Avonoe,  S. 

MRMINOHAM,  ALABAMA 

Please  send  me  catalogue  and  firther  details  rela¬ 
tive  to  SUPERIOR  STORM  SASH.  No  Obligation. 

Name _ _ _ _ 


Address 
City _ 


WITH 

VULCO 

Sttfi^niionr  STORM  SASH 


On  the  House 

I  (Continued  from  Page  16) 

I  lows  that  if  plants  run  to  capacity, 
i  wages  will  be  high  and  steady,  thus 
!  creating  more  purchasing  power. 

“We  may  state  as  a  fact,  then, 
that  salesmanship  can  continue  to 
increase  our  standard  of  living — 
that  there  need  be  no  pause,  call  it 
;  recession,  adjustment  or  what  you 
I  will.” 

I  *  *  * 

Speaking  at  the  same  meeting, 
William  C.  Stolk,  president  of 
American  Can  Co.,  called  for  an 
intensified  selling  effort  on  the  part 
of  industry  to  combat  a  recession. 

He  declared  that  most  salesmen 
today  are  not  experienced.  They 
will  have  to  learn  selling  techniques, 
he  declared,  rather  than  relying  on 
the  order-taking  sort  of  effort  that 
has  been  the  rule  for  the  past  15 
years. 

“From  now  on,”  Mr.  Stolk 
warned,  “there  can  be  no  room  for 
sloppy  management.  Every  busi¬ 
ness  is  going  to  have  to  shed  the 
pleasantly  acquired  suet  of  past 
years  and  slim  down  to  its  best 
fighting  weight.  Shedding  fat  is 
never  easy.” 


Hints  to  Salesmen 

(Continued  from  Page  20) 

and  have  all  20  of  your  windows 
covered,  saving  your  fuel,  keeping 
out  dust  (etc.)  over  the  whole 
house !” 

Then  you  submit  the  20-window 
order  (which  you  have  made  out  in 
advance)  for  his  signature.  If  he 
balks,  submit  an  order  covering 
half  the  house  window  order  and 
quote  3-year  F.  H.  A.,  not  forget¬ 
ting  to  add  to  that  partial  order 
such  extra  windows  as  the  bath 
room  and  bedroom  if  the  half-job 
is  downstairs. 


•  •  • 

If  the  partial  half  job  is  upstairs, 
add  in  the  kitchen  window  and  pos- 

(Continued  on  Page  72) 
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PRIME 

DOOR 


Executive  Offices:  230  Fifth  Avenue,  New  York,  IN.Y 
Plant:  Hialeah,  Florida  '  ^ 


doorway 

to 

QUICK 

SALES 


WOOD  JALOUSIE  DOORS 

with  glass  louvers 


CHECK  THESE  FEATURES 


■lAUTIPULLY  DISIONID 
3"  GLASS  LOUVIRS 

FLUSH  TYFI  SCRIINS 
(COMFLITILY  INSICT  FROOF) 

—to  remove  simply  turn  5 
clips  and  lift  out... screens  inter> 
changeable  with  storm  sosh. 

NO  FROTRUDINO  CORNIRS  AND  IDOIS 
to  catch  clothes  and  cause  damage. 
Door  is  absolutely  flat  when 
louvers  are  closed. 

FOSITIVI  WiATHIRTIOHT  CLOSING— 
heod  and  sill  are  especially  designed 
for  complete  weather  protection. 
IMFACY  FROOF— 

24  overlapping  glass  louvers  for 
greater  streng^  and  impact 
resistance.  Extra  heovy  aluminum 
clips  (.051),  with  neoprene  rubber, 
hold  gloss  louvers  In  a  tight, 
shock>absorbing  grip... eliminates 
need  of  spring  clip. 

FROMFT  DILIVIRY  GUARANTIID 

Wood  frames  are  made  of  Grade^/C 
Doughs  Fir , . .  California  Redwood 
available  at  slight  extra  cost. 


BECOME  A  TARTAN 

DOOR  DEALER! 

STOCK  THIS  BIG 
PROFIT-MAKER 
-TODAY! 


Phone  New  York— Murray  Hill  6*0060 

MAIL  THIS  COUPON  NOW  I 


TARTAN  INDUSTRIES,  INC. 

230  Fifth  Avenue,  New  York,  N.Y. 
Gentlemen:  PLEASE  RUSH  FULL  DETAILS 
ABOUT  YOUR  JALOUSIE  DOOR. 

Check  one:  □  Dealer  □  Distributor 


&  Home  Improvement  Dealer 


America's 
Finest  Fastest- 
selling 

ALL-ALUMINUM 
Combination 
STORM  and 
SCREEN  DOOR 


•  Fully  extruded. 

•  Single  lite  doors, 
two  lite  doors, 
self  -  storing 
doors. 

•  Aluminum  wire 
screen. 

•  Expander  on  sill 
— tof  tolerances. 

•  Reenforced  cor¬ 
ners  for  life-time 
rigidity. 

•  Complete  with 
aluminum  en- 
semhle  and 
stainless  steel 
hardware. 

ADYiltTISING 
MATfUIAL 
AVAILABLi: 
Cui$,  Mmt§, 
Li1»ratun! 


The  '^Cadillac*'  of  the  Business 


aramaunt 


priihurt  of 
Aluminum 
l^killrraft 


RiBsents  the 


Cress  Sfttion  View  of 
mm  TRACK  rtATURlS 


1.  TOP  GLASS 

2.  SCREEN  ,.N 

3.  BOTTOM  GLASS 

Compfefe  r' 
WtATH£R.STRIPf>ING 


”  mtfpoiv 

PICTURE 

format! 

The  K-D  PLAN  that  brings  you  .  .  . 

•  Outstanding  GREATER  PROFITS 
•  Outstanding  LOWER  PRICES 
.  Outstanding  HIGHER  QMIIIT 

\  paramount 

y  WINDOW  LINE  ALL-ALUMINUM 

y  FOLLOWING  miHenrr  jm 
FAST-SELLING 
SUPERIOR 
FEATURES 


NEWLY  IMPROVED]  w/th 

paramount  i 

^  1  FUU 

TRIPLE  T^RACK\  UNGIH  ■  / 

all-aluminum  combination  I  'll 

STORM  &  SCREEN !  | 

WINDOWS  j  hinge 

with  built  in  weatherstrip  I  Feature  jH  | 

•  TRIPLE  TRACK  |  I  I 

Not  Channel  I  |  ■  _ 

•  EASY  IHSTALUTION  [  "  *" . . 

Service  Free  I  Some  other  Outstai 

•  TWIN  VENTILATION  *  >■  t-*«fth  piano  hinoe. 

W  Iffin  UKRiikfiiiwn  I  Pw^mits  easier  citanini  frem  tlie 

Sashes  Raise  or  •  eutside. 

,  sail  '  *•  EXTRA  HEAVY  EXTRUSIONS 

Lower  to  Any  Level  I  ST.  S  Alley  Extrusions). 

•  CHANGEOVER  NEVER  NECESSARY!  '  ’  yosRER*^''  oesioneo  sponoe 

Make  Self-Storing  Obsolete  I  ^tTaat  wiBdew*Vnd*stsrlr*wul- 

•  POSITIVE  100%  WEATHER  STRIPPING  i 

•  HEAVY  EXTRUSIONS  2  *'  ^*SMppil^  installed  en  eaeli  Win- 

Truty  the  window  and  door  line  that  it  3  ways 

I.  QUICKER  AND  EASIER  TO  INSTALL.  2.  SERVICE-PROOF.  3.  KEEPS  PROFITS  INTACT 


Some  other  Outstanding  Selling  features 


1.  Full  Lenfth  PIANO  HINOE. 

Permits  tasier  claaalai  frem  tfce 
eutside. 

2.  EXTRA  HEAVY  EXTRUSIONS 

ST.  5  Alley  Extrueleas). 

3.  SPECIALLY  OESIONEO  SPONOE 
RURRER 

Te  eReet  a  perfeet  seal  between 
Casement  window  and  stsrm  win- 
dew.  Ellmlnatse  Window  Cenden- 
satien. 

4.  FULLY  EXTRUDED  Weather 

Strippiaf  iaetallsd  ea  sash  Wia- 


dsw  Vent  epeaiai  for  positive 
seal. 

5.  Specially  dseifaad  ruhher  extnisiea 

te  seal  aad  secure  ilast  in  plate, 
ter  peraianeney.  Aad  permittiaf 
simple  replacemaats  of  broken 
•last  hy  hems  owners. 

6.  Desieaed  fsr  Siatle.  DsaMs  thick 

and  Demiplate  far  Picture  Win- 
dews. 

7.  Centrallad  vantilatian. 

S.  Draft  Free. 

9.  Reenforced  for  permancat  rifidity. 

10.  Priced  Rifkt. 

better! 

FOR  YOU  DUE  TO  NO  CAU-BACKS. 


NOVEMBER  1953  BUILDING  SPECIALTIES 


BUILDING 

SPECIALTIES 

&  HOME  IMPROVEMENT  DEALER 

Novemter  1953 

Increased  Aluminmn  Supplies 
For  Fabrication  In  4tii  Quarter 

More  than  101  million  pounds  will  be  made 
available  to  independent  users  from  newly 
exponded  government  sponsored  facilities 


The  Government-sponsored 
aluminum  expansion  program 
will  make  more  than  101  million 
pounds  of  the  metal  available  to 
independent  fabricators 
during  the  last  three 
months  of  this  year,  the 
General  Services  Adminis¬ 
tration  announced  recently. 

Administrator  Edmund 
F.  Mansure  said  this  is  40 
per  cent  more  than  the 
amount  required  under 
existing  contracts.  These 
agreements  require  that  the 
producers  must  make  avail¬ 
able  to  independent  fabri¬ 
cators  and  to  the  Govern¬ 
ment  two-thirds  of  all  their 
production  from  new  facili¬ 
ties  established  under  the 
Government  aluminum  ex¬ 
pansion  program  for  a  five- 
year  period. 

The  entire  101  million 
pounds  is  already  contract¬ 
ed  for,  Mr.  Mansure  said. 

It  comes  from  the  output  of 
the  Aluminum  Co.  of  Amer¬ 
ica,  Reynolds  Metals  Co. 
and  Kaiser  Aluminum  & 
Chemical  Corp.,  with  which 


the  Government  has  signed  expan¬ 
sion  agreements. 

Mr.  Mansure  estimated  that  pro¬ 
duction  of  primary  aluminum  in 


the  fourth  quarter  this  year  will 
total  about  651  million  pounds,  of 
which  about  231  million  pounds 
will  come  from  new  production. 

During  the  third  quarter 
90  million  pounds  was  made 
available  to  fabricators. 
Production  from  new  facili¬ 
ties  in  that  period  was 
about  220  million  pounds 
and  total  production  was 
650  million  pounds. 

These  three  companies 
are  the  only  primary  alumi¬ 
num  producers  in  this  coun¬ 
try  at  present.  Anaconda 
Copper  Mining  Co.,  is  in 
process  of  constructing 
smelting  facilities.  Others 
like  Olin  Industries,  Whe- 
land  and  Harvey  Machine 
Co.  are  awaiting  the  “go- 
ahead”  signal  from  the  Gov¬ 
ernment  on  a  third-round 
of  expansion. 

Lowest  cost  aluminum 
producer  this  side  of  the 
Iron  Curtain  is  the  Alumi¬ 
num  Co.  of  Canada,  a  whol¬ 
ly  owned  subsidiary  of 
Aluminum  Ltd. 


Fight  Unfair  Laws  Through 
Your  Own  Association 

Faced  with  unfair  and  discriminatory  laws  against 
door-to-door  selling,  home  improvement  dealers  in 
some  parts  of  the  nation  are  forming  local  dealer 
associations  which  enable  them  to  pool  their  in¬ 
dividual  efforts  in  a  struggle  against  hostile  legisla¬ 
tion.  In  some  cases  these  local  associations  have 
been  formed  to  combat  bait  advertising  and  other 
unfair  practices  as  well  as  Green  River  laws.  Such 
dealer  organizations  are  proving  very  effective  and 
are  springing  up  spontaneously  in  many  sections  of 
the  nation. 

If  you  have  formed  a  local  home  improvement 
dealers  association,  send  the  editor  of  Budding  Spe¬ 
cialties  &  Home  Improvement  Dealer  news  about 
the  activities  of  your  organization.  Through  the 
pages  of  this  publication  you  can  exchange  informa¬ 
tion  with  other  local  dealer  groups  on  the  best 
procedures  for  protecting  your  legitimate  interests. 
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billion  pounds.  Next  year,  U.  S. 
needs  may  drop  to  perhaps  20  per 
cent  of  an  expanded  production 
leaving  a  greatly  increased  civilian 
supply. 

Pattern  of  production  over  the 
next  six  months  will  place  empha¬ 
sis  on  fabrication  of  aluminum 
goods  to  sell  as  high  as  $1  per 
pound  compared  with  a  20*  oC  per 
pound  price  on  aluminum  ingots. 


Despite  very  rapid  growth  of  nearly  peak  capacity  for  many 
the  industry  since  the  start  of  the  years  to  come. 

Korean  War,  it  is  expected  that  During  1953,  the  Government 
combined  Government  and  civilian  will  take  about  25  to  30  per  cent  of 
demands  will  continue  to  absorb  total  U.  S.  aluminum  output  of  2.5 


Buyer  Demand 


A  ready  buyer  demand  should 
absorb  all  high-priced  output  init¬ 
ially  but  later  on,  the  growing 
supply  of  premium  priced  lines 
will  result  in  increased  competi¬ 
tion  and  forced  downgrading  of 
output. 

By  the  time  that  this  “gimmick” 
has  outlined  its  potential,  the  com¬ 
panies  in  the  field  expect  to  benefit 
from  increased  output.  Combined 
Government  and  civilian  demand 
should  maintain  a  healthy  pace  for 
the  industry  despite  its  rapid 
strides  in  expansion. 


New  Plastic  Tile  Offeis  Positive 
Wateipioof  Piotection 


U.  S.  Producers 


Year’s  Output 


Output  this  year  has  been  about 
32  per  Cent  higher  than  last  year 
and  a  wide  percentage  gain  is  ex¬ 
pected  for  1954,  too.  But  next 
year’s  production  will  be  selling  at 
higher  average  prices. 


Other  home  installations  favored  by  users  of 
the  tile  ore  baths,  utility  rooms,  dinettes 
and  playrooms.  Hero  is  an  attractive  bath¬ 
room  installation.  The  tile's  positive  water 
protection  makes  it  practical  in  all  shower 
stalls  and  tub  recesses. 


Commercially,  the  tile  has  many  applications 
for  club  rooms,  beauty  parlors,  auditoriums, 
dining  rooms,  hospitals  and  institutions  of 
all  kinds.  The  above  shows  an  installation 
in  a  beauty  parlor  where  color  beauty, 
cleanliness  is  very  desirable. 
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Closing  Presentations  Should  Be  Convincing 


Show  your  prospect  he's  getting  the  best 
buy  on  market,  and  the  time  to  buy  is  now 


CLOSING  marks  the  climax  of 
the  sales  presentation  and 
must  be  absolutely  convincing  and 
comparatively  simple  for  best  ef¬ 
fects.  This  part  of  the  call  sum¬ 
marizes  all  that  has  gone  on  before 
—  measuring,  demonstration,  rep¬ 
etition  of  the  advantages  to  the 
prospect  with  specific  and  repeated 
references  as  to  the  benefits  in  that 
particular  instance. 

In  getting  ready  to  close  his 
order,  the  smart  salesman  will 
maintain  an  affirmative  attitude 
throughout.  He  will  constantly 
maintain  a  YES  attitude.  An 
agreeable  atmosphere  can  be 
maintained  by  asking  leading 
questions  which  will  call  for  af¬ 
firmative  answers.  In  most  in¬ 
stances  the  prospect  will  agree 
that  you  are  right  since  statistics 
and  all  available  data  help  to  bring 
out  your  points. 

Price  Factor 

The  price  factor  is  perhaps  the 
most  important  obstacle  to  be 
overcome.  This  can  be  surmounted 
easily  by  always  quoting  the 
amount  per  month  on  the  deferred 
payment  plan.  Psychologically,  it 
brings  the  cost  down  to  a  few 
pennies  per  day.  When  compared 
to  the  savings  in  fuel  costs  alone 
this  amount  is  impressive  by  itself. 

If  the  prospect  offers  to  pay  the 
whole  amount  in  cash,  then  he  can 
be  assured  of  a  substantial  savings 
by  eliminating  the  finance  charges. 
This  can  be  brought  up  after  there 
is  already  a  tacit  agreement  on  the 
sale.  The  economies  resulting  in 
an  immediate  cash  transaction  can 


often  mean  the  clincher  which  will 
conclude  the  transaction. 

Price,  however,  can  be  mislead¬ 
ing  and  it  is  always  wise  to  make 
sure  of  your  figures  well  in  ad¬ 
vance  before  quoting.  Cost  objec¬ 
tions  can  be  overcome  by  summar¬ 
izing  the  comforts,  convenience 
and  economy  of  the  window  com¬ 
paring  these  savings  with  the 
amount  invested.  Such  a  pattern 
is  virtually  a  catechism  for  the 
successful  salesman  who  knows 
that  his  arguments  are  unanswer¬ 
able  by  even  the  toughest  prospect 
so  long  as  he  makes  his  presenta¬ 
tion  with  know-how  and  enthusi¬ 
asm. 

If  the  prospect  is  still  hesitant, 
then  confront  him  with  the  testi¬ 
monial  letters  and  photographs  of 


satisfied  customers,  preferably 
those  in  the  immediate  area  and 
with  whom  he  may  be  familiar. 
This  documentary  evidence  will 
often  help  to  persuade  people  who 
are  on  the  fence,  since  they  drama¬ 
tize  proof  of  performance. 

But  a  word  of  caution  is  advisa¬ 
ble  here.  Never  let  your  enthusi¬ 
asm  get  to  the  point  where  wild  or 
extravagent  promises  will  result, 
for  these  may  boomerange  later. 
For  example,  it  is  difficult  to  pin 
one’s  finger  exactly  on  the  amount 
of  full  savings  possible  in  the 
house.  This  varies  with  the  insu¬ 
lation,  times  windows  and  doors 
are  opened,  thermostat  control, 
and  so  on.  A  general  figure  by 
which  the  prospect  can  be  shown 
that  he  will  effect  a  savings  of 
from  25%  to  40%  is  enough  for 
the  purpose,  without  necessarily 
leaving  the  salesman  out  on  a  limb. 

Since  the  whole  objective  in 
closing  is  to  get  the  order,  the 
(C'^nthited  on  Page  123) 
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Public  Relations 


By  CHARLES  J.  CAUDLE 
Charles  J.  Caudle  Associates 
New  York 


Good  public  relations,  properly 
conducted,  can  successfully 
combat  and  defeat  Green  River 
laws.  And  more  importantly  — 
orjfanized  public  relations,  thor- 
ouprhly  executed,  can  prevent 
Green  River  laws  from  even  being 
canteni  plated! 

That  sounds  like  a  Big  Claim. 
It  is.  Public  relations  can  do  that 
and  a  lot  more.  But  public  rela¬ 
tions  will  only  work  if  you  —  as 
an  individual,  as  a  company,  as 
a  trade  association  —  want  it  to 
work. 

First  there  must  be  an  under¬ 
standing  of  the  term.  What  is 
public  relations? 

“Public  relations  is  the  con¬ 
tinuing  process  by  which  man¬ 
agement  endeavors  to  obtain 
the  goodwill  and  understand¬ 
ing  of  its  customers,  its  em¬ 
ployees,  and  the  public  at 
large;  inwardly  through  self¬ 


analysis  and  correction,  out¬ 
wardly  through  all  means  of 
expression.”  (By  J.  C.  Seidel, 
former  Public  Relations  Di¬ 
rector,  Div.  of  Housing,  State 
of  New  York). 

In  brief,  public  relations  is  our 
“dealings  with  people."  It  is  not 
new.  It  is  as  old  as  history  itself. 
When  Cleopatra  welcomed  Mark 
Antony  aboard  her  barge  on  the 
Nile,  she  was  practicing  public 
relations.  When  the  Ford  Com¬ 
pany  established  the  40  hour  week, 
they  were  using  public  relations. 
When  big  league  baseball  estab¬ 
lished  a  retirement  fund  for  10- 
year  players,  that  too  was  public 
relations. 

Every  company,  regardless  of 
size,  has  hundreds  of  “dealings 
with  people”  every  day.  These  are 
relations  with  the  public  —  public 
relations.  For  example,  whenever 
your  salesmen  ring  doorbells  with 
a  smile  and  a  cheery  “hello”,  that’s 
public  relations.  When  a  consumer 
gets  real  satisfaction  from  using 
your  products,  and  is  pleased  with 
the  price,  that’s  public  relations. 


When  your  company  gives  a  help¬ 
ing  hand  in  time  of  local  emerg¬ 
encies  (floods,  tornadoes,  earth¬ 
quakes,  etc.),  that’s  public  rela¬ 
tions.  When  you  encourage  em¬ 
ployees  to  actively  participate  in 
civic  projects  and  join  community 
organizations  (viz..  Chamber  of 
Commerce,  Rotary,  etc.),  that’s 
public  relations. 

The  plain  fact  is  that  public  re¬ 
lations  is  something  you’ve  got 
whether  you  want  it  or  not,  and 
whether  you  consciously  do  any¬ 
thing  about  it  or  not.  Isn’t  it  bet¬ 
ter  to  control  it  and  direct  it  into 
desirable  channels,  rather  than  let 
it  run  willy-nilly  and  either  serve 
no  purpose  at  all  or  actually  do 
you  harm? 

If  people  think  well  of  you  — 
that  is,  if  you  enjoy  good  public 
relations  —  they  will  regard  you 
as  a  valuable  friend  and  neighbor, 
an  organization  or  business  they 
are  proud  to  have  in  the  com¬ 
munity.  In  times  of  stress  for  the 
business,  they  will  pitch  in  and 
give  assistance. 

Concerted  Effort 

Good  public  relations,  then,  can 
successfully  combat  and  defeat 
Green  River  laws  if  enough  people 
in  any  potential  Green  River  com¬ 
munity  think  well  enough  of  you 
to  speak  up  on  your  behalf.  Look 
at  the  way  the  clergy,  business 
groups,  and  private  citizens  rallied 
together  in  Los  Angeles  recently 
to  resoundingly  defeat  a  proposed 
Green  River  ordinance  (See  Article 
No.  2  in  this  series,  in  the  Sept, 
issue). 
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(This  is  the  third  in  a  series  of  articles  on  the 
Green  River  problem  by  Charles  J.  Caudle,  head  of 
Charles  J.  Caudle,  Associates,  a  New  York  public 
relations  and  advertising  firm.) 


VS.  Green  River 


Laws 


If  there  is  a  trade  association 
serving  your  field  get  them  to  in¬ 
stall  a  public  relations  program. 
If  there  is  no  trade  association, 
try  to  form  one.  But  above  all  else, 
establish  a  sound  public  relations 
program  for  your  company.  No 
concern  is  too  small  to  have  pub¬ 
lic  relations  —  effective  public  re¬ 
lations,  in  the  end  analysis,  can 
only  be  reflected  in  what  the  indi¬ 
vidual  does  to  implement  a  public 
relations  program,  and  small  com¬ 
panies,  like  large  ones,  are  made 
up  of  individuals. 

Earn  Reputation 

However,  it  is  not  enough  to  tell 
your  public  that  you  do  good  and 
are  good.  For  a  while  you  might 
be  able  to  manipulate  public  opin¬ 
ion,  if  you  have  the  savvy  and  the 
guile.  But  sooner  or  later  Abe 
Lincoln’s  “you  can’t  fool  all  the 
people,  all  the  time’’  philosophy 
will  catch  up  with.  You  have  to 
earn  a  good  reputation.  And  once 
you  have  earned  and  thoroughly 
established  a  good  reputation  (di¬ 
rected  by  public  relations  plan¬ 
ning),  Green  River  laws  will  be 
stopped  before  they  have  a  chance 
to  start.  Under  such  a  healthy  at¬ 
mosphere  Green  River  legislation 
cannot  flourish  or  even  exist  —  ex¬ 
cept  for  the  occasional  and  inevit¬ 
able  crank  —  because  the  condi¬ 
tions  for  the  birth  of  Green  River 
laws  (ignorance  and  jealousy)  just 
won’t  be  available  for  breeding 
purposes. 

How  then  can  you  achieve  such 
an  ideal  status — how  can  you  earn 
and  establish  a  good  reputation? 


By  organizing,  building,  and  main¬ 
taining  good  public  relations  that 
has  increased  prestige  (and  not 
so  incidentally,  increased  profits) 
as  its  objective. 

There  are  2  basic  principles  in¬ 
volved  : 

( 1 )  Do  good. 

(2)  Tell  other  people  about  it. 

With  these  2  principles  in  mind 

let  us  take  a  look  at  some  concrete, 
basic  steps  a  company,  or  com¬ 
panies  acting  as  a  trade  associa¬ 
tion,  in  the  Home  Improvement 
Industry,  can  do  to  build  good 
public  relations  .  .  .  the  kind  that 
will  result  in  establishing  a  good 
reputation. 

It  will  not  be  easy.  It  will  cost 
money.  To  be  completely  success¬ 
ful  throughout  the  United  States, 


it  will  require  the  combined  efforts 
of  all  segments  of  the  Direct  Sell¬ 
ing  Industry  —  preferably  organ¬ 
ized  into  one,  big,  truthful,  hard¬ 
hitting,  intelligent,  all-embracing 
organization  or  association.  But 
since  the  Direct  Selling  Industry 
is  composed  of  literally  hundreds 
of  components,  with  inherent  dif¬ 
ferences,  jealousies,  and  divergent 
opinions,  such  an  over-all  body 
cannot  be  born  over-night. 

Therefore,  the  following  plans 
for  building  good  public  relations 
are  presented  as  recommended 
courses  of  action  for  the  imme¬ 
diate  future  —  for  your  trade  as¬ 
sociation  and  for  your  company. 
They  are  also  a  blueprint  for  an 

(Continued  on  Page  125) 
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1954  NERSICA  Convention  Set 
for  New  York  City,  March  22,  23,  24 


PLANS  for  the  1954  NERSICA 
Convention  and  Exposition  are 
progressing  satisfactorily.  The 
event  will  take  place  in  New  York 
City  at  the  Statler  Hotel  on  March 
22-2.3-24,  1954. 

Program  arrangements  have 
reached  the  point  where  formal 
announcement  of  its  details  can  be 
released.  As  usual,  there  will  be 
two  types  of  programs  in  an  en¬ 
deavor  to  make  the  Convention  not 
only  interesting  to  the  mainte¬ 
nance,  repair  and  home  improve¬ 
ment  contractors  but  also  to  those 
mainly  interested  in  built-up  roof¬ 
ing.  This  procedure  has  been  fol¬ 
lowed  by  NERSICA  for  the  past 
three  years;  it  makes  for  a  bal¬ 
anced  program  to  cover  everyone 
in  all  classifications  where 
NERSICA  works  to  improve  condi¬ 
tions. 


Booth  No. 

69  ADAMS  ENGINEERING  CO., 
INC. 

Box  936,  Miami  39,  Fla. 

74  AEROIL  PRODUCTS  COMPANY 
Wesley  St.,  So.  Hackensack,  N.  ). 

47  ALSIDE,  INC. 

1415  W.  Waterloo  Rd..  Akron,  0. 

120  ALL-TIME  MANUFACTURING 
CO.,  INC. 

293  Park  St.,  New  Britain,  Conn. 

59  ALSCO,  INC. 

60  260  S.  Forge  St.. 

61  Akron,  O. 

118  ALUM-A-SEAL,  INC. 

3660  Dyre  Ave.,  Bronx,  N.  Y. 

16  ALUMATIC  CORPORATION  OF 
AMERICA 

2081  So.  56th  St.,  Milwaukee,  Wis. 

35  AMERICAN  ASSOCIATED 
COMPANIES 
Box  4056,  Atlanta,  Ga. 


The  general  program  which  can 
be  of  interest  to  all  attending  will 
be  what  is  commonly  known  as  the 
round  table  type  of  meeting.  In  the 
old  days,  it  was  fondly  referred  to 
as  a  “bull  session.”  The  modern 
version  is  to  have  a  selection  of 
subjects  most  pertinent  to  the  in¬ 
dustry  at  the  time,  first  presented 
by  a  panel  of  experts.  Then  the  sub¬ 
ject  is  further  developed  through 
a  que.stion-and-answer  period.  Ex¬ 
perience  shows  this  will  bring  out 
just  about  everything  there  is  in 
a  subject. 


Questionnaire 

A  questionnaire  has  gone  out  to 
all  members  of  NERSICA  asking 
for  their  suggestions  on  subjects. 
These  can  include  costs,  ethics, 
profits,  method  of  paying  salesmen 


Exhibitors 

Booth  No. 

(To  be  assigned) 

AMERICAN  CEMENT 
PRODUCTS 

7306  Puritan  Ave.,  Detroit,  Mich. 

23  AMERICAN  SEAL  PAINT  MFC. 
CO.,  INC. 

669-683  River  St.,  Troy,  N.  Y. 

125  ANDREA  MANUFACTURING 
CORP. 

183  Horton  Ave.,  Lynbrook,  N.  Y. 
83  ARLITE  INDUSTRIES,  INC. 

209  Parkhurst  St.,  Newark.  N.  j. 
38  ARMSTRONG  CORK  CO.,  INC. 
Bldg.  Materials  Div., 

Lancaster,  Pa. 

209  B  &  G  MANUFACTURING 
COMPANY 

6905  Susquehanna  St.,  Pittsburgh, 
Pa. 

48  RUDOLPH  BASS  COMPANY 
175  Lafayette  St.,  New  York,  N.  Y. 

36  BARRETT  DIVISION 

37  40  Rector  St.,  New  York,  N.  Y. 


and  mechanics,  better  procedure 
practices,  selling  methods,  local  or¬ 
ganized  efforts  and  a  host  of  others. 
The  subjects  most  desired  will  form 
the  basis  of  the  round  table 
sessions. 

A  preliminary  meeting  between 
members  of  the  Manufacturers 
Built-Up  Roofing  Advisory  Com¬ 
mittee  has  been  held.  Dr.  C.  E. 
Lund,  Univ.  of  Minnesota,  who  con¬ 
ducted  the  outstanding  1953  Roof¬ 
ing  Forum  was  present  along  with 
Managing  Director  Nichols. 

As  a  result  of  suggestion  cards 
turned  in  at  the  1953  Forum,  Re¬ 
roofing  Application  will  rate  a  full 
session  discussion  in  1954.  A  w’ell- 
conceived  and  slide-documented 
presentation  of  Reroofing  will  re¬ 
sult.  Other  subjects  tentatively  de¬ 
cided  upon  include  consideration  of 
{Continued  on  Page  72) 


Booth  No. 

121  SINKS  MANUFACTURING 
COMPANY 

3114-40  Carroll  Ave.,  Chicago,  III. 

55  BIRD  &  SON,  INC. 

East  Walpole,  Mass. 

99  BONAFIDE  GENASCO,  INC. 

295  Fifth  Ave.,  New  York,  N.  Y. 

54  BRIXITE  MANUFACTURING 
CO.,  INC. 

Tompkins  Tidewater  Terminal 
South  Kearny,  N.  j. 

126  CALBAR  PAINT  &  VARNISH  CO. 
2612-26  N.  Martha  St.,  Phila.,  Pa. 

30  PHILIP  CAREY  MANUFACTUR¬ 
ING  CO. 

Lockland,  Cincinnati  15,  0. 

207  CASTLE  STONE,  INC. 

10th  &  Spring  Carden  Sts. 
Allentown,  Pa. 

72  CELOTEX  CORPORATION 
120  So.  LaSalle  St.,  Chicago,  III. 

{Continued  on  Page  74) 
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wMoowsfOonis 


Above  and  right:  Harry  Lunden  Sr.  in  front 
of  the  only  building  specialties  display  on 
Main  Street,  Middleton,  Conn.  Mr.  Lunden 
reports:  "A  good  location  pays  off  in 
'drop-ins'." 


IT’S  good  to  have  a  store  front 
on  Main  Street.  It’s  even  better 
to  have  the  only  display  in  your 
line  on  Main  Street.  These  not  very 
world-shaking  discoveries  were 
brought  home  to  Harry  Lunden, 
painter,  decorator,  and,  incident¬ 
ally,  building  specialties  dealer,  of 
Middletown,  Connecticut,  shortly 
after  he  moved  to  171  Main  Street 
early  this  year. 

Like  all  the  other  aluminum 
storm-sash  and  door  dealers  in 
town,  Lunden  had  added  the  build¬ 
ing  specialties  as  a  sideline  to  his 
regular  business.  For  the  two 
years  he  operated  at  78  Broad,  a 
semi  -  residential  street,  no  one 
knew  about  his  new  venture  unless 
directly  approached  on  the  subject. 
Most  of  the  approaching  was  done 
by  Harry  Jr.,  who  finished  his  en¬ 
listment  in  the  Marines  in  1951, 
at  the  advanced  age  of  21.  Then, 
early  this  year,  the  Lundens  moved 
to  Main  Street,  and  gave  over  one 
window  to  the  storm-screen  com¬ 
bination  and  jalousie  display — the 
only  such  display  on  the  busy 
thoroughfare. 

As  old  Samuel  Johnson,  the 
essayist  and  dictionary  man,  used 
to  say,  we  don’t  have  to  be  told  so 


much  as  reminded.  People  who  had 
not  been  thinking  about  combina¬ 
tion  windows  and  doors  dropped 
in,  not  to  speak  of  those  who  had 
never  even  heard  of  a  jalousie,  and 
who  could  not  resist  the  tempta¬ 
tion  cf  giving  the  jalou.sie  door  of 
the  store  a  twirl.  Jalousies  are  still 
new  that  far  north  out  of  the 
bigger  cities. 

One  man  saw  the  combination 
door  in  its  display  frame,  and  was 
in  such  a  hurry  to  get  it  home  to 


keep  insects  out  that  he  took  it 
along  with  him. 

Harry  Jr.  is  in  charge  of  push¬ 
ing  the  aluminum  products,  though 
he  also  goes  out  with  the  painting 
crews  on  contract  jobs.  Working 
closely  with  builders  and  other 
paint  contractors,  who  frequently 
drop  into  the  store  for  supplies, 
pays  off  in  tips  on  new  construc¬ 
tion  and  the  names  of  future 
occupants.  Neither  father  nor  son 
(Continued  on  Page  132) 
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Moisture  Control  Knowledge  Can 


From  Data  Furnished  By 
The  Notional  Mineral  Wool 


Part  11 

NCONTROLLED  moisture  can 
cost  the  home-owner  money. 
It  can  damajfe  decorations,  fur- 
nishinj^s  and  the  house  itself.  And 
it  can  come  from  inside  —  where 
normal  living  activities  generate 
large  amounts  of  water  vapor  — 
or,  it  can  come  from  the  underside 
or  from  the  outside  of  the  house. 

As  Building  Specialties  pointed 
out  in  its  la.st  issue,  the  problem 
of  excessive  moi.sture  in  the  home 


When  an  8  X  10  foot  kitchen  floor  is 
washed  and  rinsed.  2.4  pounds  of  water 
vapor  ore  released. 

should  be  of  real  concern  to  the 
direct-to-consumer  salesman  in  the 
home  improvement  indu.stry.  Un¬ 
informed  per.sons  .sometimes  have 
blamed  .sound  building  products 
for  damage  caused  by  moisture  — 
products  such  as  windows,  weath- 
er-.stripping,  calking,  .storm  sash, 
storm  doors,  sidewall  blown  insu¬ 
lation  and  paint  and  its  applica¬ 
tion.  It  is,  therefore,  important  to 
the  .salesman  that  he  be  familiar 
with  the  causes  of  excessive  mois¬ 
ture  and  with  effective  methods  of 
control.  Such  knowledge  can  mean 
money  to  him  in  increased  sales. 

To  give  the  .salesman  this  knowl¬ 
edge,  Building  Specialties  in  this 


i.ssue  continues  its  discussion  of 
moisture  problems  and  their  con¬ 
trol.  Both  inside  and  underside 
.sources  of  moisture  will  be  dis- 
cu.s.sed  in  this  installment.  Of  the 


When  clothes  ore  dried  indoors,  the  water 
evaporated  mixes  in  vapor  form  with  the 
air  within  the  room. 

first  category,  Frank  Parsons,  en¬ 
gineer  with  the  National  Mineral 
Wool  Association  and  author  of 
the  Association-sponsored  booklet, 
“How  to  Control  Moisture  in 
Homes,”  says: 

“There  are  two  general  sources 
of  moisture  within  the  home — that 
is,  sources  generating  water  vapor 
inside  the  house  in  contrast  to  such 
external  sources  as  outside  leaks, 
clogged  gutters,  etc.,  or  such  un¬ 
derside  .sources  as  damp  ba.sements 
or  crawl  spaces. 

“The  first  of  the.se  inside  sources 
is  classified  as  water  vapor  gen¬ 
erated  from  the  daily  activity 
within  the  home  ...  in  the  kitchen, 
laundry  or  bathroom. 

“The  second  inside  source  covers 
water  vapor  generated  by  uncon¬ 
trolled  humidifiers  unvented  appli¬ 
ances  such  as  washing  machines 
and  dryers,  leaky  steam  valves  and 
faulty  chimneys.” 

Mr.  Parsons  points  out  that 
many  houses  are  inadequately  ven¬ 
tilated  by  natural  means  and  .that 
controlled  ventilation  of  some  kind 
is  often  e.ssential.  Ventilating  fans 
and  automatic  dehuinidifiers  can 


be  of  great  value  in  this  connec¬ 
tion.  Mr.  Parsons  points  out,  how¬ 
ever,  than  fans  will  not  be  as 
effective  in  tightly  built  houses, 
where  moisture  troubles  are  most 
likely  to  occur,  unless  an  intake 
for  fresh  air  is  provided. 

Following  are  the  most  impor¬ 
tant  indoor  sources  of  moisture, 
with  procedures  recommended  for 
keeping  the  moisture  content  of 
the  air  within  .safe  limits: 

Floor  mopping — washing  an  8  by 
10  foot  kitchen  with  soapy  water 
and  rinsing  with  clear  water  will 
release  2.4  pounds  of  water  vapor 
in  the  few  minutes  required  for 
the  job.  It  is  important  that  doors 
between  the  room  being  mopped 
and  the  rest  of  the  house  be  closed, 
and  that  a  window  be  opened  to 
vent  the  moisture  to  the  outside. 

Clothes  drying — 10  pounds  of 
clothes  washed  and  spun-dried  in 
an  automatic  machine  still  will 
contain  about  10  pounds  of  water 
which  will  mix  with  the  air  of  the 
room  when  the  clothes  are  dried 
inside.  Ample  ventilation  must  be 
provided  while  clothes  are  drying 
inside  the  home.  Mechanical  dry¬ 
ers  should  be  vented  to  the  outside 
or  exhaust  fans  should  be  operated 
while  the  dryer  is  in  use. 

Cooking  —  up  to  3  pounds  of 
water  can  be  released  in  the  air 
during  the  cooking  of  an  average 


Cooking,  especially  boiling,  creates  consid- 
eroble  moisture,  estimated  to  bo  from  0.9 
to  2.7  pounds  per  meal. 
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dinner.  Kitchen  ventilating  fans 
are  helpful  in  removing  such  mois¬ 
ture  and,  as  a  further  precaution, 
kitchen  walls  and  ceiling  should 
be  painted  or  covered  with  vapor- 
resistant  materials. 

Bathing  —  an  average  shower 
bath  adds  between  I/4.  and  V2  pound 
of  water  vapor  to  the  air  (more 
in  the  case  of  bathroom  baritones 
who  take  more  time).  To  control 
moisture  from  shower  or  tub  bath, 
close  door  and  open  window  a  few 
inches  at  top  and  bottom,  during 
bath  if  possible  or  immediately 
after.  After  bathing,  especially 
showering,  door  should  be  kept 
closed  and  window  kept  open  until 
moisture  has  dried  out.  The  shower 
curtain  may  absorb  much  moisture 
and  the  room  should  remain  ven¬ 
tilated  until  the  curtain  has  dried. 
Bathroom  walls  and  ceiling  should 
be  painted  or  covered  with  vapor- 
resistant  materials. 

Dish  washing — dishes  for  a  fam¬ 
ily  of  four,  when  washed  and 
scalded  release  14  to  %  pound  of 
water  vapor.  A  kitchen  ventilat¬ 
ing  fan  is  helpful  and  doors  from 
kitchen  to  rest  of  house  should  be 
closed.  Open  windows  if  no  fan  is 
available. 

Human  contribution  —  including 
respiration  and  perspiration,  this 
source  of  moisture  amounts  to 


An  average  shower  adds  between  1/4  and 
1  2  pound  of  water  vapor  to  the  moisture 
content  of  a  home;  a  tub  bath  somewhat 
less. 


more  than  12  pounds  daily  for 
family  of  four.  However,  since  the 
rate  is  low,  it  raises  the  moisture 
level  of  the  air  but  slightly  as  it  is 
spread  over  24  hours. 

Gas  and  oil  appliances — for  every 
1000  cubic  feet  of  gas  burned,  as 
much  as  2000  cubic  feet  of  water 
vapor  may  be  formed.  When  con¬ 
densed,  this  amounts  to  about  88 
pounds  of  liquid  water.  Oil-fired 
burners  produce  8  pounds  of  water 
vapor  for  each  gallon  of  oil  burned. 
Oil  burners  and  all  gas-fired  equip- 
men  tincluding  stoves,  space  heat¬ 
ers,  refrigerators  and  water  heat- 


Dish  washing  releases  between  1/2  and  3  4 
pound  of  woter  vapor  per  average  dinner  for 
a  family  of  four. 

ers,  should  be  properly  vented  to 
the  chimney  or  outside.  Unlined 
or  poorly  constructed  chimneys 
should  be  repaired  to  prevent  mois¬ 
ture  from  seeping  into  living  quar¬ 
ters  of  the  house  and  care  should 
be  taken  to  keep  flues  clean  and 
open. 

Humidifiers  —  an  uncontrolled 
humidifier,  such  as  the  familiar 
pan  of  water  attached  to  the  radi¬ 
ator,  may  produce  as  much  as  2 
pounds  of  water  vapor  per  hour. 
In  new  construction,  because  of 
weathering  and  moisture  given  off 
by  new  plaster,  no  humidifiers 
should  be  used  for  the  first  two 
years.  In  modern,  tightly  con¬ 
structed  houses,  they  generally  are 
not  needed  at  all.  Instruments  to 
measure  the  per  cent  of  relative 
humidity  are  commercially  avail¬ 
able.  If  humidity  goes  above  limits 


recommended  in  the  last  issue  of 
Building  Specialties,  operation  of 
humidifiers  should  be  discontinued. 

House  plants  and  aquariums  — 
a  house  plant  will  give  off  in  water 
vapor  almost  as  much  moisture  as 
the  volume  used  to  water.  Open 
aquariums  also  are  a  source  of 
moisture.  Ventilation  in  such  cases 
is  recommended. 

“In  the  absence  of  fans,”  Mr. 
Parsons  recommends,  “the  daily 
opening  of  windows  to  air  the 
house  will  .serve  to  reduce  the  in¬ 
door  relative  humidity.  When  sin¬ 
gle  glass  windows  become  frosted 
or  dewy,  crack  window’s  at  the  top 
1  inch  on  opposite  sides  of  the 
house.  As  soon  as  the  moisture  on 
the  window  glass  disappears,  close 
these  windows.  The  air  will  be 
freshened  materially  and  the  hu¬ 
midity  reduced  while  the  amount 
of  heat  lost  in  the.se  few’  minutes 
is  negligible.” 

As  for  moisture  conditions  of 
the  .second  (underside)  category, 
they  may  be  severe,  difficult  and 
expensive  to  correct.  Generally 
they  result  from  faulty  construc¬ 
tion,  inadequate  protection,  flood¬ 
ing  of  the  site  and  neglect  to  repair 
promptly.  In  most  cases,  the  rem¬ 
edy  is  to  locate  the  point  of  en¬ 
trance,  then  take  measures  to  keep 
the  moi.sture  out. 


Leaky  radiator  valves  can  raise  room  humid¬ 
ity  until  it  becomes  excessively  high. 

Basement  floors  may  be  the 
.source  of  a  great  deal  of  moisture. 
If  the  floor  is  of  dirt,  cementing 
will  help  but,  as  concrete  may  not 
in  all  cases  be  a  good  moisture  bar¬ 
rier,  the  ground  should  be  covered 
with  coated  roofing  felt  before 
(Continued  on  Page  131) 
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{Continued  from  Page  24) 


pended  from  the  primary  frame 
by  two  attachments  while  the 
lower  edj?e  acts  as  a  hinge.  By 
simply  turning  the  clips  the  Wepco 
sash  is  free  to  drop  back  several 
inches.  This  permits  maximum  in¬ 
direct  ventilation  and  eliminates 
stifling  on  mild  nights.  The  venti¬ 
lating  panel  costs  only  one  dollar 
more  than  the  stationary  clipper 
panels  used  where  ventilation  is 
not  needed.  The  manufacturer 
points  out  that  conventional  venti¬ 
lators  usually  cost  from  $5  to  $11 
extra. 

Wepco  Clippers  are  available  in 
all  sizes.  They  never  need  painting 
and  are  undamaged  by  salt  air. 
No  hooks,  hinges,  thumb  screws, 
tracks  or  other  special  devices  are 
needed  to  mount  them.  All-alum¬ 
inum  Wepco  Clippers  are  also 
available  and  can  be  interchanged 
with  the  storm  sash  in  a  few 
moments. 

For  complete  literature,  prices 
and  ordering  information,  write 
Weather  Products  Corporation, 
Dept.  BS,  Syracuse  4,  New  York. 
*  *  * 

New  Modern  Railings,  Colums 
In  Pre-Drilled  Units 

Sensing  the  demand  for  clean, 
modern  styling,  an  Ohio  firm  is 
introducing  seven  contemporary 
designs  in  Ornamental  Iron  and 
Aluminum. 


Produced  in  pre-drilled  units 
that  are  easily  assembled,  the 
styled  line  is  in  response  to  the 
constant  requests  of  architects, 
builders,  contractors  and  designers 


for  ornamental  work  to  harmonize 
with  today’s  modern  buildings  and 
dwellings. 

Literature  will  be  available  from 
the  manufacturer,  Kleesons,  Inc., 
Dept.  BS,  500  West  Main  Street, 
Robertsville  (near  Canton),  Ohio. 
This  firm,  who  sell  nationally 
through  dealers,  will  continue  to 
produce  their  present  line  of  the 
popular  S-Scroll  type  of  orna¬ 
mental  metal. 

♦  *  * 

The  New  Harrison  Revolving 
Comer  Base  Cabinet 

Harrison  Steel  Cabinet  company 
announces  the  addition  to  their 
line  of  a  low-priced,  utility,  revolv¬ 
ing  corner  ba.se  cabinet,  with  steel 
shelves. 


While  the  company  has,  for  .sev¬ 
eral  years,  manufactured  a  deluxe 
361-2"  formica  shelf  revolving  cor¬ 
ner  ba.se  cabinet,  it  was  felt  that 
portions  of  the  cabinet  market, 
particularly  building  tracts,  re¬ 
quired  a  low-priced  cabinet  of  this 
nature. 

The  cabinet  will  be  designed  for 
a  31"  corner,  will  have  3  enameled 
.steel  shelves,  on  a  bearing  shaft 
and  will  have  a  diagonal  front 
door. 

This  is  one  more  step  in  the 
recent  program  of  the  company  to 
attract  more  new  building  contrac¬ 
tor  business,  a  program  which  is 
said  by  Mr.  Chester  Cain,  vice 


president  of  the  company,  to  be 
showing  a  marked  success. 

*  *  I): 

"Zenith"  Brass 
on  Black  Mail  Box 

A  novel,  practical  and  orna¬ 
mental  mail  box  made  of  ca.st 


aluminum  in  Black  finish,  trimmed 
with  highly  polished  brass  medal¬ 
lion,  with  extra  large  magazine 
.strap.s.  The  #1126-S  “Zenith”  is 
an  ample  8"  x  16' o"  size  designed 
to  hold  an  abundance  of  mail. 
Retails  at  $12. 

Manufactured  by  Standard 
Bronze  Co.,  Dept.  BS,  Bayonne 
33,  N.  J. 

*  *  * 

Aluminum  Shutters 

Colonial  aluminum  shutters  are 
pressed  out  of  one  piece  of  .032 
gauge  3S  alloy  aluminum.  They 
are  made  in  two  widths  —  14"  and 
17";  and  25  lengths  from  35*  V' 
to  85*2".  They  are  finished  in 
either  of  seven  colors  or  prime 
coated.  The  paint  is  .sprayed  and 
then  baked  on,  giving  the  shutter 
a  finish  which  will  stand  up  for 
many  years.  Colonial  Products, 
Dept.  BS,  P.O.  Box  403,  Magnolia, 
Ark. 

*  *  * 

Lubricant  For  Triple-Track 
Combination  Windows 

Dealers  who  find  themselves 
making  service  calls  for  sticking 
triple-track  windows  will  find  an 
aluminum  lubricant  called  Track- 
{Continued  on  Page  56) 
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WITHIN  the  past  few  years  the 
home  improvement  industry 
has  become  increasinly  aware  of 
the  value  and  market  potential  of 
mastic  type  products. 

Mastic  paints  are  now  frequent¬ 
ly  specified  on  government  and 
military  installations.  They  are 
gaining  in  popularity,  and  con¬ 
sumer  demand  is  Continuously  in¬ 
creasing  as  both  industry,  and  the 
home  owner,  recognize  the  need 
for  a  paint  product  with  the  en¬ 
during,  long  lasting  qualities  of 
mastic  paint. 

Unfortunately,  along  with  this 
increased  recognition,  there  has 
also  developed  a  certain  amount 
of  skepticism  and  distrust.  To 


some  extent  this  reaction  is  nat¬ 
ural  to  all  new  products  until  they 
have  proven  themselves  in  actual 
use.  However,  in  the  case  of  mas¬ 
tics  this  uneasiness  is  frequently 


unknowingly  fostered  by  the  home 
improvement  dealer,  the  lending 
institutions,  Federal  Housing  Ad¬ 
ministration,  and  the  Better  Bus¬ 
iness  Bureau,  who  primarily  be¬ 
cause  of  their  lack  of  knowledge 
of  the  technical  make-up  of  mastic, 
are  apt  to  believe  that  “all  mastics 
are  the  same.” 

While  the  seriousness  of  this  be¬ 
lief  may  not  readily  be  apparent, 
its  danger  is  so  great  as  to  be  the 
difference  between  success  or  fail¬ 
ure  for  the  mastic  dealer,  and  sat¬ 
isfaction  or  discontent  for  the 
consumer  public. 

The  fallacy  of  the  statement  that 
“all  mastics  are  the  same”  is  as 
apparent  as  in  stating  that  “all 
paints  are  the  same,  all  roofing  is 
the  same,  and  all  suits  of  clothes 
are  the  same.”  It  is  as  true  with 
mastics  as  it  is  with  all  products, 
there  are  both  good  and  bad.  The 
tendency  to  classify  all  mastics  as 
a  group,  without  individual  dis¬ 
crimination,  makes  the  quality 
product  suffer  for  the  failures  of 
the  inferior  coatings,  and  prevents 
an  honest  evaluation  of  the  mastic 
industry. 

Wartime  Development 

Sprayed-on  exterior  coatings,  as 
they  are  known  today  were  devel¬ 
oped  within  the  last  10  years  prin¬ 
cipally  as  a  result  of  the  wartime 
development  of  new  synthetic 
resins,  perlite,  and  special  spray 
pumping  equipment. 

,  Prior  to  this  time  there  were, 
and  still  are,  many  varieties  of 
textured  paints,  which  contained 


sand,  or  some  such  inert  aggre¬ 
gate,  to  provide  a  textured  finish. 
These  textured  paints  were  thin 
and  applied  by  brush  or  common 
portable  paint  spray  units.  Be¬ 
cause  of  the  heavy  bodied  nature 
of  the  newly  developed  exterior 


coatings,  they  were  given  the  name 
“mastics,”  a  term  which  in  com¬ 
mon  usage  designates  a  viscous, 
semi-solid  substance. 

Since  all  modern  mastics  are 
recent  developments,  there  was  no 
previous  experience  available  to 
enable  a  comparison  of  products, 
or  to  distinguish  superior  from  in¬ 
ferior —  thus  a  natural  tendency 
to  classify  all  mastics  as  identical, 
and  of  equal  quality.  The  belief 
that  all  mastics  are  the  same,  part¬ 
ly  stems  from  the  manufacturers 
own  publicity  that  these  products 
contain  —  mica  —  asbestos  —  and 
perlite,  and  will  last  for  a  number 
of  years  without  chipping,  crack¬ 
ing  or  peeling.  The  sameness  of 
this  advertising  leads  the  average 
layman  to  believe  that  there  is  no 
difference  between  mastic  prod¬ 
ucts. 

(Continued  on  Page  132) 
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Now,  however,  the  problem  has 
resolved  itself  to  a  reappraisal  of 
the  firm’s  financial  and  credit  pol¬ 
icies.  Many  top  executives  are  ask¬ 
ing  themselves  —  What  terms  can 
I  extend  to  my  customers  to  meet 
competition?  —  Do  I  have  the  fin¬ 
ancial  ability  to  carry  my  custom¬ 
ers  for  30,  60  or  possibly  90  days? 
—  How  high  a  credit  line  should 
I  establish  on  my  accounts? — Can 
I  afford  to  spend  my  time  on  these 
credit  and  collection  problems? 

For  many  years  factoring  com¬ 
panies  have  been  assisting  hun¬ 
dreds  of  firms  in  various  industries 
in  meeting  their  credit  and  finan¬ 
cial  problems.  Through  the  use  of 
a  factor's  services,  a  specialty 
manufacturer  can  turn  over  his 
present  working  capital  and  can 
relieve  himself  of  bookkeeping,  col¬ 
lection,  and  credit  worries.  Thus, 
he  can  devote  his  entire  energies 
to  the  most  profitable  end  of  the 
business — namely,  manufacturing 
and  distributing  his  products. 

One  large  aluminum  fabricator 
recently  reported: 

“Factoring  allows  me  to  concen¬ 
trate  my  efforts  on  those  activities 
which  I  am  best  qualified  to  per- 
{Co7itinued  on  Page  135) 


If  competition  is  forcing  you  to  give  longer 
credit  terms  than  you  con  afford,  here's 
o  way  to  solve  the  problem 


was  transacted  on  a  cash  or  C.O.D. 
basis,  it  appears  that  many  manu¬ 
facturers  are  converting  their 
method  of  operation.  From  selling 
only  for  cash,  these  firms  are  now 
extending  15,  30  and  even  longer 
day  credit  terms  to  their  distrib¬ 
utors. 

The  reason  for  this  change  in 
selling  terms  is  based  on  several 
factors  with  the  most  important 
due  to  stronger  competition  in  the 
trade.  Additional  competition  has 
resulted  mainly  from  the  complete 
availability  of  aluminum  plus  the 
widespread  acceptance  of  this 
product  for  home  use.  In  essence, 
one  might  term  this  particular 
period  in  the  industry  as  the  time 
when  the  “boys  are  weeded  out 
from  the  men.’’ 


By  WALTER  KELLY 
Vice  President 
Commercicd  Factors  Corp. 


rpHE  end  of  1953  finds  the  Home 
Improvement  Industry  expand¬ 
ing  rapidly  to  meet  the  challenge 
of  a  booming  market.  While  build¬ 
ers  seem  resigned  to  the  possibility 
of  a  moderate  decline  in  new  home 
construction  in  1954,  building  spe¬ 
cialty  dealers  and  manufacturers 
are  confident  that  business  in  the 
coming  year  will  be  bigger  and 
better  than  ever  before. 

To  keep  pace  with  the  expected 
volume  of  business,  many  manu¬ 
facturers  are  enlarging  their 
plants,  hiring  more  personnel  and 
buying  more  production  machin¬ 
ery.  At  the  same  time,  however, 
there  has  been  a  noticeable  sharp¬ 
ening  of  competition,  which  is  hav¬ 
ing  a  decided  effect  not  only  on 
prices  but  also  on  credit  terms 
extended  by  manufacturers  to  dis¬ 
tributors  and  dealers. 

Where  formerly  most  business 


Progressive  Firms 

The  progressive,  more  imagina¬ 
tive  firms  are  successfully  meeting 
the  challenge.  Previously,  a  firm’s 
volume  was  directly  related  to 
their  ability  to  obtain  aluminum 
and  their  own  cash  resources. 


SNIPS  ON 

PMUIAR  eocisers 

iMMeiNAT«I.V  PNOMPACTOSL 


Imampacimrcs  mkxs  ottoep' 

ON  30  PAY  Oft  lONOM.  TERMS 


cusTOMtftmys  yactdr. 
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The  ornamental  iron 
used  in  this  colonial 
residence  i  1 1  u  s  t  ra  tes 
the  product's  excep¬ 
tional  beauty  and  abil¬ 
ity  to  blend  with  this 
type  of  architecture. 


Photos  courtesy  Tennessee  Fabricating  Co. 


The  Background  of  Ornamental  Iron 


By  ABE  SAUER,  President 
Tennessee  Fabricating  Co. 


(This  is  the  second  in  a  series 
of  articles  on  ornamental  iron 
and  its  application  in  today's 
building  industry.) 

Business  firms  which  are  in¬ 
terested  in  going  all  out  in  the 
promotion  of  ornamental  iron  un¬ 
doubtedly  can  do  a  better  selling 
job  and  enjoy  additional  profits 
if  they  have  a  knowledge  of  the 
history  of  this  building  material. 

While  iron  itself  was  first  dis¬ 
covered  in  Egypt  about  4,000  years 
B.  C.,  it  wasn’t  until  about  200 
A.  D.  that  the  metal  was  used  to 
make  ornamental  castings. 

From  what  historians  can  es¬ 
tablish.  it  was  the  Chinese  who 
first  made  ornamental  iron  cast¬ 
ings.  These  first  castings  were 


simply  round  beads  but  later  the 
Chinese  cast  various  shaped  ob¬ 
jects  which  were  used  as  orna¬ 
mental  objects  around  the  home. 

Ornamental  iron,  as  we  know  it 
today,  appeared  in  Europe  at  the 
time  of  the  Crusades.  Here  it  was 
utilized  as  a  protective  device 
rather  than  simply  for  beauty. 
Heavy  iron  gates  and  window 
guards  were  made  to  protect  a 
building’s  occupants  from  entry  by 
the  enemy.  Wells  were  even  flanked 
by  iron  grill  work  so  that  water 
supplies  could  not  be  dstroyed. 

Gradually  an  element  of  beauty 
was  added  to  iron  work  and  iron- 
smiths  vied  for  turning  out  the 
finest  and  most  intricate  examples 
of  ornamental  iron. 

A  good  deal  of  the  first  truly 
ornamental  iron  was  made  for 

In  keeping  with  modern-type  architecture, 
the  nation's  iron  works  have  developed  de¬ 
signs  which  harmonize  well  with  20th  cen¬ 
tury  living. 


members  of  English  royalty.  The 
gates  of  Buckingham  Palace,  for 
instance,  were  made  by  Thomas 
Robinson  and  an  apprentice.  The 
two  men  spent  a  total  of  40  years 
designing  and  fabricating  these 
now  famous  gates. 

Jean  Tijou,  of  French  descent, 
was  another  famous  ironsmith  who 


&  Home  Improvement  Dealer 


47 


larity  in  Italy  for  architectural  the  Spanish  provided  delicate  and 
work.  The  castings  were  bulky  lacy  grille  designs,  and  the  Italians 
and  rough  and  the  detail  was  not  gave  influence  to  the  heavier,  mas¬ 
on  a  par  with  that  of  the  English,  sive  ironwork. 

The  first  castings  brought  to  this  In  1848,  the  first  apartment 
country  came  here  in  sailing  ships,  building  in  the  United  States  was 
The  castings  did  not  come  as  cargo  built  at  New  Orleans.  Constructed 
but  rather  served  the  same  purpose  as  a  shrine  to  the  Duchess  Pon- 
enroute  as  cobblestones  —  ballast,  talba  by  her  father,  the  iron  grille 
Cobblestones  were  long  used  by  work  was  designed  personally  by 
ships  as  ballast  and  then  were  used  the  Duchess. 

for  street  paving  after  arrival  in  So  outstanding  was  Duchess 
America.  Pontalba’s  design  that  it  has  con¬ 

tinued  to  this  day  and  many  iron 
Identification  Markers  companies  throughout  the  country 

offer  a  Pontalba  design  in  columns. 
The  East  coast  of  this  country  rails  and  brackets, 
used  ornamental  iron  in  consider-  The  ironwork  on  the  Pontalba 
able  quantity.  The  English  shipped  building  is  now  well  over  100  years 
over  a  good  deal  of  iron  accessories  old.  This  is  a  good  point  to  bring 
for  use  as  identification  markers,  out  to  customers  regarding  the 
A  loaf  of  bread  identified  a  baker,  permanence  of  ornamental  iron, 
a  carriage  a  carriage  maker,  etc.  The  next  time  you  are  in  New 
Spain  shipped  much  of  its  orna-  Orleans,  I  believe  you  will  find  a 
mental  iron  to  Mexico  and  this  visit  to  the  Pontalba  building  in 
material  eventually  got  up  into  the  the  French  Quarter  one  of  real 
United  States.  The  Spanish  orna-  interest. 

mental  iron  was  hand  formed  but  Between  1845  and  1945,  orna- 
not  forged  and  the  ends  were  never  mental  iron  dropped  almost  entire- 
drawn.  ly  out  of  the  building  material  pic- 

With  ornamental  iron  originat-  ture.  The  prime  reason  perhaps 
ing  almost  simultaneously  in  Spain,  was  that  the  industry  didn’t  have 
England  and  Italy,  we  can  say  that  the  experienced  technicians  and 
the  English  contributed  to  orna-  mechanics  to  work  ornamental 
mental  iron  gates  and  accessories,  {Continued  on  Page  139) 


Grille  work  timilor  to  the  design  of  this 
divider  in  a  modern  kitchen  was  often  used 
at  wells  in  the  16th  century  to  prevent  de¬ 
struction  by  the  enemy. 


did  notable  work  in  England.  He 
spent  20  years  —  1690  to  1710  — 
on  the  gates  at  Hampton  Court  and 
later  did  the  gates  at  Burligh 
Hou.se,  Eaton  Hall  and  Drayton 
Hou.se.  He  was  assisted  in  all  his 
work  by  Hunnington  Hall. 

Two  other  famous  men  of  this 
period  were  the  Robert  brothers. 
Their  specialty  w'as  parks  and  they 
did  the  park  entrance  at  Luswood 
and  also  the  famous  gates  at  En- 
eral  and  Newnham  Paddox. 

This  English  work  was  extreme¬ 
ly  ornate.  Flower  designs  were 
popular  and  it  took  one  man  ap¬ 
proximately  an  entire  week  to 
fabricate  one  rose  bloom.  The 
Buckingham  Palace  gates  have 
thousands  of  such  flowers. 

The  English  wrought  iron  is 
.some  of  the  best  known  and  has 
played  an  important  part  in  the 
history  of  ornamental  iron.  Some 
of  England’s  early  iron  work,  tell¬ 
ing  the  story  of  the  Crusades  by 
use  of  hand  wrought  thorns,  battle 
.scenes  and  religious  figures,  are 
museum  pieces  today  of  untold 
value 

About  the  seventeenth  century 
ornamental  iron  came  into  popu- 


Some  of  the  world's 
finest  ornamental 
ironwork  adorns  Euro¬ 
pean  churches  built 
hundreds  of  years  ago. 
Here  is  an  example  of 
how  many  churches  in 
this  country  use  this 
material  today. 
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NeufcitSfei/ 


SCREENS  ALSO 
AVAILABLE. 


ALUMINUM  STORM  SASH  FOR 
CASEMENT  WINDOWS 


•  Rides  along  with  casement  — 
actually  becomes  part  of 

the  prime  window! 


•  Insulates  as  it  protects! 


•  Easy  to  install ! 


•  Low  in  cost ! 


Now! 


ALUMATIC  gives  you  an  answer  to  the  thousands  of 
customers  who  want  a  casement  storm  that’s  quality-built  — 
simple  to  remove  for  cleaning  .  .  .  the  ALUMATIC  PIN-ON! 


THIS  WINDOW 


3  TRACK 


Velglide 


ALUMINUM  COMBINATION 
STORM-SCREEN  WINDOW 


We’ll  be  here 
tomorrow  to 
bock  up  what 
we  sell  todayl 


•  Easiest  window  to 
install  —  by  far! 


ALL 

PRODUCTS 

FULLY 

GUARANTEED! 


The  industry’s  shining  light! 


•  Neatest,  most  streamlined 


window  on  the  market! 


•  Sash  and  screen  slide 


smoothly  and  quietly  — 
at  a  finger’s  touch! 


V 


ROYAL 


Blazing  across  the  aluminum  sky  . 

. ROYAL  is  the  A 

fastest-selling  all-aluminum 
Sturm  and  screen  door  on  the  v 
market  —  because  quality  is  1 

HIGHER  and  price  LOWER  ' 

than  any  competing  product! 

ROYAL  is  a  masterpiece  in  design 
.  .  .  a  top-quality,  combination 
door  that  can  be  sold  for  less! 


* 


1.^ 


Pleat*  tend  m*  information  on: 


Q  PIN'ON  ttorm  soth  for  cat*m*nt  windows 
O  3>TRACK  aluminum  combination  ttorm-tcroon  windows 
Q  ROYAL  all-uluminum  ttorm-tcroon  doors 


CiTY -  ZONE___STATE- 
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(Third  in  a  series  oi  articles  on  direct 
moil) 

EVERAL  of  the  numerous  ways 
a  dealer  can  secure  and  main¬ 
tain  Kood  mailing  lists  were  out¬ 
lined  in  last  month’s  article  in  this 
series.  Since  a  really  “live”  li.st 
of  prospects  is  vital  to  the  suc- 
ce.ss  of  direct  mail  advertising, 
additional  methods  of  compiling 
and  building  lists  are  detailed 
below. 

Contact  your  non-competitors 
w'ho  are  .selling  to  the  same  gen¬ 
eral  cla.ss  of  people  who  buy,  or 
would  probably  be  intere.sted  in 
buying,  your  own  products,  and 
arrange  to  exchange  lists  of  cu.s- 
tomers  and  prospects.  This  is 
obviously  of  such  mutual  benefit 
to  you  and  your  non-competitive 
dealers,  that  an  exchange  is  easily 
arranged.  Often  a  customer  who 
buys  one  type  of  product  or  equip¬ 
ment  will  be  an  excellent  prospect 
for  a  related  item,  and  an  exchange 
of  lists  between  dealers  to  facilitate 
“related  buying”  sometimes  proves 
very  profitable. 

Association  Formed 

To  illustrate  with  a  concrete 
example,  a  deader  in  one  com-, 
munity  formed  an  association  of 
non-competing  dealers  who  sold  a 
wide  variety  of  products  used  in 
the  new'-home  building  and  equip¬ 
ment  field. 


Once  the  group  was  organized, 
a  clerk  w'as  hired  whose  job  it  vras 
to  compile  and  maintain  prospect 
lists  from  the  names  and  addresses 
furnished  by  individual  association 
members.  The.se  li.sts  were  then 
made  available  to  all  association 
members,  and,  once  in  operation, 
the  plan  proved  remarkably  suc¬ 
cessful. 

Employee  Lists 

It  is  well  known  that  a  bank 
sometimes  asks  its  business  de¬ 
positors  to  supply  lists  of  their 
employees.  These  employees  are 
then  .solicited  to  open  savings  ac¬ 
counts  or  transact  business  invest¬ 
ments  through  the  bank.  In  the 
.same  manner,  home  improvement 
dealers  will  find  that  many  large 
employers  of  labor  will  be  respon¬ 
sive  to  the  idea  of  supplying  em¬ 
ployee  lists  of  names  when  the 
purpose  and  use  to  which  the  list 
will  be  put  is  explained  attrac¬ 
tively  with  some  indication  that 
the  employees  will  receive  special 
discounts  or  other  benefits  through 
buying  your  products. 

Many  users  of  direct  mail  ad¬ 
vertising  also  find  it  convenient 
and  profitable  to  buy  prospect  lists 
from  list-compiling  and  address¬ 
ing  companies.  Commercial  com¬ 
panies  of  this  type,  particularly 
those  of  the  better  class  who  can 
guarantee  their  lists  95  to  98  per¬ 


cent  accurate,  can  furnish  you 
lists,  at  low'  cost,  which  you  could 
not  compile  your.self  without  spend¬ 
ing  months  at  the  job.  Purcha.sed 
li.sts  of  this  type  are  usually  spe¬ 
cially  prepared  after  the  receipt 
of  an  order  to  assure  the  accuracy 
of  names  and  addre.sses.  Some  list- 
companies,  however,  particularly 
the  larger  ones,  maintain  a  num¬ 
ber  of  lists  in  live  condition  at  all 
times  in  order  to  supply  accurate 
guaranteed  duplicates  at  a  mo¬ 
ment’s  notice. 

Another  method  of  compiling  a 
list  is  through  the  use  of  “inves¬ 
tigators”  or  “observers.”  Some 
dealers  find  this  .so  rewarding  a 
method  that  they  employ  a  full¬ 
time  worker  on  a  definite  .salary 
basis,  although  mo.st  investigators 
are  paid  commissions  on  sales  re¬ 
sulting  from  the  name  data  turned 
in. 

A  typical  example  of  how  this 
system  works  is  the  experience  of 
a  roofing  material  dealer  who  em¬ 
ployed  a  young  man  to  compile  a 
100  percent  accurate  list  of  homes 
in  the  community  that  needed  re¬ 
roofing.  When  the  young  man  lo¬ 
cated  each  such  home,  he  ques¬ 
tioned  the  occupant  for  the  name 
and  address  of  the  owner.  There 
was  no  difficulty  in  securing  the 
information  required.  These  home- 
owners  were  then  the  subject  of 
a  well-planned  and  executed  direct 
(Continued  on  Page  137) 
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liavorttes  Everywhere 


‘‘Serving  The  Homes  of  America  With  Better  Livinf^ 


&  Home  Improvement  Dealer 


ONE  GOOD  REASON  IS  ENOUGH! 

here  is  ONE  of  MANY  GOOD  REASONS  why 

SUPERIOR  WINDOW  COis 

K  D  (KNOCK-DOWN)  JALOUSIE  WINDOW  UNITS 
MEAN  GREATER  PROFITS 
TO  YOU... 


JAL-O-VENT,  the  7"  BaUnced 
Louver  Glass  Jalousie  with  Vt" 
overlap,  is  precision  built  by 
modern  assembly- line  methods. 
Here  is  a  jalousie  that  gives  awn¬ 
ing  protection,  coupled  with  jalou¬ 
sie  ease  of  operation.  Ma^  of 
heavy  extruded  aluminum  frame, 
and  screens  that  are  interchange¬ 
able  with  storm  sash. 


THE 


R 


^1 


/5i 


Here  is  a  K  D  Unit  that  combines  simplicity  with  amazing 
speed  of  assembly  (approximate  production  per  man  per 
hour — 25  frames) .  All  you  need  is  a  ball  peen  hammer  . . . 
no  jig  table  or  fixtures  are  needed  ...  no  screws  to  get  lost. 
Just  slip  jamb  tabs  through  tab  slots  in  head  and  sill,  tap 
tabs  with  hammer  until  they  are  bradded  over  .  .  .  and  just 
like  that,  it's  done!  A  few  sizes  of  heads,  sills  and  jambs, 
make  many  different  lengths  and  widths  of  jalousies. 
Simplicity  of  assembly  .  .  .  one  GOOD  reason  why  Superior 
Window  Co.'s  K.  D.  Units  mean  greater  profits!  See  your 
dealer  now,  or  write  direct  to: 


SSIO  N.  W.  ITth  AVE.  MIAMI,  FLA. 


ALSO  MANUFACTURERS  OF 

PROJECT-O-VENT,  the  economy  aluminum 
awning  window,  designed  with,  style-copscious' 
flexibility  arid  modern  mechanical 
perfection,  at  a  low  price. 


Z-BAR  &  TUBAR-VENT 

Thq  all-scasgn  ^aluminum  casement  vj^indows. 

Designed  for  rugged  performance!  Precisiop 

Windows  with  extrudpd  aluminum  tubular  sections  in  ^ 

the  vents  ( TUB AP- VENTS  )  and  the  finest  extruded 

aluminum  in  Z-shaped  soil'd  form  ( Z-BAR-VENTS )  with 

adjustable  hinges,  with  pivot  pins  separated 

from  hinges  by.  phenolic  bushings  and  washers  ...  > 

eliminating  freeze-up. 
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M  AwiiiqE$  AviiMift  to  a  tMq[»  at  Sto  ttoton 

Ma^t  $iatm  wait*  Brtairt 

af^K  Crvoni  Bliett  rwt 

tl|to<  Bill*  Mwwwt 

;  tlwy  aM)r  a«  twB  hi  solid  «olen  or  suty  eomhitwHott  of  colon  lisfed  obove. 

SpwcM  fnsMO  ImHrtloNMs  matcoo  SOLABFUEX  «  oomatofo  twirricaiM  pro* 
iowtiM  coyoHiia.  fCMLARn43(  «iit  tolv*  iBf  of  yoor  caooinoiit  vlndow 
stooBia  »f  oWpiiio. 


New  England  sales  have  tripled  since  July 
first.  Why  not  join  now  with  America's 
fastest  growing  awning  manufacturer,  that 
offers  ONE  COMPLETE  LINE,  -  SOLARFLEX 
collapsible  ventilated  aluminum  awnings  and 
SOLARGUARD  FIXED  awnings,  door  can¬ 
opies,  patio  covers  and  carports?  Use  the 
coupon  below  or  telephone  today  for  com¬ 
plete  particulars  on  territories  available 
throughout  the  Middle  West,  the  Middle 
Atlantic,  the  Southern  and  the  South  West¬ 
ern  areas.  Why  not  get  ready  now  to  cash 
in  on  a  best  seller  during  the  approaching 
season?  Don't  delay  I  Others  in  your  terri¬ 
tory  may  be  writing  today! 


WE  ALSO  MANUFACTURE  AND  SELL 


FIXED 

ALUMINUM 

DOOR 

CANOPIES 


MAIL  THIS  COUPON  TODAY  FOB  COMPLETE  DETAILS! 

National  Awning  and  Shade  Company 
67  Sudbury  Street 
Boston  14,  Masaocliusetts 

n  Pt«as«  send  me  full  informotion  on  distributonlHp  in  my  territory. 

Q  Meote  send  me  full  information  oo  dedierobip  in  my  area. 

I  om  interested  in  SOLARFLEX  Q  . .  SOLARQUAXO  Q 

Indiriduab  _ _ _ _ _ _ Title 

Firm 

Street  .  . . . . . . 

City .  Zbnd,.Arw. ...  State, ..... 

«♦.  of  SdfMMkA.  .  _  _ _ _ _  ,  BtbtottFs  mIv  SdB . 


AWNINGS 


PATIO 

COVERS 


CAR  PORTS 


SOLID  COLORS 
OR  STRIPES 


Sfttitilty  coBStrached  and  avdlabla  in  nit  colon  tinted  nbovc 
iHidet  SOLARFLEX,  Hie  SOURCUAAO  fixed  tine  offers  n 
baUlHflfl  nwatog  in  Hie  foercr  priced  field.  Write  for  detniis 
tedny. 


Yetriiet* 


HiW  Products— Ideas— Methods 

{Continued  from  Page  44) 


Eze  a  help  in  relieving  this  annoy¬ 
ance  and  in  cementing  good  cus¬ 
tomer  relations. 

As  a  matter  of  fact,  one  manu¬ 
facturer  is  now  applying  Track- 
Eze  as  a  standard  manufacturing 
procedure  prior  to  shipment  of 
triple  track  window  channels.  In 
addition  to  triple-track  channels, 
this  lubricant  had  served  with 
good  results  on  garage  door  hard¬ 
ware,  folding  doors,  drapes  and 
other  products. 

It  also  functions  as  an  effective 
lubricant  for  saw  blades  in  secur¬ 
ing  good  clean  cuts  on  aluminum 
channels  and  thresholds.  This 
product  is  distributed  nationally 
by: 

Silver’s  Standard  Equipment 
Co.,  Dept.  BS,  1308  Western  Ave., 
South  Bend  19,  Ind. 

*  *  * 

New  Unit  Combines  Sink 
Range,  Refrigerator 

In  only  42"  of  wall  space  a 
California  manufacturer  has  com¬ 
bined  double  sink,  refrigerator, 
range  and  oven. 


General  Air  Conditioning  Corp., 
Los  Angeles,  California,  now  offers 
what  must  be  the  prize  winner  in 
the  race  for  the  kitchen  most  eco¬ 
nomical  of  both  space  and  dollars. 

Now  oven  and  broiler  have  been 
added  to  General’s  combination  to 
provide  full  kitchen  utility. 

The  refrigerator  is  of  6  cu.  ft. 
capacity  and  has  a  freezer  which 
holds  twelve  frozen  food  cartons 
or  nine  ice  cube  trays.  A  second 
inner  door  shelf  has  been  added 


for  additional  storage  space.  The 
range  has  either  three  gas  or  three 
electric  burners. 

In  those  areas  where  gas  or  220 
volt  power  is  not  available,  a  two- 
burner  110  volt  model  is  offered. 
The  new  unit  was  specifically  de¬ 
signed  for  the  apartment  house, 
motel,  hotel,  cabin,  small  home  or 
other  situation  where  the  ultimate 
of  space  and  dollar  economy  is 
important. 

*  *  ♦ 

New  S  &  W  Colored  Grouting 

S  &  W  Moulding  Co.,  Columbus, 
Ohio,  introduces  another  “first’’  in 
the  plastic  wall  tile  industry:  col¬ 
ored  grouting. 


The  Ohio  firm  is  introducing  its 
new  colored  grouting  in  the 
following  hues,  in  addition  to  the 
regular  white:  red,  yellow,  green, 
blue  and  black. 

All  kinds  of  new'  and  interesting 
color  motifs  and  patterns  are  pos¬ 
sible  with  the  new  colored  grout¬ 
ing.  It’s  designed  for  contrast 
grout  lines,  rather  than  matching 
the  tile  color. 

S  &  W’s  new  metal  grout  gun 
makes  application  of  the  colored 
grouting  in  a  thin,  even  line  quick, 
easy  and  economical.  The  manu¬ 
facturer  claims  that  only  the  char¬ 
acteristics  of  its  adhesive,  “Master 
Mastic,’’  ensures  satisfactory  col¬ 
ored  grouting.  The  product  has 
been  laboratory  and  field-tested  for 
color-fastness  and  resistance  to 
moisture. 

The  colored  grouting  is  pre¬ 
mixed,  so  there’s  no  messy  prep¬ 
aration  to  contend  with  on  the  job. 


For  further  information,  write 
the  S  &  W  Moulding  Co.,  Dept. 
BS,  990  Parsons  Ave.,  Columbus 
6,  Ohio. 

*  *  * 

Wonder-Fold  Announces 
New  1954  Model  Door 

The  new,  improved  1954  version 
of  the  Wonder-Fold  folding  door 
is  now  being  shipped  by  the  na¬ 
tional  distributors,  the  Wisconsin 
Door  Sales  Co.,  Dept.  BS,  10101 
Lyndon  Ave.,  Detroit  21,  Mich. 

The  new  model,  says  the  distrib¬ 
utor,  has  several  improvements 
which  dealers  and  customers  will 
like.  First,  the  overhead  track  is 
new  —  of  extruded  aluminum,  that 
gives  the  door  a  smooth,  effortless 
glide  when  opening  or  closing. 

It  is  easier  to  install  and  less 
susceptible  to  damage  when  being 
mounted.  Second,  the  door  now 
has  a  snap  catch,  to  hold  the  door 
closed  when  desired.  Third,  the 
leading  fold  has  a  metal  skeleton, 
for  a  firm,  “non-sway’’  action. 
Also,  the  lead  edge  now  has  a  rub¬ 
ber  moulding  from  top  to  bottom, 
which  prevents  damage  to  door  or 
jamb  if  the  door  is  inadvertently 
slammed  shut.  To  add  to  its  at¬ 
tractiveness,  the  door  now'  has 
more  folds  per  width. 

Full  details,  with  a  swatch  of 
color  fabric  samples  (Fashon  vinyl 
plastic,  with  the  Good  Housekeep¬ 
ing  seal  of  approval),  are  yours 
on  request. 

*  *  * 

Gloss  Fireplace  Screen 

A  new  fireplace  screen  featuring 
a  sturdy  polished-brass  frame  and 
heat-tempered  glass  doors  which 


has  beei:  developed  by  the  Thermo- 
j^ite  Manufacturing  Co.,  of  Akron, 
O.  It  can  be  put  in  without  drill- 
{Continued  on  Page  102) 
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By  ALBERT  S.  KESHEN 


The  home-town  pastures  have 
been  found  to  be  the  greenest 
for  a  father  and  son  team,  who 
sticking  closely  to  the  city  to  which 


they  have  always  been  natives,  are  ^  ^ 

closely  attuned  to  the  needs  of  Columbia,  Mo. 


their  neighbors  and  so  have  been 


able  to  successfully  build  up  a 

building  specialties  enterprise  on  When  Charles  went  into  the  specialty  pioneers  in  the  city,  .so 
the  foundation  of  their  personal  business  at  the  age  of  22,  he  had  the  name  “Pioneer”  readily  caught 
integrity.  only  a  few  months  experience  be-  on.  Today  they  have  grown  to 

Charles  R.  Roemer,  27,  is  a  co-  hind  him,  working  in  the  office  where  they  average  75  customers 


partner  with  his  dad,  Charles  W.  part-time  while  a  student  at  the  a  week.  Practically  all  of  this  is 
Roemer  in  the  Pioneer  Company  University  of  Missouri.  At  that  residential  trade  including  the  fra- 
of  Columbia,  Missouri.  About  half  ownership  was  vested  with  ternities  and  sororities  on  Campus 


of  their  volume  is  in  Venetian  Don  and  Evelyn  Blythe  of  Texas,  Row.  Once  in  a  while  they  turn 


blinds  which  they  manufacture, 
the  other  half  in  such  popular 
products  as  metal  awnings. 
(Zephyr),  combination  storm  win¬ 
dows  (Wisco)  and  tension  screens 
(Columbia-Matic) . 

In  their  home-town  territory 
covering  all  of  Boone  County  and 
extending  as  far  as  Moberly,  35 
miles  away,  they  find  a  ready  mar¬ 
ket  for  these  specialties.  Columbia 
is  a  growing  city  of  some  32,000 
population.  Considered  the  educa¬ 
tional  center  of  the  Mid-We.st,  it 
is  the  seat  of  the  University  of 
Missouri  as  well  as  two  prominent 
girl  colleges,  Stephens  and  Chris¬ 
tian.  Situated  in  almost  the  exact 
center  of  the  state,  it  is  benefitting 
by  a  constant  population  increase 
and  new  and  modernized  home  de¬ 
velopments. 


who  decided  to  return  to  that  state. 
The  father-and-son  Roemer  team 
borrowed  $7,500  from  the  bank 
with  nothing  more  or  less  than 
their  personal  integrity  and  pur¬ 
chased  the  enterprise  in  1947. 

Personal  Popularity 

That  first  year  they  had  to  go 
through  all  the  vicissitudes  and 
heart-breaks  which  every  initial 
enterprise  experiences,  but  here 
again  their  personal  popularity  in 
the  area  and  their  familiarity  with 
most  of  their  customers  served 
them  in  good  stead.  In  thovse  days 
they  had  to  put  in  twice  the  hours 
they  are  doing  now. 

Their  choice  of  trade-name  w'as 
fortunate.  Like  their  pioneer  an¬ 
cestors,  they  were  also  building 


out  a  commercial  installation,  such 
as  the  Arrowhead  Motel  on  Route 
40  which  required  an  aluminum 
canopy  for  cars  to  drive  in  under, 
supplemented  by  metal  awnings 
and  storm  doors  for  all  of  the 
motel’s  units. 

The  greatest  merchandising  as¬ 
set  of  the  Roemers  is  their  readi¬ 
ness  to  pitch  in  on  community 
activities  and  help  make  Columbia 
grow.  The  junior  Roemer  is  gen¬ 
eral  chairman  for  the  Food  and 
Merchandising  Show  which  the 
Junior  Chamber  of  Commerce 
stages  every  year,  thus  giving  him 
a  ready  entry  to  most  of  the  bus¬ 
inessmen  around  town.  Pioneer 
also  takes  a  booth  in  this  affair 
every  year. 

(Continued  on  Page  140) 
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NMAA  Meeting  Jan.  18-20  In 
Jacksonville.  Florida 

The  annual  meeting  of  the  Na¬ 
tional  Metal  Awning  Association 
will  be  held  at  the  George  Washing¬ 
ton  Hotel  in  Jacksonville,  Florida, 
January  18,  19,  and  20.  Among  the 
many  activities  are  four  special 
educational  forums  for  non-mem¬ 
bers  as  well  as  members. 

The  forums  include  a  paint 
clinic;  a  production  and  installation 
panel;  a  building  code  and  Green 
River  law  panel;  and  a  Sales  and 
promotion  panel  headed  by  Clyde 
Phillips  of  the  Elmer  Wheeler  Sales 
Training  Schools. 

Further  details  will  appear  in 
the  December  issue  of  Building 
Specialties. 

*  * 

NCSWDI  Meeting  In  Detroit 
Nov.  30  to  Dec.  1 

The  National  Combination  Storm 
Window  and  Door  Institute  will 
hold  its  annual  meeting  in  Detroit, 
Mich.,  at  the  Sheraton  -  Cadillac 
Hotel  November  30th  to  December 
1st.  At  the  meeting  there  will  be  an 
exhibit  of  charts  based  on  statis¬ 
tical  material  gathered  by  the  asso¬ 
ciation  from  some  of  its  members. 
The  statistics  gathered  by  the  asso¬ 
ciation  are  expected  to  reveal  defi¬ 
nite  trends  in  the  future  which  will 
be  invaluable  for  production  and 
sales  planning. 

Non-member  manufacturers  are 
invited  to  participate  in  the  Gen¬ 
eral  Meeting  to  be  held  Tuesday 
(Dec.  1)  morning  and  to  join  in  the 
social  activities  of  both  days.  Ladies 
are  invited  to  the  dinners  and  en¬ 
tertainments  of  both  days. 


H.  Yourman  Named  Sales  Mgr. 
Oi  American  Mirror  Works 

The  appointment  of  Harold 
Yourman  as  General  Sales  Man¬ 
ager  of  their  glass  louvre  division 
was  announced  by  the  American 
Mirror  Works,  88  Lincoln  Avenue, 
New  York  City. 

The  glass  louvre  division  repre¬ 
sents  American  Mirror  Works’ 
latest  effort.  The  new  division  has 
already  become  one  of  the  leading 
suppliers  of  glass  louvres  in  the 
Ea.st. 

Since  1918  American  Mirror 
Works  has  been  a  leader  in  the 
manufacture  of  shock  mirrors  for 
the  automotive,  handbag,  and  lug¬ 
gage  trades.  Through  its  subsidi¬ 
ary,  Marbelex  Products,  Inc.,  it 
introduced  and  developed  Marbelex 
for  the  furniture  and  construction 
industries. 


Harold  Yourman 

Prior  to  accepting  his  new  post, 
Mr.  Yourman  had  extended  service 
as  Sales  Manager  for  the  Marbelex 
Division,  where  he  helped  Mar¬ 
belex  become  a  popular  and  stand¬ 
ard  product  in  the  field. 

Mr.  Yourman  is  a  graduate  of 
the  New  York  University  School 
of  Business  Administration. 


Joe  Nodler 


Cecil  Rhodes 


Sun-Sash  Co.  Awards 
Trip  To  Australia 

A  unique  sales  contest,  involving 
a  free  trip  to  Australia  for  the 
winner,  has  just  been  concluded  by 
Binswanger  &  Company,  Rich¬ 
mond,  Virginia,  and  Memphis, 
Tennessee.  The  contest,  sponsored 
by  the  Sun-Sash  Company,  38  Park 
Row,  New  York  City,  was  won  by 
Mr.  Cecil  Rhodes  of  Columbia, 
South  Carolina,  and  Mr.  A1 
Weaver  of  New  Orleans  who  sold 
the  most  Sun-Sash  louvred  win¬ 
dows. 

Mr.  Weaver,  who  is  unable  to 
leave,  arranged  for  Mr.  Joe  Nad- 
ler,  Vice-President  in  Charge  of 
Sales,  to  take  the  trip  in  his  place. 
Stops  will  be  made  at  the  Hawai¬ 
ian  Islands,  the  Fiji  Islands,  and 
Australia,  and  the  entire  trip  will 
take  about  three  weeks.  Accom¬ 
panying  the  contest  winners  will 
be  Mr.  Albury  K.  Tunnell  of  the 
Sun-Sash  Company. 

Extensive  plans  have  been  made 
in  Australia,  including  a  reception 
by  the  Lord  Mayor  of  Brisbane,  to 
welcome  the  contest  winners.  Con¬ 
tests  such  as  this,  not  only  aid  in 
international  trade  relations,  but 
also  promote  a  more  friendly  feel¬ 
ing  between  countries. 

{Continued  on  Page  62) 
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.AV.r, 

In  Production! 

ALL  WOOD 

Glass  Louvered 

JALOUSIE 

DOORS 


W.*h  cill  of  the  rir|e 
f#*o^ufps  th'qt  Notiop 
w,d»^  products  o^ord 
D t  cJi  I  s  ^  a  V  a  I  lob  1*1  o\^ 


FReeport  8-7828 


consumer 

accepted! 


....nationwide! 

all  alummum 
glass  louvered 


WINDOWS  and  DOORS 

by  NATIONWIDE 


.  .  .  and  only  NATIONWIDl 
gives  you  all  these  extra 
selling  features ! ... 

POSITIVE  SEALED  for  winter  warmth 
and  summer  comfort  to  insure  year 
round  sales  for  YOU! 

•  Balanced,  rattle-free  louvres 

•  Heavy,  embossed  kick-plate 

•  Pneumatic  door  check 

•  Complete  vinyl  weather-stripping 
at  jamb,  head,  and  sill 

•  Tamper  proof  key  lock 

•  4"  glass,  clear,  obscure,  or  solex 

•  Stainless  steel  hinges 

•  Extra  rigid,  specially  engineered  corners 


.  .  .  You  can  PROFIT  with  the  Nationwide  dealer-distributor  plan  that  s 
backed  by  hard-hitting  advertising  and  sales  aids  and  is  soon  to  be 
complemented  by  ads  in  leading  consumer  magazines  .  ,  . 


WRITE  TODAY,  for  details 
to  Dept.  B-1 


manufocfurers  of 
all  aluminum  jolouiio 
winciows  oncf  door* 


385-387  South  Main  Street,  Freeport,  N. 


Y. 


Phone:  — 


^  \  ‘THE  OLDEST  AND  LARGEST^  ^ 

manufacturers  6f  SUNy  CONTROL  ,P  ROD  UCT^S 


AWNINGS  •  CANOPIES 

of  Sturdy  rustp  roofed  steel! 


- A  full  line  . . .  residence  awn- 

ings  .  .  .  awnings  for  store 
and  factory  .  .  .  canopies  and  terraces  ...  all 
factory  fabricated  and  shipped  ready  for 
installation. 


MOST  PROFITABLE  because 


No  custom  assembly  —  far  cheaper  to  install. 

No  shop  or  extras  required  —  no  service  problems  or  expense. 


Strength  ...  far  in  excess  of 
aluminum  ...  no  warping  . .  . 
sagging  ...  no  bolts  to  rattle. 

Cool  .  .  .  because  24%  of 
awning  is  ventilated. 


Beauty  .  .  .  horizontal 

louvers  match  architectural 
design. 

Cost  .  .  .  less  .  .  .  because 
produced  on  high  speed  auto¬ 
matic  machinery. 


48"  DOOR  CANOPY 


TROY  has  been  the  leading  manufacturer  of 
Sun  Control  Products  since  1 887 . . .  rated  AAA-1 . 
We  are  now  expanding  DEALER  and  DISTRIBU¬ 
TOR  representation  everywhere. 

Write  directly  to  us  ..  .  today. 


TME  TROY  SUNSHADE  CO.,  TROY,  OHIO 


THE  72 "  STOOP  CANOPY 
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ets 


ALUMINUM 


AWNING  WINUOWS 

Built  of  extra-heavy  aluminum  to  give  the  utmost  rigidity 
.  .  .  sturdiness  .  .  .  and  faultless  operation,  Ualco  Awning 
Windows  have  gained  the  confidence,  and  with  it  the 
preference  of  homeowners  and  buyers,  and  the  building 
industry. 

Thoroughly  use-tested  and  engineered  to  include  every 
desirable  advance  feature,  they  have  created  a  demond 
that  makes  them  a  sales  leader  throughout  the  country. 


"STRIP-PROOF"  .  .  .  Heavy  -duty  built-in  cam 

lock  unleckf,  open*  vents  and  automatically  locks  them  in 
any  desired  position,  closes  and  locks  them.  No  separate 
lockine.  No  gear  stripping. 


"FINGER-TIP"...  linkage,  with  oilite  bearing  roll¬ 
ers,  is  attached  to  each  end  of  the  torsion  bar  . .  .  octaotas 
each  side  of  vents  uniformly.  Permits  "finger-tip"  action 
for  all  operations. 


SOME  OF  MANY  OTHER  FEATURES:  Top  Vent  Lowers  About  4  Inches  To  Permit  Easy  Cleaning  From  Inside  .  .  .  All  Vents  Open  More 
Than  90  Degrees  .  .  .  Completely  Weotherstripped  .  .  .  Integral  Fin  Completely  Surrounds  Window  .  .  .  Jiffy-Quick  Sill  Clips  AAoke 
Installation  Easier  .  .  .  Complete  Range  Of  Sizes. 


JALOUSIE 


CASEMENT 


NorrE* 


PIVOTED  PROJECTED  BASEMENT  UTIIITT 


THE  WORLD'S  LARGEST  MANUFACTURER  OF  ALUMINUM  WINDOWS 


UNION  ALUMINUM  COMPANt.  INC. 
SOUTHERN  SASH  SALES  &  SUPPLY  CO. 
SHEFFIELD.  ALABAMA 


BE  A  ONE-SpURCE  \ 

llolcg  dealer  ... 

“A  WINDOW  FOR 
EVERY  OPTING” 


I 

t 

Li 

I 

I 

I 

I 


UNION  ALUMINUM  COMPANY 
SOUTHERN  SASH  SALES  A  SUPPLY  CO. 
SHEFFIELD,  ALARAMA  j 
CertlBTiBn:  , 

Pleaie  rw,h  iBchnical  dote  and  prices. 


Dept.  RS 


ADDRESS- 
CITY _ 


Home  Improvement  Dealer 


.STATE. 
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Ben  Corson  Co.  Has 
New  Anodizing  Plant 

First  photo  (below)  of  the  new 
anodizinj?  plant  at  Ben  Corson 
Mfg.  Co.,  1228  Belmont  Avenue, 
Philadelphia.  Ben  Cornson,  Pres¬ 
ident,  is  shown  in  the  foreground 
checking  the  operation  as  the  first 
batch  of  extrusions  are  run 
through. 

The  lineal  extrusions  are  first 
cleaned  in  a  caustic  bath,  rinsed, 
anodized  by  an  eiectro-chemical 
process,  rinsed  again,  and  finally 
.sealed  in  boiling  water.  The  oper¬ 
ator  holds  the  remote  controls  in 
his  hand. 

Careful  control  of  temperature 
and  electricity  is  maintained  at  all 
times  to  insure  uniform  quality  of 
the  anodized  material.  Shown  in 
the  background  is  the  series  of 
ducts  in  the  exhaust  system  used 
to  carry  off  fumes  caused  by  sul¬ 
phuric  acid  used  in  the  proce.ss. 

The  firm  manufactures  anodized 
combination  storm  windows  and 
doors  and  outside  casement  storm 
windows.  They  also  offer  a  manu¬ 
facturing  plan  whereby  they  set 
up  window  factories  for  firms 
wishing  to  enter  the  manufactur¬ 
ing  field. 


Eileen  M.  Dowling  Named 
Ad  Mgr.  By  Alsynite 

Eileen  M.  Dowling  has  been 
named  advertising  manager  for 
the  Alsynite  Company  of  America, 
it  was  announced  by  John  S.  Berk- 
son,  president  of  the  San  Diego 
manufacturer  of  translucent  fiber- 
glas  building  panels. 


Eileen  M.  Dowling 


Miss  Dowling,  who  has  been 
with  the  Alsynite  Company  for  the 
past  three  years,  formerly  was  ad- 
mini.strative  assistant  to  the  pres¬ 
ident  and  has  been  handling  the 
firm’s  advertising  since  the  resig¬ 
nation  of  G.  D.  Stecker,  former 
advertising  manager. 

According  to  Berkson,  “the 


greatly  stepped-up  tempo  of  Al- 
synite’s  national  advertising  activ¬ 
ity  makes  it  necessary  for  Miss 
Dowling  to  devote  her  full  time  to 
the  company’s  efforts  in  that  de¬ 
partment.’’  He  said  the  company 
is  planning  an  aggressive  program 
of  increased  dealer  aids  and  point- 
of-purchase  material,  as  well  as 
“increased  momentum  in  national 
media  advertising.’’ 

Originators  of  translucent  fiber- 
glas  building  panels,  the  Alsynite 
Company  has  been  steadily  devel¬ 
oping  a  large  distributor-dealer  or¬ 
ganization  throughout  the  United 
States,  as  well  as  in  the  export 
field. 

*  *  * 

B  &  G  Mig.  Co.  Opens 
Chicago  Office 

Midwest  home  improvement 
dealers  now  have  the  convenience 
of  a  Chicago  office  of  the  B  &  G 
Manufacturing  Company  of  Illi¬ 
nois,  Inc.  B  &  G  manufactures  the 
nationally-known  brand  of  “Storm 
Wizard’’  all-aluminum  storm  doors 
and  windows. 


Harry  Dyer 


According  to  Harry  Dyer,  Pre.s- 
ident,  the  Chicago  office  offers 
merchandising  assistance,  expedit¬ 
ing  of  orders,  and  re.search  infor¬ 
mation  on  new  products  and  new 
trends  in  the  industry. 

Mr.  Dyer,  a  graduate  of  Ohio 
State  University  and  a  veteran  in 
the  storm  window  and  door  bus¬ 
iness,  recently  elected  presi¬ 
dent  of  B  &  G  of  Illinois. 

The  Chicago  office,  located  at 
1139  South  Wabash  Avenue,  will 
be  managed  by  Cliff  Lane. 
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A.  W.  Coppock  Appointed 
Controller  By  Childers 

Childers  Manufacturing  Com¬ 
pany  of  Houston,  Texas,  manufac¬ 
turers  of  aluminum  building 
products  with  nation  wide  distri¬ 
bution  has  appointed  A.  W.  Cop¬ 
pock  to  position  of  Controller.  Mr. 
Coppock  formerly  was  Staff  Su¬ 
pervisor  in  the  Controller’s  Office 
of  National  Tube  Division,  United 
States  Steel  Corporation  at  Gary, 
Indiana. 


A.  W.  Coppock 


In  announcing  the  appointment, 
R.  A.  Childers,  President,  said, 
“The  creation  of  this  new  position 
in  our  company  which  Mr.  Cop¬ 
pock  will  fill,  was  made  n3:essary 
by  increased  volume.  Sales  in  the 
first  six  months  of  the  current 
year  are  60%  greater  than  last 
year.” 

*  *  * 

Weathermasler  Change? 
Name  To  Denison  Corp. 

Mr.  E.  L.  Denison,  President  of 
the  Weather  master  Jalousie  & 
Window  Manufacturing  Company 
of  North  Miami,  Fiorido,  an¬ 


nounced  recently  that  the  organ¬ 
ization’s  name  will  be  changed  to 
Denison  Corporation. 

Officers  of  the  Denison  Corpora¬ 
tion,  in  addition  to  President  Den¬ 
ison,  will  include :  George  Denison, 
Vice  President ;  and  N.  H.  Rattner, 
Secretary-Treasurer. 

The  organization  will  continue 
to  specialize  in  glass-louvered  win¬ 
dows  and  doors,  better  known  as 
jalousies,  with  all  of  the  outstand¬ 
ing  features  that  have  met  with 
such  ready  acceptance  by  archi¬ 
tects,  builders,  dealers  and  ulti¬ 
mate  users. 

Emphasis  will  be  on  advance 
engineering  which  has  provided 
the  Denison  Jalousie  with  the  first 
completely  vinyl  weatherstripped 
jalousie,  the  first  adjustable  ten¬ 
sion-seal  louver  clip,  and  the  first 
built-in  drip  cap  with  full  over¬ 
hang.  Patents  have  been  applied 
for  on  the  exclusive  jamb  weather¬ 
stripping  and  tension-seal  louver 
clip. 

Denison  products  are  now  dis¬ 
tributed  in  more  than  75%  of  the 
States  and  in  a  number  of  foreign 
countries.  Under  direction  of 
James  E.  Lawson,  Jr.,  Sales  Di¬ 
rector,  the  company  has  made 
rapid  strides  in  extending  its 
dealer  franchises.  It  is  expected 
by  the  end  of  1953,  the  Denison 
all-climate  jalousie  window  will  be 
distributed  in  all  sections  of  the 
United  States. 

The  Denison  Corporation  has 
recently  completed  a  new  plant, 
in  North  Miami,  Florida,  with  ex¬ 
panded  capacity  to  accommodate 
the  increased  volume  of  sales. 


Vitraside  Appoints 
Joseph  Levin  As  VP 

Vitraside  Industries,  Inc.,  man¬ 
ufacturers  of  Vitraside  plastic 
siding  announced  recently  the  ap¬ 
pointment  of  Mr.  Joseph  Levin  as 
Vice-President  in  charge  of  sales 
and  promotion.  Mr.  Levin  will  be 
in  complete  charge  of  the  sale  and 
promotion  of  Vitraside  plastic  sid¬ 
ing  involving  close  coordination 
between  his  company  and  the 
dealer-jobber  sales  efforts  on  Vit¬ 
raside  products. 


Joseph  Levin 


Mr.  Levin  has  had  long  experi¬ 
ence  in  our  industry  embracing  all 
phases  of  promotion  and  sales 
from  direct  selling  to  the  home- 
owner  to  dealer  coordination  for 
other  manufacturers  in  our  in¬ 
dustry. 

*  *  * 

Challenger  Moves  to  New 
Plant  In  Carnegie,  Pa. 

Challenger  Products,  Inc.,  manu- 
factuiers  of  combination  windows 
and  doors  at  2601  Penn  Ave., 
Pittsburgh,  Pa.,  announces  that  its 
p’ant  will  move  to  Carnegie,  Pa. 
Charles  Fischer,  manager  of  the 
company,  stated  that  Challenger 
expects  to  take  possession  of  the 
new  plant  around  the  fiist  of  De¬ 
cember,  1953. 

Mr.  Fischer  added  that  the  new 
plant  comprises  50,000  .square  feet 
of  space  on  one  floor  and  covers 
3 Vo  acres  of  ground.  The  move  to 
Carnegie  was  dictated  by  the  need 
for  larger  and  more  adaptable 
plapt  facilities. 

“Our  production  i  nd  .sales,”  said 
.Mr.  Fischer,  “have  increased  to 
{Continued  on  Page  64) 
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B.  S.  Reportei... 

{Continued  from  Page  63) 


the  past  in  such  a  manner  and  has 
become  an  established  means  of 
relaying  information  throughout 
the  organization,  and  it  is  expected 
will  be  continued  on  a  semi-annual 
basis  from  here  on  in. 


such  an  extent  that  we  have  out¬ 
grown  our  present  location.  This 
is  the  third  move  made  by  the 
Challenger  Products  Co.  as  a  result 
of  increa.sed  .sales  and  consumer 
acceptance.  We  expect,  after  tak¬ 
ing  over  our  new  location,  to  be 
producing  our  doors  and  windows 
in  even  greater  quantities  than 
heretofore,  with  almost  immediate 
delivery  possible  to  all  dealers.” 

*  *  ♦ 

Kaufmann  Corp.  Holds 
Sales  Meeting 

On  the  17th  and  18th  of  Sep¬ 
tember,  Kaufmann  Corporation 
combined  a  boat  trip  with  their 
program  for  manufacturing  di.s- 
tributors  throughout  the  United 
States.  The  boat  trip  included  a 
run  up  the  Detroit  River  to  and 
across  Lake  St.  Clair  for  dinner 
at  a  very  well  known  dining  room 
just  .south  of  Algonac,  Michigan, 
and  then  a  return  home  that  eve¬ 
ning.  Both  the  afternoon  and  the 
evening  of  the  17th  were  taken  up 
pretty  much  with  a  .social  gather¬ 
ing  and  early  on  the  morning  of 
the  18th,  the  entire  group  assem¬ 
bled  in  Kaufmann’s  new  .sales 
exhibit  room  and  had  what  we 
consider  to  be  a  very  successful 
meeting  extending  most  of  the  day 
on  Friday  the  18th. 

At  the  time  of  the  meeting,  the 
exhibit  room  had  available  for  all 
distributors  to  see,  each  of  the 
seven  different  windows  manufac¬ 
tured  by  our  company,  plus  our 
Jalousie  porch  enclosure  walls, 
combination  doors,  special  screens, 
and  the  many  other  special  prod¬ 
ucts  w’hich  w'e  manufacture. 

During  the  course  of  the  meet¬ 
ing,  a  number  of  subjects  were 
discussed,  among  them  being  — 
“Shade  screen  in  the  combination 
storm  window,”  “Pre.sent  and  fu¬ 
ture  ammunition  for  sales,”  “Jal- 
ou.«ie  doors,  walls,  all  year  round 


use,”  “Prime  type  windows,”  and 
the  di.scu.ssion  of  the  complete  line 
of  Kaufmann  doors. 

The  meeting  was  headed  up  by 
Mr.  H.  J.  Buchanan,  w'e.stern  .sales 
manager,  who  acted  as  General 
Chairman,  and  was  attended  by 
manufacturing  distributors  from 
New'  York,  Iowa,  Ohio,  Washing¬ 
ton,  D.  C.,  Pennsylvania,  Mas.sa- 
chu.setts,  Michigan,  No.  Carolina, 
Mi.ssouri,  Illinois,  and  also  included 
representation  from  provinces  in 
Canada.  It  w'as  the  consensus  of 
the  group  that  the  entire  meeting 
was  highly  successful. 


Winding  up  the  meeting  on  Fri¬ 
day  evening,  all  manufacturing 
distributors  pre.sent  were  the 
gue.sts  of  Marshall  V.  Noecker, 
President  of  Kaufmann  Corpora¬ 
tion,  at  the  nationally  known  Elm¬ 
wood  Casino  in  Windsor,  Canada. 

The  meeting  was  the  lates  of  a 
number  of  meetings  carried  on  in 


Manufacturers  Hardware  Co. 
Expands  Line  of  Fasteners 

For  the  benefit  of  the  Specialty 
Dealer,  William  B.  Kalter,  presi¬ 
dent  of  the  Manufacturers  Hard¬ 
ware  Supply  Company,  announces 
the  expansion  of  his  line  to  include 
a  complete  line  of  fasteners,  screw's, 
and  door  and  awming  hardw'are. 

Among  the  items  .stocked  by  the 
company  are  aluminum  sheet  metal 
screw's,  aluminum  w'ood  screw's, 
aluminum  machine  .screw's  and 
nuts.  Also  included  are  stainle.ss 
steel  sheet  metal  screws,  wood 
screw's,  machine  screws  and  nuts. 
All  types  of  anchoring  and  drilling 
devices  for  fastening  awnings  and 
jalousies  to  ma.se  nry  are  also  avail¬ 
able.  The  firm  is  located  at  98  Park 
Place,  New'  York. 

*  *  * 

Tennessee  Fab.  Co. 

Conducts  Sales  Meeting 

The  entire  .sales  organization  of 
the  Fischer  Lime  &  Cement  Co., 
Memphis,  Tenn.,  turned  out  for  a 
September  meeting  conducted  by 
the  Tennessee  Fabricating  Co.  in 
the  interest  of  gaining  product 
knowledge  of  TFC  ornamental  iron 
products.  Similar  m.eetings  are  be¬ 
ing  conducted  throughout  the  na¬ 
tion  by  the  Memphis  iron  firm. 

(Continued  on  Page  90) 


Charles  F.  Lance,  leff,  district  manager  of  TFC,  is  pictured  showing  Fischer  executives 
examples  of  ornamental  iron  columns.  Next  to  Mr.  Lance,  left  to  right,  ore  W.  F.  Monsorrat, 
vice  president;  W.  N.  Fry,  Jr.,  president;  Jack  Richmond,  sales  manager;  J.  E.  Deupree, 
city  sales  manager,  and  C.  L.  Joochimi,  assistant  to  Mr.  Fry. 
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lie  gia|y|Bg|||Rpry  division,  itvery  facility  ^ 

of  tMPRniMn  Coknpony  stonds  roody  to  servo 
e  needs  business  ond  smoll  olike.  You'll  find  it's  food 
but^ess  to  rettf  on  Alumex  dependobility  ond  know-how. 

Our  engioMrs  will  study  your  product,  sketches  or  ideos,  ond 
give  you  their  complete  ond  professionol  recbipmendotions,  bosed 
on  their  mdny  yeors  of  work  and  reseorch  in  the  extrusion  fiehb 
Ultimote  success  or  failure  of  your  product,  or  even  yoiiir  ‘ 

compony,  moy  octuolly  depend  on  the  type  of  high  quolity 
Intrusions,  superior  finish,  close  tolerances^  lost  delivery, 

ond  the  colibre  of  engineering  obility,  which  stonds  reody 
to  your  every  need  ot  Alumex. 


I6D-I6  JAMAfCA  AVE.,  JAMAICA, NY. 


N£W  ENGLAND  I.  W..  BURNHAM  DiST.  CO...  INC.  125  ALBANY  street,  boston.  M^SS  HAncock6-3Sy 

1  \  J \  ,  I  \\  V  ^ 
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(fif.h  in  a  series  oi  articles  on 
effective  selling  methods.) 


Mr.  and  Bin.  Homemaker 


can’t  sell  anything  to  no- 
body.  You  must  have  prospects, 
because  without  a  prospect,  you 
can’t  arouse  interest,  create  desire, 
convince,  close  or  earn  a  commis¬ 
sion.  Every  sale  starts  with  a  pros¬ 
pect.  Prospects  are  the  “life  blood’’ 
of  selling. 

Assuming  that  you  know  your 
product  and  how  to  sell  it,  your 
income  will  depend  on  the  number 
of  people  exposed  to  your  sales¬ 
manship.  The  finding  and  qualify¬ 
ing  of  prospects  is  as  important 
a  function  of  the  selling  process  as 
is  the  interview.  The  “so  called’’ 
closing  specialist  is  common  in  the 
home  improvement  sales  field.  His 
only  duty  is  to  get  the  prospect’s 
name  on  the  “dotted  line.’’  But  the 
closer  must  be  supplied  with  quali¬ 
fied  leads  or  his  ability  is  of  little 
value. 

The  importance  of  good  pros¬ 
pects  is  evidenced  by  the  expense 
that  most  firms  incur  to  obtain 
leads.  Look  through  any  news¬ 
paper  .  .  .  you  will  see  display 
advertisements  that  cost  hundreds 
of  dollars.  If  the  value  of  these 
advertisements  was  determined 
only  by  the  leads  they  produced, 
it  is  doubtful  that  any  of  the  ad¬ 
vertisements  would  “pay  off.’’ 
Each  lead  from  such  advertising 
usually  costs  the  advertiser  $3.00 
to  $10.00  and  often  much  more. 

The  home  improvement  dealer 
and  salesman  should  realize  the 
high  cost  of  obtaining  qualified 
leads.  The  only  way  to  reduce  this 
cost  is  to  perfect  the  methods 
of  obtaining  leads.  Usually  the 
amount  of  time  and  money  ex¬ 
pended  to  sell  the  prospects.’  Many 
times  I  have  spent  hours  finding  a 
nrospect  that  took  only  minutes  to 
sell. 
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Most  salesmen  know  the  impor¬ 
tance  of  good  prospects.  They  are 
eager  for  “live”  leads.  Some  sales¬ 
men  will  even  go  so  far  as  to  steal 
leads  from  other  salesmen,  yet  the 
average  salesman  is  a  poor  pros¬ 
pector.  He  doesn’t  like  to  hunt  for 
prospects.  He  dislikes  the  work 
connected  with  finding  prospects. 

Prospecting  is  hard  work,  but  it 
will  pay  big  dividends.  The  better 
a  salesman  is  at  finding  prospects, 
the  more  sales  he  will  close,  and 
the  more  money  he  will  earn.  Re¬ 
gardless  of  how  good  a  closer  he 
is,  a  salesman  will  put  a  low  ceiling 
on  his  earnings  if  he  is  a  poor 
prospector. 

Methods  of  Finding  Prospects: 

There  are  many  methods  the 
home  improvement  dealer’s  sales¬ 
men  can  use  to  find  prospects. 
Among  the  most  used  methods  are : 
Newspaper  Advertising 
Direct  Mail 
Telephone  Canvassing 
Cold  Turkey 
Endless  Chain 


The  best  method,  or  methods,  de¬ 
pends  on  the  product,  organization 
and  locality.  One  type  prospecting 
may  produce  many  leads  for  a  cer¬ 
tain  product  and  fail  miserably  if 
used  for  a  different  product.  One 
method  can  produce  results  in  one 
locality  and  fail  in  another.  The 
only  way  to  determine  which  meth¬ 
od,  or  methods,  produces  the  best 
results  is  to  try  them  all. 

Newspaper  Advertising: 

Probably  the  easiest  way  a 
dealer  can  obtain  the  names  of 
interested  parties  is  to  advertise 
in  his  local  newspaper  and  then 
wait  for  the  phone  to  ring.  Often 
this  method  is  expensive  and  dis¬ 
appointing,  but  the  leads  secured 
from  such  advertising  are  not  the 
only  value  derived  from  the  adver¬ 
tisement.  Newspaper  advertising 
is  one  method  of  building  prestige 
for  a  product  and  a  company.  It 
helps  create  consumer  demand, 
and  it  helps  the  salesman  by 
“breaking  the  ice”  for  him. 

Layout,  copy  and  other  phases 
of  newspaper  advertising  are  not 
within  the  scope  of  this  article.  A 
great  deal  of  money  has  been 
wasted  for  advertising  that  was 
ineffective  because  it  failed  to 
{Continued  on  Page  141) 
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The  Name  of , 


Champion 


Is  Your  Protection 


First .  .  . 

^Triple-Track  Window 

*  Designed  in  New  England 
^  Made  in  New  England 

*  For  New  Englanders 

*  By  New  Englanders 

Proven  and  tested  by  the  Champion  engineers,  at  last, 
a  combination  storm  window  that  is  qualified  to  meet 
the  public  expectations  and  approval. 

Every  moving  part  completely  weatherstripped.  Rigid, 
durable  construction  of  extruded  aluminum.  Heat 
treated  for  added  strength  and  surface  hardness. 
Derive  the  benefits  of  scientifically  treated  glass. 
Adjustable  ventilation  to  any  desired  height — A  clean, 
gadget-free  window  eliminates  service.  Simple  on-the- 
casing  installation. 


Last  .  .  .  but  not  least.  Maintenance  is  cut  to  a 
minimum,  a  labor-saving  device  for  the  home  owner. 
Screen  on  the  inside  channel  can  be  adjusted  to  top 
and  bottom  ventilation  or  storage.  Ease  of  handling 
and  operation  —  no  special  tools  or  equipment  re¬ 
quired.  Locking  devices  on  top  and  bottom  prevent 
any  unauthorized  entry  from  outside  of  home.  Custom- 
built  —  competitively  priced. 


BENART 

^rPLICITY 


Always  ...  ask  for  the  "BENART  ”  Tri-Plicity 
(the  champion  of  the  triple-track  windows)  and  be 
assured  of  Quality,  Endurance,  and  Efficiency.  To  see 
it  is  to  appreciate  it  —  sell  it  and  derive  full  benefits 
of  radiation. 


Made  by 


PION  NINDOWS,  INC. 

•21  K.  First  Strsst  South  Boston,  Moss. 

SO  S-SS42 


i  ,  A  Customer  Is  a  Satisfied  Cusjtomer 


Only  New  England  dealer  inquiries  invited.  Full  field  advisory  assistance.  Advice  and  promotion  suggestions. 
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Shown  at  the  right  is  a  screen,  all- 
aluminum  ventilator,  with  a  snap-in 
cover.  This  type  of  ventilator  has  been 
used  with  great  success  in  the  under¬ 
sides  of  overhanging  roofs. 


Illustrations  courtesy  Frisby  Machine  Co. 


Aliiminiim  Ventilators 


From  Data  Submitted  By 
Frisby  Machine  Co.,  Inc. 


ly  MILLIONS  of  ranch  style  homes 
have  been  built  since  the 
post-war  housing  boom  began. 
Most  of  these  homes  have  over¬ 
hanging  roofs.  Placing  aluminum 
ventilators  in  the  soffit  or  under¬ 
side  of  the  roof  overhang  helps 
solve  the  serious  attic  moisture 
problems  that  frequently  beset  the 
owners  of  these  tightly  built  mod¬ 
ern  homes. 

Poor  ventilation  in  the  attic 


often  results  in  uneven  tempera¬ 
tures.  In  winter  time  this  results 
in  the  formation  of  ice  dams  on 
the  roof  overhang  which  cause 
snow  and  rain  to  back  up  under 
the  shingles  and  forces  moisture 
through  the  roof. 

Another  serious  effect  of  poor 
attic  ventilation  is  the  saturation 
of  insulation  with  moisture  with 
resulting  water  stains  and  peeling 
of  plaster  and  paint  on  the  ceiling 
below  the  attic  floor.  Furthermore 
a  blanket  of  moist  air  in  the  attic 
makes  the  entire  house  hard  to 
heat  in  the  winter  and  tends  to 


IHcat  passing  through  roof  ven¬ 
tilators  by  thermal  action 
draws  in  cool  air  under  eaves 
thus  "air-washing”  complete 
attic  space. 


The  answer  to  the  problem  of 
Ranch  House  attic  ventilation. 


Snap-in  shields  are 

designed  to  nest  for 

easy  storage  until 
needed  for  the  cold 

months. 

make  the  house  hot  and  humid  in 
the  summer.  Finally,  prolonged 
attic  dampness  may  result  in  dry 
rot  in  joists  and  beams  that  may 
necessitate  their  replacement  at 
considerable  expense  to  the  home 
,  owner. 

All  of  these  difficulties  can  be 
avoided  by  installing  aluminum 
ventilators  in  the  roof  overhang. 
In  warm  weather,  these  ventilators 
draw  cool  air  under  the  eaves, 
forcing  hot  damp  air  up  through 
the  rafter  channels  and  out 
through  the  gable  louvers  or  the 
opposite  ventilators.  The  cool  air 
dries  up  moisture  accumulations 
in  wood  and  insulation  and  helps 
prevent  the  deterioration  of  both. 

With  adequate  ventilation  in  the 
attic  ice  dams  on  the  roof  over¬ 
hang  is  prevented,  the  house  is 
drier  and  easier  to  heat  in  winter, 
and  moisture  seepage  which  dam¬ 
ages  plaster  and  paint  is  elimi¬ 
nated.  In  addition,  such  ventilators 
when  used  with  an  attic  fan  are 
a  highly  efficient  means  of  ex¬ 
haust  hot  attic  air.  Insects  do  not 
offer  any  problem  since  they  are 
kept  out  by  the  aluminum  screen¬ 
ing. 

In  the  cold  months  snup-fitting. 
snap-in  aluminum  shields  seal  the 
ventilators  although  at  least  two 
(Continued  on  Page  151) 
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DISTRIBUTORS 


Who  Handle  SHAWNEE  OUTSIDE  HINGED  ALUMINUM  CASEMENT 
STORM  SASH  Handle  the  Finest  Window  Made  —  at  the  Lowest  Price 


Casement  storm  sash  sales  can  be  much  more  profitoble  for  you 
if  you  handle  SHAWNEE.  We've  eliminated  your  chief  head¬ 
ache  by  making  installation  easier,  better.  SHAWNEE  casement 
storm  sash  has  been  engineered  by  men  who  ore  completely 
familiar  with  the  problems  involved.  We  have  had  30  years' 
experience  in  metals.  You'll  find  your  labor,  time  and  costs  lower, 
your  callbacks  and  service  expense  almost  nil. 

Naturally,  this  means 
HIGHER  PROFIT  for  you! 

SHAWNEE  windows  are  made  to  SELL,  too  .  .  .  they're  better 
looking,  neater,  sturdier  than  many  higher  priced  windows.  All 
63  ST  Aluminum  extruded  by  Alcoa.  You  can  sell  them  at  a 
price  to  meet  any  competition,  and  talk  and  show  qualify  to 
your  customers. 


Ready! 


OUR  NEW  SHAWNEE  ALUMINUM  ALL-WEATHER  DRAFT 
SEAL  .  .  .  FITS  OVER  EDGE  OF  INNER  FRAME 

•  SEALS  DRAFT  •  SECURES  TEMPERATURE 

•  SAVES  FUEL  •  GIVES  NEAT,  TRIM  APPEARANCE 

•  NO  DIRT  OR  DUST  •  ADJUSTABLE  TO  WARPED  SASH 

MAIL  THE  COUPON...  OR  PHONE  US  TODAY 

QUALITY  —  AT  VERY  LOW  PRICES! 

7A' 


METAL 

PRODUCTS  CO. 


1239 -9tli  St.,  N.W.,  Washington,  D.  C. 
Columbia  5-3422  —  3423. 


SHAWNEE  METAL  PRODUCTS  CO. 

1239  -  9th  St.,  N.W. 

Washington  1,  D.  C. 

PLEASE  RUSH  —  without  obligotion  —  Litera¬ 
ture,  details  and  prices  on  SHAWNEE  Case¬ 
ment  Storm  Sosh.  □ 

NAME . 

COMPANY  . 

ADDRESS  . 

DEALER  □  DISTRIBUTOR  □ 


I 

I 

I 

I 

t 
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First  step  in  planning  a  projected  kitchen 
is  a  roughly  drawn  floor  plan,  marking 
wall  measurements  and  location  and  meas¬ 
urements  of  doors,  windows,  etc. 

The  average  housevi^ife  inter¬ 
ested  in  remodeling  her  kitchen 
frequently  has  difficulty  putting 
together  and  holding  firmly  in  her 
mind  the  various  individual  cab¬ 
inets  and  appliances  that  will  go 
into  the  finished  project.  She  can’t, 
in  other  words,  sustain  a  visual 
impression  of  the  complete  picture, 
and  because  this  is  so  often  the 


From  Data  Furnished  By 
Tracy  Kitchens 


(Many  kitchen  manuiacturers 
have  evolved  kitchen  planning 
devices  which  hove  proven  very 
helpful  as  soles  aids.  This  is  the 
first  in  a  series  of  articles  on 
such  devices.) 

• 

case,  many  potential  custom  kitch¬ 
en  sales  are  lost. 

On  the  other  hand,  when  the 
housewife  and  her  family  can 
actually  see  a  picture  of  the  pro¬ 
jected  kitchen,  the  desire  for  it 
increases,  and  the  final  sale  is 
made  much  easier.  The  dealer 
salesman  who  can  furnish  a  pic¬ 
ture  has  something  concrete  and 
stimulating  to  leave  with  his  pros¬ 
pect.  The  family  will  study  the 
plan,  discuss  it  at  their  leisure. 
Thus,  any  visual  aid  to  planning 
that  you  leave  behind  becomes 
jfour  silent  salesman. 

Many  manufacturers  have  rec¬ 
ognized  the  enormous  value  of 


Fig.  C 

Right  —  These  ports 
of  the  kitchen  planner 
kit  ore  neatly  pack¬ 
aged  in  a  light  weight 
carrying  case  and  con¬ 
tain  all  the  tools  to 
plan  and  shew  on  at¬ 
tractive  and  efficient 
kitchen  in  both  a  floor 
plan  drawing  nnd  in 
perspective. 


visual  sales  aids  and  provided 
dealers  with  a  variety  of  helpful 
planning  tools  and  devices. 

One  such  kitchen  planning  de¬ 
vice  to  appear  recently  consists  of 
a  salesman’s  kit  with  a  few  simple 
mechanical  drawing  tools  and 
guide  sheets.  The  kit  enables  even 
the  novice  to  prepare  a  suggested 
kitchen  design  of  any  size  or  shape 
without  art  or  mechanical  drawing 
experience.  All  cabinets  and  appli¬ 
ances  can  be  shown  in  their  proper 
location  so  the  prospective  buyer 
can  view  the  finished  drawing  as 
she  would  a  picture. 

With  the  use  of  the  kit,  which 
is  of  small  size  and  in  a  convenient 
carrying  case,  the  salesman  can 
draw  both  a  perspective  kitchen 
picture  and  a  floor  plan. 

The  kit  itself  (see  Fig.  C.)  con¬ 
sists  of  the  following  tools: 

Kit  Supplies 

Drawing  board  with  plastic 
cover  sheet;  tracing  paper; 
T-square;  30°-60°  triangle;  floor 
plan  grid  to  trace  over;  Perspect- 
0-Rule ;  carrying  case ;  master  grid 
sheet  with  8  right  hand  and  8  left 
hand  legs  for  various  size  rooms; 
drawing  pencil;  art  gum  eraser; 
instruction  book;  primary  kitchen 
planning  booklet ;  and  a  booklet 
showing  a  variety  of  kitchen  plan¬ 
ning  ideas  which  can  be  adapted 
to  meet  an  individual  customer’s 
needs. 

Since  this  particular  kitchen 
planning  aid  is  so  unusual  and  so 
carefully  worked  out  in  order  to 
give  each  prospect  an  actual  per¬ 
spective  drawing  of  her  finished 
kitchen,  a  general  outlinet  of  how 
the  plan  operates  will  be  of  inter¬ 
est  to  dealers. 
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Sale  of  Kitchens  to  Homeowneis 


Fig.  B 

Utilizing  the  measurements  from  the  rough 
kitchen  layout,  o  finished  floor  plan  is 
drawn,  using  planning  kit's  master  floor 
plan  grid  to  trace  over. 


The  first  step  after  the  salesman  tempts  to  design  the  kitchen.  A 
has  made  contact  with  his  pros-  prepared  list  of  questions  to  ask 
pect,  is  a  friendly  discussion  with  each  prospect  also  helps  him  select 
the  housewife  and  her  family  de-  the  proper  cabinets.  In  addition, 
tailing  their  kitchen  habits  and  he  is  equipped  with  a  number  of 
needs  and  any  particular  desires  prepared  sample  kitchen  planning 
they  may  have  in  regard  to  the  ideas  which  can  be  easily  adapted 
proposed  kitchen  units.  This  must  to  each  customer’s  needs, 
be  done  before  the  salesman  at-  {Continued  on  Page  150) 

Fig.  D 

The  master  grid  sheet  is  illustrated  in  color  below.  A  typical  kitchen  layout,  such  as  the 
salesman  draws,  is  printed  in  black.  This  however,  would  be  drawn  on  tracing  paper, 
utilizing  the  master  grid  sheet  measurements  and  lines  as  guides. 

I’hoto  and  drowinys  on  these  payes  eourtesy  of  Tracy  Kitchens 
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Hints  to  Salesmen 

{Continued  from  Page  32) 

sibly  a  dining  room  window  for 
ventilation  purposes.  In  any  event, 
you  should  walk  out  with  either  the 
full  order,  or  a  full  half  of  the 
house. 

You  will  then  have  sold  the  cus¬ 
tomer  a  satisfactory  deal,  you’ve 
made  more  commission,  and  your 
company  is  happier  to  sell  more 
windows  that  really  do  a  job.  Above 
all,  you  have  controlled  the  deal 
and  sold  the  customer  instead  of 
walking  out  of  the  house  knowing 
that  he  has  sold  you. 


^  ^  TRACK 

ALL  ALUMINUM 
COMBINATION 


Presents  a  KDPIan 

that’s  More 
Profitable 

FOR  YOU!  ^ 


NERSICA 


'  THIS-  '' 
YOU'VE  GOTTA 
I  SEE.../  ; 


{Continued  from  Page  40) 

the  application  of  new  roofs  to  dif¬ 
ferent  types  of  decks;  economics 
involved  in  the  roofing  indu.stry 
will  be  examined  and  then  an  open 
discussion  on  general  topics  of  in¬ 
terest  to  roofing  contractors  will  be 
presented  and  discussed. 

Manufacturers  remembering  the 
4,880  registration  at  the  1953  Con¬ 
vention  are  reserving  space  rap¬ 
idly.  Additional  space  to  the  limit 
of  capacity  of  the  Statler  Hotel  has 
been  laid  out.  In  1953,  116  booth 
spaces  were  set  up;  in  1954,  143 
spaces  have  been  arranged.  As  of 
October  8,  almost  as  many  exhibit 
spaces  had  been  contracted  for  as 
were  sold  in  1953.  These  have  been 
sold  to  more  than  eighty  manufac¬ 
turers.  NERSICA  Exposition  Man¬ 
ager  Bob  Kenworthy  says:  “A 
sell-out  of  present  space  by  Janu¬ 
ary  1st.  To  meet  such  an  eventuali¬ 
ty,  a  study  of  the  hotel  is  being 
made  to  determine  if  additional 
worthwhile  space  can  be  laid  out 
and  offered  to  late-comers.” 

One  of  the  reasons  for  the  great 
demand  is  the  fact  that  manufac- 
wurers  of  accessories  and  supplie.'^ 
for  aluminum  building  specialties 
are  realizing  that  the  buyers  of 
their  products  attend  NERSICA 
{Continued  on  Page  74) 


because  it's  the 

SET-UP  YOU’VE 
BEEN  LOOKING  FOR! 


The  JUNIPER  TRIPLE  TRACK 

all  aluminum  cambinatian 

STORM  &  SCREEN  WINDOW 
FEATUMS: 

•  63ST-5  extruded  aluminum. 

•  U-Shape  telescoping  expander  sides  and  sill. 

•  Tubular  construction  —  Forming  Insulated  area. 

•  Automatic  adjustment  to  any  prime  frame 
— simplifying  efficient  installation. 

•  Automatic  weatherlock  tongue-in-groove  TRACK  de¬ 
sign  .  .  .  not  channel. 

•  Self-storing  inserts.  •  All  oluminum  screening. 

•  Absolute  ventilation  control  from  top  or  bottom. 

•  Inserts  raise  or  lower  to  any  position  .  .  .  and 
STAYI 

•  Gadget-Free.  Nothing  to  go  out  of  order. 

•  FREE  from  UNNECESSARY  coll  bocks. 


if  ALSO  AVAILABLE  IN  ASSEMBLED  UNITS 

Call,  / 


TRIPLE  TRACK 


chcngeov^i 


ALUMINUM  PRODUCTS,  INC. 

322-324  ELTON  STREET 
BROOKLYN  8.  N.  Y. 
TELEPHONE:  TAylor  7-3519 


Prompt 

Dependable 

Deliveries. 
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KAYSER  distributors  and  dealers  belong  to  the  “sound  business”  level 
of  their  communities.  Whether  success  came  first  —  or  following  their 
appointment  as  KAYSER  agencies,  the  fact  remains  that  KAYSER 
products  are  associated  with  success. 

^’ou,  too,  can  enjoy  this  achievement.  From  the  very  first,  you’ll  apre- 
ciate  the  aggressive  cooperation  you’ll  get  from  A  &  B.  Effective  cam¬ 
paigning  and  merchandising  with  a  quality  line  of  demand  products 
have  taken  the  elements  of  “risk”  and  “experimentation”  from  our 
market.  Write  —  right  now !  —  and  make  your  business  a  BUSINESS! 
(KD  operators  and  manufacturers  invited  to  inquire  for  available  fran- 
chise  territories) . 


M 


KAYSER  oiimitnimi  ftnsion 

H9W  you  can  makm  yaar  coco* 

_ Rwnt  windows  with  cm  mxehsivM 

^  ®  — lost  by  adding  KAY!^ 

i;;.  \  tonslon  ' weatherstripping.  The 

,0.^1  V  cwtowov  iilwstrotions  show  how 

^  *he  unique  design,  makes  attach-;, 

^J****"’^  ment  quick  and  eusy  with  'pei»! 
^  '  lect  resuits.  An  ideoi  selling' 

I  .  feature  Ur  extro-profiisales  unit. 


KAYSER  casement  storm  windows  are 
the  standout  aluminum  unit  in  the  field. 
Custom-fitted,  permanent  installations, 
only  KAYSER  casements  are  equipped 
with  prefabbed  stripping!  You  can 
prove  KAYSER’S  superior  condensation 
control. 


A  &  B’ MANUFACTURING  COMPANY 

10441  M^trop'olitan  Avenue  •  Kensington,  Maryland 
LOckwood  4-6468 
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ALUMINUM 

Storm  Windows  A 


Preferred  by  Hemeewaers . . . 

Preferred  by  dealers 
BECAUSE  Season-all— aad  ONLY 


as.  Pat.  No.  2578470 


Th«  only  proved  design  for  completely  weatherproofing 
and  insulating  casement  windows! 


ONLY  SEASON-ALL  COVERS,  SEALS  AND  PROTECTS  THE 
ENTIRE  FACE  OF  THE  PRIME  CASEMENT  WINDOWI 


built-in  Vinyl  gasket  which  prevents  conductivity 
between  the  storm  sash  and  the  prime  window. 

Remember — no  other  make  offers  the  "Buy- Appeal” 
features  of  Season-all,  made  possible  by  Season-all’s 
exclusive  built-in  Vinyl  weatherstripping.  No  wonder 
every  Season-all  dealer  is  a  successful  dealer! 

QUICK  FACTS  on  Season-all 
Casement  Storm  Sash  I 

Permanent  outside  installation  •  Precision  made  of  highest 
quality  materials  •  Open  and  close  automatically  with  the  prime 
windows  ■  Never  need  be  removed — not  even  for  cleaning 
•  Provide  the  ultimate  in  all-weather  window  protection  •  Proved 
performance  •  Built-in  Vinyl  weatherstripping  can't  rot,  crack, 
harden  or  deteriorate  in  any  way — will  last  the  life  of  the 
storm  window. 


Once  customers  learn  about  Season-all’s  patented 
built-in  Vinyl  weatherstripping,  they’re  quick  to 
appreciate  the  many  exclusive  advantages  afforded 
by  this  unique  design. 

As  an  integral  and  permanent  part  of  the  Season-all 
Window,  the  Vinyl  weatherstripping  section  can’t 
pull,  tear  or  work  loose.  Its  feather-edge  design 
provides  the  flexibility  needed  to  prevent  cutting  of 
the  weatherstripping  under  pressure — a  common 
failure  with  ordinary  types.  This  weatherstripping 
seals  all  four  sides  of  the  opening  section  of  the  prime 
window,  and  fits  securely  to  the  casement  frame,  thus 
assuring  maximum  window  protection  and  insula¬ 
tion — even  in  badly  sprung  prime  windows.  Further¬ 
more,  each  Season-all  Storm  Window  has  a  special 


Z!^^youas, 

oeautihli  « 


Nationally  distributed  by 

Season-oil  Sales  Corporation 

7027  Apple  Avenue,  Pittsburgh  6,  Pa. 


I 
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NERSICA 

(Continued  from  Page  72) 
Conventions.  In  three  days,  the 
principals  of  the  country’s  leading 
manufacturers  of  metal  doors,  win¬ 
dows  and  awnings  are  available 
under  one  roof.  At  the  Convention, 
all  of  these  can  be  contacted  and 
sold.  The  1953  Exposition  was  tried 
by  a  few  similar  type  exhibitors 
with  the  result  all  are  back  in  the 
show.  Other  manufacturers  learn¬ 
ing  of  the  opportunity  have  either 
bought  or  optioned  space.  Consider¬ 
ation  is  being  given  by  NERSICA  i 
to  setting  up  a  special  space  for  dis¬ 
play  of  accessories  and  supplies. 

*  ♦  ♦ 

NERSICA  Exhibitors 

(Contmued  from  Page  40) 

Booth  No. 

19  CERTAIN-TEED  PRODUCTS 
CORP. 

120  E.  Lancaster  Ave. 

Ardmore,  Pa. 

208  CHARLES  COMPANY 

228  New  St.,  Philadelphia,  Pa.  I 

69A  CHART  LADDERS 

Box  315,  Stamford,  Conn. 

111  BEN  CORSON  MANUFACTUR¬ 
ING  CO. 

1228  Belmont  Ave.,  Phila.,  Pa. 

105  CURVALUM  DOOR  MFC.  CO. 

15  Prospect  St.,  Hewlett,  N.  Y. 

96  DORWIN  ALUMINUM 
PRODUCTS  CORP. 

33-35  Debevoise  Ave. 

Roosevelt,  N.  Y. 

73  EMCO  CEMENT  PRODUCTS, 

INC. 

Paxinos,  Pa. 

66  FEATHER-LITE  MFC.  CO. 

67  15889  Schaefer  Ave. 

Detroit,  Mich. 

122  FEDERAL  SCREEN  &  SASH  CO., 
INC. 

123  85  E.  Merrick  Rd.,  Valley  Stream,  i 

N.  Y.  I 

84  FIRE-LITE  ALARMS,  INC. 

190  Fulton  Terrace 
New  Haven,  Conn. 

65  FLINTKOTE  COMPANY,  INC. 

30  Rockefeller  Plaza,  N.  Y.,  N.  Y.  | 

—  THE  CRAMATAN  COMPANY,  : 
INC.  -  ! 

Bronxville,  N.  Y. 

112  HAUCK  MANUFACTURING  CO. 

113  124-136  Tenth  St.,  Brooklyn,  N.  Y, 

(Continued  on  Page  80)  j 


A  MESSAGE  FROM 
S.  D.  DAVK 


IMMEDIAn 

DEllVERYl 


D 


We  eareestfy  believe  weire  predecieg 
Smerice*s  Most  Adveeeed  Triple  Truck.  If  yoe 
want  to  handle  a  real  service-free  window 
with  easy-to-sell  quality  features  and  priced  for 
real  profits  to  you,  let's  get  together. 

dlSTRIBUTOmiPS  ST! a  OFBN  IN 
PBNNSyim/A,  NEW  JERSEY 
NEW  YORK,  DELAWARE 
AND  MARYLAND! 


write,  phone,  or  wire 

S.  D.  DAVIS,  INC. 

1220*28  Cherry  St,,  Philo.  7,  Pa. 


A 


C  O 


TRIPLE  TRACK 

ALUMINUM  COMBINATION  WINDOWS 


now  in  product 


dynamic  Innovation  in  3  track  design 

the  new  Ajvdrea  Tri-Trac 


.  .  .  incorporates  the  most  advanced  engineering 
features  in  aluminum  storm  window  design  .  .  . 
...  at  the  lowest  price  in  the  field! 

*  Inserts  slide  on  roller  bearings  *  No  springs,  external  clips  or  gimmicks 
of  any  kind  *  Completely  concealed  handles  *  100%  extruded  aluminum 

*  welded  corners  *  Non-removable  tracks  *  Custom-made  to  specification 
requirements  *  Installed  effortlessly  on  .  .  .  Overlap  Western  Type  open¬ 
ings.  Blind  Stop  and  Overlap  Eastern  openings. 

Available  under  Andrea's  Unique  Prefabrication  K.  D.  Plan  or  Assembled, 
write,  wire,  phone  for  full  details. 


183  Horton  Avenu*  •  Lynbrook,  L.  [.,  N.  Y. 

Telephone:  LYnbrook  3-8661 
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HHFA  Adminisbatoi  Studies  Proposal  To  Get 
Gov't  Out  of  Multiple  Housing . . . 


Housing  and  Home  Finance 
Agency  Administrator  Albert  M. 
Cole  is  studying  the  Warnecke 
proposal  to  take  the  government 
out  of  the  business  of  guarantee¬ 
ing  mortgages  on  multiple  family 
housing,  it  was  learned  recently. 

The  Plan  presented  to  Sen.  Irv¬ 
ing  M.  Ives,  Republican  member 
of  the  Senate  Banking  and  Cur¬ 
rency  Committee  from  New  York, 
by  George  W.  Warnecke,  head  of 
the  national  mortgage  investment 
firm  bearing  his  name  and  former 
government  housing  adviser,  was 
referred  this  week  to  Administra¬ 
tor  Cole  for  his  consideration 
“until  it  (the  Senate  Banking  and 
Currency  Committee)  reconvenes 
next  year.” 

Administrator  Cole  said  he 
appreciated  receiving  Mr.  War- 
necke’s  recommendations.  “This  is 
the  type  of  information  we  will  be 
studying,”  he  added,  apparently 
referring  to  the  study  of  the  over¬ 
all  Administration  housing  pro¬ 
gram  now’  in  progress. 

Three  Steps 

The  Warnecke  Plan  suggests 
three  steps  in  order  to  restore 
private  financing  for  an  average 
of  some  $500,000,000  worth  of 
mortgages  on  apartment  houses 
and  other  multi-family  construc¬ 
tion  which  are  now  insured  by  the 
Federal  Housing  Administration : 

1.  Repeal  of  those  provisions  of 
the  National  Housing  Act  as 
amended  which  provide  for  FHA 
mortgage  insurance  of  multi-fam¬ 
ily  rental  housing; 

2.  Establishment  of  a  trust  or 
trusts  under  private  auspices  to 
review  mortgage  applications  for 
apartment  houses  and  other  invest¬ 
ment  type  properties  and  issue 
participation  certificates  to  be 
traded  at  stock  exchanges  through¬ 
out  the  country  carrying  interest 


at  the  rate  of  4V2  to  5  per  cent; 
and 

3.  Excepting  such  real  estate 
participation  certificates  from 
“cumbersome”  Securities  and  Ex¬ 
change  Commission  registration 
requirements. 

In  his  thirteen-page  memoran¬ 
dum  Mr.  Warnecke  points  out 
this  method  of  financing  essential 
apartment  housing  would  be  su¬ 
perior  to  government  mortgage 
insurance  as  being  anti-inflation¬ 
ary,  flexible,  and  self-adjusting 
with  respect  to  demand,  supply, 
and  interest  rates  on  financing 
funds,  and  more  in  accord  with  the 
economic  theories  of  free  enter- 


Criticisms 

He  reports  wide-spread  criti¬ 
cisms  of  FHA  financing  of  apart¬ 
ment  housing  as  causing  over¬ 
building,  luxury  building,  and 
overboard  loans. 

“These  reported  inadequacies 
are  merely  warning  signals  which 
indicate  how  this  artificial  device 
has  outlived  its  usefulness  for 
multi-family  house  financing  and 
that  its  continuation  will  only 
bring  to  light  more  and  more  de¬ 
fects  as  it  increasingly  loses  its 
original  functional  character,”  he 
emphasizes. 

He  recalls  that  when  he  helped 
work  out  the  government’s  post¬ 
depression  housing  program  in 
1933  and  1934  the  draftsmen  were 
concerned  about  the  reluctance  of 
large  investors  to  reenter  the  field 
of  housing  and  devised  FHA  as 
one  way  of  sparking  the  recovery 
in  the  nation’s  key  industry. 

“During  the  last  few  years,”  Mr. 
Warnecke  writes,  “it  has  become 
more  and  more  apparent  that  in¬ 
vestors  are  again  capable  and  will¬ 
ing  to  finance  all  but  a  fraction 
(Continued  on  Page  80) 
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""'Vrv  lir’ 


Vou  cat  mke  the  Kamlactmr’s  PROFIT 
tt  imrica’s  most  complete  liae . . . 


TYPICAL  PRICES 

VIEWMASTER  COMBINATIONS 
EASTERN  &  WESTERN 


KAUFMANN 

*  Photo  of  Kaufmann's  Building  Pioducts  Display 
Write  for  booklet,  "How  to  Run  a  Builders'  Show  Exhibit". 


1.  CASEMENT  STORM  SASH 
7.  CUSTOM  COMBINATION  WINDOW 

3.  FRENCH  DOOR  (NOT  VISIBLE) 

4.  COMBINATION  DOOR 

5.  COMMERCIAL  SCREEN 

6.  DaUXE  #10  WINDOW 

7.  PICTURE  WINDOW 

8.  DELUXE  #20  WINDOW 


9.  CONVERTIBLE  WINDOW 

10.  PORCH  ENCLOSURE 

11.  JALOUSIE  WINDOW 

12.  JALOUSIE  DOOR 

13.  SHADE  SCREEN 

14.  DOUBLE  HUNG  WINDOW 

15.  GLASS  ENCLOSURE 

16.  OFFICE  PARTITION 


You  have  a  window  for  all  types  of  openings  and  in 
a  wide  price  range. 

Ready  for  installation,  KD,  or  materials  to  manufacture. 
Kaufmann  gives  extra  profits  whichever  deal  you  want 
—  a  margin  you  do  not  expect. 

Don’t  tie  your  capital  up  in  an  inventory  that  can  go  dead.  Buy  iust 
what  you  need  when  you  need  it.  Present  the  finest,  most  complete  line 
in  the  industry,  hacked  by  National  Advertising  and  Sales  Promotion 
Materials.  The  Kaufmann  plan  has  built  successful  dealers  in  all  parts 
of  the  country.  Whether  you  have  SI 000  or  SI 00,000  investment,  the 
Kaufmann  plan  has  proven  sound  since  19.^8. 

Compare  typical  material  costs  to  selling  prices  and  you'll  see  why  so 
many  dealers  are  switching  to  local  manufacturing  —  and  why  Kauf¬ 
mann,  with  its  unique  plan,  is  growing  so  fast. 

KAUFMANN  CORPORATION 

17268  GABLE  DETROIT  12,  MICHIGAN 

Phone:  TWinbrook  3-2000 


MATERIAL 

RETAIL 

SIZE 

COSTS 

PRICE 

24''x24" 

3.52 

15.25 

24"x24" 

5.55 

28.8G 

VIEWMASTER  COMBINATION  OOOR 

19.27 

59.90 

!'/•" 

25.79 

79.50 

PRIME  WINDOW 

24"x24'' 

3.24 

14.20 

VIEWMASTER  CASEMENT 

1413 

6.17 

29.70 

Established?  Large?  Small? 

Just  going  into  this  field? 

Moil  coupon  NOW! 

Send  me  complete  information  on  the 
Kaufmann  Plan  .  □ 

I  will  make  a  trip  to  Detroit  to  visit 
the  plant  .  .  .  [2] 

NAME  ...[ . 

ADDRESS  . 


CITY . STATE 
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C-THRU  ALUMINUM  AWNING  CO 


424  W  IITH  ST.,  LOS  ANGELES  15,  CALIF 


C-THRU  DOOR  CANOPY 
(SIDES  OPTIONAL) 


is  a  prospect  for 

C-THRU  ALUMINUM  AWNINGS 


BECAUSE: 


C-THRU  PORCH  CANOPY 


The  C-THRU  AWNING  has  the  ad¬ 
vantage  of  being  the  most  versatile 
as  well  as  the  most  beautiful  of  all 
aluminum  awnings. 


C-THRU  AWNINGS  Scientifically 
Control  Light  A  Ventilation 


Its  exclusive  patented  fea¬ 
tures  combined  with  HIGH 
QUALITY  and  LOW  COST  as¬ 
sure  our  dealers  and  distrib¬ 
utors  of  a  fast  moving, 
money  making  product. 


yes,  its  AtifmuUi/  and  imitt! 
for  use  in  snow  country. 


LIGHT 

C-THRU'S  patented  curved  louvers  break 
up  harsh,  outside  light  which  enters  your 
roam  soft,  glareless  and  diffused.  No  more 
dreary  reams  with  this  exclusive  feature. 

VENTILATION 

C-THRU'S  engineered  louvers  keep  the  sun 
away  from  your  windows,  and  allow 
complete  awning  and  room  ventilation.  No 
dead  air  pockets  means  temperatures  low¬ 
ered  as  much  as  17  degrees. 


DISTRIBUTORS:  Write  or  wire  immediate¬ 
ly  for  further  information. 

DEALERS:  Contact  us  for  location  of  your 
nearest  distributor. 


C-THRU  PATIO  CANOPY 


. . ] 

! 

...J 

i 

- 

C-THRU  STORE  AWNING 
(SIDES  OPTIONAL) 


C-THRU  CROSS-MITER  DOOR 
OR  WINDOW  AWNING 


i 

t- 
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C-THRU  INDUSTRIAL  AWNING 
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The  best  looking  extruded  aluminum  storm 
window  ever  designed.  Ribbed  contour 
frame  housing  each  insert  allows  more 
glass  space  than  ever  before.  Adjustable 
"leak  proof”  sill  insures  a  perfect  fit.  Posi¬ 
tive  interlocking  meeting  rails.  Tubular 
safety  aluminum  screen  inserts.  Com¬ 
pletely  self-storing.  Foolproof  operation. 
Many  other  exclusive  features. 


We'll  prove  to  you  that  Youngstowners 
are  your  best  window  deal.  We  have  a 
complete  packaged  and  proven  sales 
plan  that  makes  sales  for  you  plus  a 
complete  advertising  co-op  plan. 


Yowng$tewn«r  window* 
and  doors  aro  quality 
controlled  from  smolting 
to  finished  product  right 
in  our  own  plant,  assur¬ 
ing  you  the  finest,  fastest 
delivery  in  the  business. 


YOUNGSTOWN  WINDOW  AND  DOOR  COMPANY 
706  South  Slate  St.,  Girard,  Ohio,  Phone  II  5-5431 


We  weeW  Nke  fe  visit  yeer  ylent  □ 

K.D.  OPERATOR  □  DEALER  □ 


FOR  THE  PROUDEST  HOMES  IN  AMERICA 


ADDRESS 


STATE 


f- 


&  Home  Improvement  Dealer 


79 


HHFA  Studies 

(Continued  from  Page  76) 

of  the  needed  multi-family  housing 
and  FHA  has  thereby  lost  its  orig¬ 
inal  functional  character  in  this 
Held.” 

He  explains,  however,  that  his 
recommendations  are  specifically 
limited  to  apartment  house  loans 
and  are  not  applicable  to  single¬ 
family  houses  where  it  is  doubtful 
that  the  demand  could  be  met 
without  government  loan  guaran¬ 
tees  for  buyers. 

Another  shortcoming  of  FHA 
apartment  house  insurance  he  lists 
is  the  potential  liability  for  the 
taxpayer  which  may  result  from 
I)oorly  underwritten  loans  in  times 
of  economic  crisis.  “There  is  no 
real  substitute  in  the  underwriting 
of  large  loans  for  the  enlightened 
.self-interest  of  a  responsible  lender 
unprotected  by  government  guar¬ 
antee  cushions.  In  those  areas  of 
the  country  w’here  FHA  apartment 
projects  have  become  synonymous 


with  inferior  fringe  construction 
this  experience  has  already  made 
itself  felt,”  he  added. 

Mr.  VVarnecke  also  stresses  the 
far-reaching  psychological  effect 
of  a  ca.se  of  government  insurance 
bankruptcy  in  the  'case  of  large- 
.scale  defaults  beyond  the  2.9  per 
cent  of  pre.sent  FHA  commitments 
(as  of  January  1,  1953)  actually 
protected  by  a  guarantee  fund. 

Review  Development 

In  his  memorandum  he  shows 
the  feasibility  of  returning  the 
financing  of  current  FHA  apart¬ 
ment  hou.se  construction  to  private 
hands  by  reviewing  the  develop¬ 
ment  of  private*  non-FHA  loans 
which  account  for  some  76.8  per 
cent  of  the  country’s  multi-family 
con.struction,  and  real  estate  bonds 
which  have  tripled  in  value  in  the 
la.st  ten  years. 

Personal  .savings  not  turned 
over  to  institutions  la.st  year 
amounted  to  37  per  cent  of  the 
total  savings,  he  adds.  “Within 
this  margin  between  actual  per¬ 


sonal  savings  and  those  given  in 
trust  to  institutions  lies  the  dor¬ 
mant  capital  available  for  real 
estate,  stock  and  bond  investment.” 

NERSICA  Exhibitors 

(Continued  from  Page  74) 

Booth  No. 

58  HIBNER  &  COMPANY 

691  Prospect  Ave.,  Fairvlew,  N.  ). 
29  HUNTER  MANUFACTURING 
CORP. 

Bristol,  Pennsylvania 
77  IDEAL  BRASS  WORKS.  INC. 

250  E.  5th  St.,  St.  Paul,  Minn. 

75  INDUSTRIAL  BANK  OF 
COMMERCE 

56  East  42nd  St.,  New  York,  N.  Y. 

100  JAMAICA  SASH  &  DOOR 
COMPANY 

101  1655  Jericho  Turnpike 
New  Hyde  Park,  N.  Y. 

50  JASCO  ALUMINUM  PRODUCTS 
CORP. 

2099  Jericho  Turnpike 
New  Hyde  Park,  N.  Y. 

56  JERITH  MANUFACTURING  CO. 

57  2025  E.  Boston  St..  Phila.,  Pa. 

(Continued  on  Page  88) 


"SEE  THE  DIFFERENCE".. .with  ia4!in<;l:>  ALUMINUM 


lALOUSIES 


j  BREEZEWAYS 
WINDOWS 
/  PORCHES 


Schwab  Aluminum  Jalousies,  the  heavy  extruded  jalousie  with 
inreriocking,  not  overlapping  vanes,  provides  protection  and  beauty 
for  homes,  factories  and  public  buildings.  The  Schwab  Skylite,  a 
fixed  Glass  panel  at  top  is  also  available  for  ample  light  when 
jalousies  are  closed. 


Schwab  dealerships  for  both  Glass  and 
still  available.  Write  to  - - 


Aluminum  Jalousies  are 


JAIiOUSIE  & 
AWNING  CO. 


30  N.  E.  39th  ST.  MIAMI,  FLA. 


30 
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Guaranteed . . .  yes. 


AtiMwma 

6 


In  conventional  door  instolla* 
tion,  the  three  hinges 
are  separate  and  aligned 
by  eye.  The  "breaking  in" 
required  to  free  the 
operation  from  bind¬ 
ing  is,  in  reality,  a 
loosening  procedure.  This 
problem  is  ended  for  all 
time  by  the  new  FEDCO  door. 

Manufacturers  of  the  FEDCO 
Triple  Track  Window 

*  U  S.  PAT.  APP.  NO.  355, 55J 


The  first  thing  you  may  notice  about  the  new  FEDCO 
door  is  the  absence  of  visible  hinges.  But  there's 
much  more.  Exciting  new  advances  that  will  open  up  a 
whole  new  world  of  sales  potential  .  .  .  down-to-earth 
changes  created  by  FEDCO  experienced  engineering  .  .  . 
and  the  foremost  designers  of  our  times.  See  it  todayl 

SEEING  IS  BELIEVING!  A  visit  to  our  plant  to  see  for 
yourself  is  the  best  way  to  convince  you  that  this  is  the 
greatest,  most  exciting  achievement  since  the  creation  of 
aluminum  stormscreen  doors  themselvesi 

A/so  Available  FEDCO  Self-Storing  Door! 


CALL  OR  WRITE  NOW 

Tel:  tfA.  5-240(T 


, - , 

(iii-pt.  n-ii)  I 

FEDERAL  SCREEN  ft  SASH  CO.  | 

85  E.  Merrick  Rd.,  Valley  Stream,  L.  I.,  N.  Y.  I 


federal  screen  &  SASH  CO. 

85  E.  MERRICK  RD.  VALLEY  STREAM,  L.  I.,  N.  Y. 


Please  send  the  complete  story  on  FEDCO. 

DEALER:  . . • . 

ADDRESS  . 

CITY  ft  STATE . PER. 


TO  WITHSTAND 
600  LBS.  HANGING  WEIGHT 
WITHOUT  SAGGING! 

Conclusive  proof  that  beauty  and 
superior  strength  CAN  be  combined! 
FEDCO  did  it — and  you  can  cash  in  on  it! 


fEOCO  "Concealed  Hinge"  DOOR* 

The  FEDCO  Door  Is  Now,  as  Always,  a 

FULL  1^"  THICK! 
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Big  Fall  and  Winter  Market 
...Tap  It  With  This  Tested 


Rifriferatfr-typt 

baked  enamel  finish  won’t 
flake,  peel  or  crack . . .  stays 
new  looking  for  years. 


Every  Childers  door  canopy 
comes  in  one  package 
ready  for  installation. 


Only  three  pieces  to 

put  together  with  Childers. 
No  bundle  of  loose  slats 
to  fool  with. 


Sa  simple  ta  install, 


most  customers  will  do 


100%  aluminum  construction 
gives  longest  possible  life 
. . .  even  bolts  are  aluminum. 


Special  channeling  and 
crimping  adds  extra 
stren^h,  beauty. 
Canopy  supports  180  lb.  man. 


Many  similar  door  canopies  sell  for  as  much 
as  $65.00  installed.  (If  you  question  this 
price,  just  call  door  canopy  dealer  and 
check.)  So  Childers  gives  you  a  real  talk¬ 
ing  and  advertising  price.  At  the  same  time 
you  make  long  profit  with  practically  no 
handling  cost . . .  and  you  get  leads  for  very 
profitable  additional  business. 

I 


Childers  door  canopies  and  awnings  backed  by 
national  advertising  in  America's  leading  magazines. 


*Net  F.O.B.  Houston  after  2%  cash  discount 


Hundreds  of  dealers  hove  sold  profitably 
for  $29.95  plus  installation. 

(Childers  gives  you  the  lowest  price 
in  America  for  this  special  sale.) 


Cash  in  on  the  huge  Do-It-Yourself  market  with  Childers  Packaged  Door  Canopy 


LIFF 


01)1 


s 


) 
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Proved  For  Door  Canopies 
Childers  Promotion  Plan: 


How  to  make  big  awning  profits  all  through  the  Fall  and 
Winter  and  get  good  leads  for  year  'round  business  tool 


You  con  forget  all  you  ever  heard  about  selling  door 
canopies  or  awnings,  because  Childers  has  changed  the 
business.  Last  fall  and  winter  353  Childers  dealers  used 
this  special  door  canopy  promotion  and  their  results  were 
amazing.  One  dealer  ordered  350  in  just  one  day!  Success 
after  success  was  reported  from  every  kind  and  size  of 
town  all  over  the  country  from  Florida  to  Oregon. 

Results  last  year  proved  you  can  make  big  awning  profits 
all  through  the  fall  and  winter  months! 

Here's  how  this  Door  Canopy  promotion  worked 
last  year  for  Childers  dealers: 

Charles  City,  Iowa:  “Sold  60  door  canopies  on  our  first 
promotion.  Never  made  such  quick  and  easy  sales!” 

Billings,  Montana:  “We  sold  door  canopies  with  18”  of 
snow  on  the  ground!  I’m  sold  on  Childers  three-way  com¬ 
bination  of  national  advertising,  quick  installation,  and 
low  prices  for  good  profits.” 


Here  are  all  the  details  you  need  to  start  selling: 

Dates:  September  8, 1953,  to  December  31, 1953. 

Product:  Regular  LH-48  Door  Canopies,  white, 
one  pair  of  stripes.  48"  wide,  43"  projection. 

Price:  Only  $19.97*  in  lots  of  24. 

How  dealer  benefits:  Tested  way  to  sell 
Childers  Door  Canopies.  Many  are  installed  by 

A  complete  door  canopy 
in  every  package.  Top, 
ends  and  Quick  Attach 
Bracket,  plus  a  few 
screws,  are  all  you  handle. 


property  owner. 


Chicago,  Illinois:  “We  featured  the  promotion  in  four  ads 
and  sold  342  door  canopies.  Got  better  than  a  hundred 
leads  on  other  jobs,  too.  Promotions  like  this  make  Childers 
Awnings  a  good  proposition  for  us  all  year  long.” 


What  Childers  does: 

1.  Childers  gives  you  sensational  low  price  starting  Sept. 
8  on  48-inch  wide  nationally  advertised  door  canopy. 


Indianapolis,  Indiana:  “We  did  more  awning  business  in 
November  than  we  did  in  July,  thanks  to  the  push  we  put 
behind  door  canopies.  With  a  little  ‘price’  advertising  we 
can  move  canopies  for  fall  and  winter  protection.” 

Here's  all  you  do  to  get  started: 

1 .  Order  your  stock  of  24  LH-48  Door  Canopies. 

2.  Run  frequent  Door  Canopy  promotion  newspaper  ads 
to  get  leads. 

3.  Feature  a  special  low  sale  price  below  regular  door 
canopy  price. 


2.  Childers  furnishes  FREE  complete  promotional  pack¬ 
age  —  newspaper  ad  mats,  radio  scripts,  1000  door 
canopy  folders — window  streamers.  Everything  you 
need  for  a  profitable  promotion.  Childers  also  offers 
you  all  the  selling  aids  your  salesmen  need — samples, 
3  dimensional  viewers,  sales  portfolios,  literature,  price 
lists. 

Don't  miss  out  on  these  extra  sales  this  year.  Be  the  dealer 
in  your  town  who  breaks  with  this  deal.  Make  extra  money 
and  stir  up  excitement  in  town  with  this  special  Door 
Canopy  sale.  Get  customers  talking  about  you  and  help 
your  business  all  year.  So  act  right  now.  Don’t  miss  a 
single  door  canopy  sale!  Clip  the  coupon  and  mail  it  today. 


CHIIDERS 

TRAOiMARK 

ALL-ALUMINUM 

rmm  Kk  m  m  m  nr.  M  0it>  fmm  PH«iit 

Childers  Awnings  arc  made  in  Amer¬ 
ica's  largest  aluminum  awning  plant. 


MAIL  THIS  COUPON  ORDER  BLANK  TODAY! 


Childers  Manufacturing  Company 

3620  West  11th  Street  (BS-11) 

Houston  8,  Texas 

□  Please  send  me  24  LH-48  Door  Canopies  (white  with  stripe)  @  $19.97* 
each,  and  my  free  door  canopy  promotion  kit.  (For  quickest  delivery  of 
your  order  please  send  check  unless  you  have  established  your  credit 
with  us.)  Check  color  of  stripe:  □  Green  □  Red  □  Brown 

□  Please  send  me  full  information  on  how  I  can  become  a  Childers  dealer 
and  obtain  an  exclusive  Childers  franchise. 

Individual _ Title _ 


Th*  Childurt  Franchit*  it  tha  mot! 
valuabla  awning  franchise  in  America. 


Firm _ 

Street _ 

City _ 

No.  of  Salesmen 


_ Zone _ Sta  te.. , 

_ Type  of  products  now  sold _ 

*Net  r  0  B  H('u«ft'n  after  2%  '■»«h  (t'—'int 
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•  For  exceptional 
weather- tight  seal¬ 
ing  and  easy  work¬ 
ing  features  there 
is  no  substitute  for 
ROLAGLASS. 


EVERYONE  IS  SELLING  ROLAGLASS  WINDOWS 

FOR  BIGGER  PROFITS! 

Alert  dealers  who  aim  at  extra  sales  profits  .  .  . 
sell  ROLAGLASS  inside  storm  windows!  The 
famous  ROLAGLASS  features,  such  as  simplicity 
of  operation — easy  installation — smooth  gliding  on 
rollers — control  of  room  condensation — keeping 
cold  air  out  and  warm  air  in — all  contribute  to  com¬ 
fort  in  winter  and  summer.  Remember,  ROLA¬ 
GLASS  windows  can  actually  be  washed  from  the 
inside. 

The  name  ROLAGLASS  is  your  customer’s  guaran¬ 
tee  of  satisfaction.  Priced  to  sell  easily — at  higher 
profits  for  you.  Write,  wire  or  phone 


EQU/PMKWT 


COMPA^W,  INC. 

8931  CARNEGIt  AVE.  •  CLEVELAND  6,  OHIO 


N  USE! 


^  €] 

!1 

STORM  &  SCREEN 

WINDOWS 

COMPLETELY 

★  SMOOTH  TO  OPERATE  x  80 

★  EASY  TO  DEMONSTRATE  FRAME  SIZE 

★  GLIDE  LOCK  FOR  ADJUSTABLE  VENTILATION 

★  DESIGNED  AND  PRICED  FOR  VOLUME  SALES 


*MORE  PROFIT 

MANUFACTURERS  OF  A  COMPLETE  LINE  OF  CASEMENT 
SCREENS  •  WICKETS  AND  STORM  PANELS 


The  Leader  Window  You  Really  Sell! 

DISTRIBUTORS  WANTED 
K.D.  OPERATORS  WANTED 


FKtory: 

PAMCO  WINDOW  MFC.  CO..  INC. 
1651  L  233rd  Street 
New  Yerk  66,  N.  Y. 
FAiitenks  4-7233 


Factory  Branch; 

TRENTON  STORM  WINDOW  CO.,  INC. 
128  South  Warren  Street 
Trenton,  N.  J. 

TRenton  4-3940 


Factory  Branch: 

PARKCHESTER  OF  WILMINGTON,  INC. 
723  New  Castle  Avenue 
Wilminfton,  Del. 
Wilmington  4  9988 
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IAN  —  makers  of  world-famous 
awniag  wiodows  —  now  offer 


MODEL  FEATURES 


*  oppliM  to  both  models 

'*  applies  te  model  100  only 

*  applies  te  model  150  only 

*  Weather-tight 

*  Exclusive  "Tension-grip  Louver  Clips" 
(pot.  applied  for) 

*  Adjustable  "Magic  Mullions" 

*  Interchangeable  Louvers 

*  Interchangeable  Inside  Screens 
and  Storm  Sash 

*  Rattle-proof 

*  Easy-to-install 

*  299  stock  sizes 

*  Special  design  channel  type  sill 
Special  interlocking  jamb,  head  and  sill, 
corner  fabrication 

*  Deluxe  drip  cap 

*  Weather-stripped 

*  Sloping  sill 

*  Assembles  with  only  8  screws 


Each  is  outstanding  in  design!  Both  are  engineered  for 
performance  perfection! 

Ludman  Windo-Tite  Ja!ousies  are  produced  to  the  highest  quaiit 
standards  in  the  jaiousie  industry.  From  raw  materia!  to  the 
finished  product,  their  quaiity  is  controiled  at  every  step  in 
production.  Heavy  gauge  aluminum  extrusions  are  produced 
from  Ludman's  own  giant  extrusion  press.  Operating  hardware 
is  precision  manufactured  under  the  critical  eyes  of  a  large  staff 
of  inspectors.  The  greatest  care  is  exercised  throughout  to  make 
every  Ludman  Windo-Tite  Jalousie  matchless  in  beauty 
and  performance. 

Ludman  Windo-Tite  Jalousies  give  you  everything  homeowners, 
builders  and  architects  want  in  a  jalousie  —  beauty,  ease  of 
operation,  rugged  construction,  lifetime  dependability  and 
freedom  from  maintenance. 

When  you  sell  Ludman  Windo-Tite  Jalousies,  you  sell  them  with 
complete  confidence  that  every  installation  will  help  you  sell 
another!  Why  sell  any  other  Jalousie! 


Th«  product  that 
hat  it,  oamt  it. 


-'^GMraBlM4by> 

GMd 


Ludman  offers  distributors  and  deolers  the 
greatest  selling  opportunity  in  the  home 
improvement  field.  Write  for  soles  franchise 
plan  to:— 


Dept.  BS-11,  North  Miami,  Florida 
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K.D.  PLANT  OPERATORS  TO  MAKE 

STAYLITE  FIBERGLASS  AWNINGS 


SMALL  INVESTMENT... 

Yes,  a  small  investment  makes  you  an  awning 
manufacturer.  Here's  a  profitable  companion 
product  that  offers  exceptional  profit  both 
on  the  retail  level  and  for  your  dealer- 
organization.  Many  successful  K.D 
plants  (names  on  request)  now  in 
operation.  Simple  to  fabricate  — 
easy  to  install.  A  big  sales 
builder  because  no  other 
awning  offers  these  ex¬ 
clusive  advantages  .  .  . 


LOOK  AT  THESE 

SELLING  POINTS 


\ 


Rugged  Fiberglass,  also  used  for  boats, 
car  bodies,  fishing  rods,  etc. 

Shuts  out  glare  but  lets  soft  light  filter  through. 
Impregnated  colors  cannot  chip  or  peel. 

Nothing  to  deteriorote,  nothing  to  rust. 

For  windows,  patios,  door  shelters,  etc. 

Lighter  than  aluminum  .  .  .  stronger  than  steel. 


EXCLUSIVE  TERRITORIES 


Due  to  our  recently  expanded  facilities,  we  can 
now  offer  additional  plants.  But,  new  territories 
ore  limited  and  you  most  act  at  once  to  be  m 
operation  by  sprino. 


WRITE  OR  CALL  . .  e  Dealers  —  Write  for  Address  of  Your  Nearest  Supplier 


STAHL  INPUSTRIES^  Inc. 

PRIMS  MANUFACTURERS  OP  FIBERGlASS  PANELS 

807  MARKET  ST.,  YOUNGSTOWN,  OHIO  -  PHONE  Rl.  6-7687 


&  Home  Improvement  Dealer 
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Detigned  for  BIGGEST  YEAR  ’ROUND  PROFITS 


j  Booth  No. 

'  116  MAYNARD  PLASTICS,  INC. 

181  Spencer  Ave.,  Chelsea,  Mass. 

45  NASH  MANUFACTURING  CO. 

46  45  So.  Broadway 
Long  Branch,  N.  |. 

109  NATIONAL  GYPSUM 
COMPANY 

1 10  Buffalo  2,  New  York 

53  NATIONAL  HEATHER  STONE 
CO.,  INC. 

2105-2107  Gillingham  St. 
Philadelphia,  Pa. 

102  NORTH-EAST  METAL 
PRODUCTS  CO. 

Merrick,  New  York 

94  OLEY  PRODUCTS,  INC. 

95  199  Wahl  Ave.,  Inwood,  L.  I..  N.  Y. 
206  PECORA  PAINT  COMPANY, 

INC. 

3501  North  Fourth  St,,  Phila.,  Pa. 

70  PERMALUM  WINDOW 
COMPANY 

71  Nassau  Terminal  Road 
New  Hyde  Park,  N.  Y. 

91  RE-NU-IT  CORPORATION 

92  424  West  42nd  St.,  N.  Y.,  N.  Y. 

93 

106  REYNOLDS  METALS  COMPANY 
2000  So.  9th  St.,  Louisville,  Ky. 

62  THE  RUBEROID  COMPANY 
500  Fifth  Ave.,  New  York,  N.  Y. 
64  SECURITY  SASH  &  SCREEN  CO. 
385  Midland  Ave.,  Detroit,  Mich. 

78  SHOWER  DOOR  COMPANY  OF 
AMERICA 

79  973  Peachtree  St.,  N.E. 

Atlanta,  Ga. 

68  SILVERCOTE  PRODUCTS,  INC. 

161  E.  Erie  St.,  Chicago,  III. 

104  STORM  MASTER  CORP.  of 
NEW  YORK 

4332  Bullard  Ave.,  N.  Y.  66,  N.  Y. 
89  STORM  WIZARD  MANUFAC¬ 
TURING  CO. 

2338  E.  York  St.,  Philadelphia,  Pa. 

80  SUN  SASH  COMPANY 

38  Park  Row,  New  York,  N.  Y. 

76  SUPRADUR  CORP.  of  N.  Y. 

122  East  42nd  St.,  New  York,  N.  Y. 
124  TELE- KING  CORPORATION 
601  West  26th  St.,  New  York,N.  Y. 
117  UNION  MACHINE  COMPANY 
75  Michigan  Ave. 

Kenilworth,  N.  j. 

51  UNITED  STATES  GYPSUM 
COMPANY 

300  West  Adams  St.,  Chicago,  III. 
210  WEATHERPANEL  SIDINGS,  INC. 

285  Chandler  St.,  Buffalo  7,  N.  Y. 
212  WESTMORELAND  METAL  MFC. 
CO. 

Mrinor  &  Bleigh  Sts.  Phila.,  Pa. 

81  WINSULITE  MFC.  COMPANY 
721  N.  Central  Ave. 

Baltimore,  Md. 


Competitively  priced  for  distributors  and 
dealers 

Fast  Delivery  You  Can  Count  On 
Exclusive  Territories  for  Your  Protection 
Quality  and  Value  That  Shows  .  .  .  and  Lasts 


Packed  with  CUSTOMER  APPEAL  FEATURES 

•  100%  extruded  63  ST5  Alumi-  e  EXCLUSIVE:  Full  3%"  wide  door 

'’um  frame  for  maximum  strength  and 

e  Reinforced  corners  for  lifelong  distinctive  appearance 
strength 

•  Fingertip  window  control  •  Aircraft-type  rivet  construction  on 

•  Interlocking  design  for  airtight  door 

,  .....  •  Vinyl  plastic  bottom  door  seal 

•  Fool-proof  automatic  locking  de¬ 
vice  on  windows  *  Extra-heavy  door  kickplate 

DISTRIBUTORS,  DEALERS  &  K-D  OPERATORS! 

Write  today  for  FREE  BROCHURE  and  High  Discount 
Price  List  or  .  .  .  Visit  our  plant 


Company 


Arnot  Place,  Lodi,  N.  J. 
GRegory  3<G937 


NERSICA  Exhibitors 


Booth  No. 

202  KESSLER  PRODUCTS  CO. 

4521  Lake  Park  Rd. 

Youngstown,  0. 

103  DAVID  LEVOW  . 

308  West  20th  St.,  N.  Y.,  N.  Y 

119  LIFETIME  INDUSTRIES,  INC. 
629  Bergman  Ave.,  Louisville,  Ky. 

87  LINCOLN  PRODUCTS  CORP. 
1010  Sunrise  H’way,  Baldwin,  N.  Y. 

213  LISCO  PRODUCTS,  INC. 

179  Liberty  Ave.,  Mineola,  N.  Y. 

107  LYF-ALUM,  INC. 

164  E.  Wisconsin  Ave. 
Oconomowoc,  Wise. 


{Continued  from  Page  80) 


Booth  No. 

85  lOHNS-MANVILLE  SALES  CORP. 

86  22  East  40th  St.,  New  York,  N.  Y. 

63  lONES  &  BROWN,  INC. 

439  Sixth  Ave.,  Pittsburgh,  Pa. 

97  K  and  Z  MANUFACTURING  CO., 

98  INC. 

Greensburg,  Pa. 

115  KEASBEY  &  MATTISON 
COMPANY 
Ambler,  Pa. 
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Name. 


Tfenisoii 


WEATHERSTRIPPED'JMOUSIES 


THE  FIRST  COMPLETELY  VINYL 


'fO  SIOCKJ 


With  Dwison  KD  ( knockdown )  units  you 
save  on  shijiping  costs,  storage  space,  stock 
requir^Head  and  sill  available  in  4"  incre¬ 
ments,  iambs  in  3^//'  increments  .  .  .  supply 
any  size '^intlow  or  door  with  simple  saw  cut. 

*  f* 


Seven  packaged  KD 
i  units  take  no  more 
space  than  one  as- 
sembled  window. 


‘^^•»;Only  a  screwdriver 

^  screws  needed  k 
for  simple  assembly  W 
4<iK  4t  of  Denison  KD  units.  ' 


^  ^Glttss  louvers  slide 
■^^inta  place  . . .  are  held 
^yVsecure  with  exclu- 
tension-seal®* 
,  lottver  clip**® 


•••Pat,-Aii)ipb|V 

••Copyrfj^f'i|^^^lenis()n  Corp. 


TO  SELL! 


Rugged  e.xtruded-aluminum  con 
weatherstripped  storm  sash  intq 
able  with  recessed  screen,  slopifl 
features  that  sell. . .  and  these  M 
features  make  new  customers  M 


Patented  adj^^^^j 
tension  -  sea 
elip***prm|i^j^- 
itive 

air,  water 

. . .  prev^fitew^ng. 


SpecU^^^^t  inte¬ 
gral  /Ayfesap  with 
fulLOjBttaa^g  directs 
raim^a^Bl&of  drain- 
iv^roS^^from  lou- 


;^r4-Gl^plete  weather- 
■fjtfstripping  on  jamb'as 
p(|PW*ll  as  head  and  sill 
/or  protection  in  any 
^  climate. 


Denison  JaIotisW|S|0i5ri4e^^^^  sparkling 
for  regular 

for  doors  .  . .  convert'd^aiT]gifig^^m|^^^i^hMf  • 

all-purpose  rooms  .  .  . 

useful. 

I 

ESTABLISH  YOURSELF  IN  THIS  PROFITABLE  NEW  MARKET  NOW! 


M  DENISON  CORPORATION 
||  Dapt.  BS-1 
I  1890  N.  E.  146Hi  Straat 
I  North  Miami,  Florida 

I  Please  send  me  full  information  on  Denison  Jalousies. 


j  Company_ 
I  Address  — 


WEATHERMASTElt  JALOUSIES  DIVISION  OF 


=3  THE  TRADEMARK 
_  3  OF  QUALITYI 
It's  stamped 

.VI  al.  .:ii 


DEALERS  '  DISTRIBUTORS 
Certain  desirable  territories  are  available 
MAIL  THIS  COUPON  TODAY! 


&  Home  Improvement  Dealer 


STOP 

LOSING  SALES 

STOP 

Installation 

Headaches 

STOP 

Worrying  — 

Period 

START 

having  peace  of  mind 

START 

doing  it  the  easy  way 

★ 

MAKERS  OF 

3  TRACK 

FLEETWOOD 

STORM  WINDOWS 

Also  Imperial  and  Storm  Wizard 


LEAD  COMPnmON 
by  SELUNG  and 
BUYING  RIGHT! 


WE  HAVE  THE  ANSWER 
IT'S  YOURS  FOR  THE  ASKING 

Call  or  Write  Now 

FOR  COMPLETE  INFORMATION 


STORm  lUIZRRD  phiir,  pr  53  e  vorh 

wwiAniiH  CRrfield  B-BIDO 


B.  S.  Reporter 

(Continued  from  Page  64) 

$1  Million  Air 
Conditioner  Order 

A  million-dollar  order  for  self- 
contained  air  conditioning  units — 
believed  to  be  the  largest  single 
transaction  covering  this  type  of 
equipment  in  the  history  of  the 
industry  —  was  announced  recent¬ 
ly  by  Carrier  Corporation. 

The  number  of  individual  units 


involved  is  approximately  1,000 
and  these  will  be  purchased  by 
Carleton-Stuart  Corporation,  dis¬ 
tributor  for  Carrier  in  New  York 
City  and  Westchester  County,  ac¬ 
cording  to  John  M.  Bickel,  Carrier 
vice  president.  Unitary  Equipment 
Division.  Larger  than  the  familiar 
room  air  conditioners,  they  range 
in  size  from  2  to  15  horsepower 
and  will  be  installed  in  stores, 
offices  and  other  commercial  estab¬ 
lishments. 


The  million-dollar  order  covers 
only  self-contained  units  of  the 
type  used  primarily  in  commercial 
air  conditiong,  and  does  not  include 
Carleton-Stuart’s  very  substantial 
1954  requirements  for  year-round 
residential  units,  room  air  condi¬ 
tioners  and  built-up  systems  for 
commercial  and  industrial  use. 

*  «  « 

Mullins  Appoints 
Portland  Distributor 

The  appointment  of  Schafer- 
Wright,  Inc.  as  distributor  of 
Youngstown  Kitchens  in  the  Port¬ 
land,  Oregon,  area  is  announced  by 
C.  D.  Alderman,  vice-president  in 
charge  of  merchandising  for  the 
kitchen  firm. 

Established  in  1951,  Schafer- 
Wright  is  one  of  the  outstanding 
appliance  distributors  in  the 
Northwest.  The  company  is  head¬ 
ed  by  Ward  R.  Schafer,  former 
sales  vice-president  for  Hotpoint 
and  who  was  vice-president  and 
general  manager  for  Coolerator 
before  he  joined  Stanley  Wright 
in  establishing  the  Portland  dis¬ 
tributorship. 

Wright,  vice-president  of  the 
firm,  is  president  of  Weight’s,  Ltd. 
of  Vancouver,  British  Columbia, 
and  active  in  many  other  business 
lines  in  Canada.  Schafer- Wright 
has  established  a  Youngstown 
Kitchens  division,  headed  by  Her- 
schel  Johnson. 

♦  *  ❖ 

Meyer  Is  Corrulux 
Technical  Director 

Raymond  W.  Meyer,  for  the  last 
five  years  active  in  the  develop¬ 
ment  of  techniques  involving  the 
use  of  fiber  glass  for  reinforce¬ 
ment  of  plastics,  is  the  technical 
director  of  the  Corrulux  Division 
of  Libbey-Owens-Ford  Glass  Com¬ 
pany,  it  was  announced  by  Joseph 
S.  Finger,  president  of  the  divi¬ 
sion. 

Mr.  Meyer  joined  the  Corrulux 
operation  as  plant  superintendent 
two  years  ago  after  several  years 
as  a  development  engineer  work¬ 
ing  with  plastics  and  fiber  glass  at 
Newark,  Ohio. 

(Continued  on  Page  92) 
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SPACO 


THE  SOUTH'S  OLDEST 
ALUMINUM  AWNING  MFGi 


/S  £XPANDING!  \ 

1^' 


?}■ 


Si- 


Join  the  Profit  Parade 
with  5PA(0 


Aluminum  Awnings 


^  Your  Price  for  this 
Door  Canopy  only 


Check  these 
Superior  Features: 

•  Easy  to  install 

*  Interlocking  slats 

'  Baked  enamel  finish 
’  Eleven  colors 


95 


in  lots  of  3  or  more 


18"  drop 
42"  projection 
50"  wide 


SIMILAR  LOW  PRICES 
ON  ALL  SPACO  AWNINGS 


Complete  line:  RESIDENTIAL,  INDUSTRIAL,  COMMERCIAL 


STOCK  OR  CUSTOM  BUILT 
NO  SIZE  TOO  LARGE  OR  SMALL 

Direct  from  factory  to  dealer. 
No  Inventory  Fast  Delivery 


Compare  these  prices: 

30"  drop,  48"  projection,  20'  wide  —  $95.09 
18"  drop,  72"  projection,  15'  wide  —  $91.49 

F.O.B.  plant 


All  braces  furnished  except  pipe  stanchions. 


Wire,  write,  or  call  today  for  complete  information. 

SPACO  MFG.  CO. 

P.  0.  BOX  113  HUNTSVILLE,  ALABAMA 


&  Home  Improvement  Dealer 
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JL3vJUL:SiO\Ji  I  I 


Distributorships 
A  vailable 


B.  S.  Reporter 

(Continued  from  Page  90) 


DISTRIBUTORS 

DEALERS 

Two  New  Profit  Makers 


McDermott  Metals  Co. 
Expands  Facilities 

Offices  and  main  plant  will  be 
maintained  at  Edgemont  and  Tioga 
Streets,  Philadelphia  34,  Pa.,  in 
this  expansion  program.  Four  acres 
of  ground  and  buildings  for  expan¬ 
sion  and  development  have  been 
purcha.sed  at  Kresson,  New  Jersey. 
Located  on  Route  73,  12  miles 
from  Tacony-Palmyra  or  Delaware 
River  Bridges,  3  miles  from  No.  4 
exit  on  the  New  Jersey  Turnpike. 

These  new  facilities  are  now 
being  u.sed  for  the  warehousing  of 
special  extruded  shapes;  hollow 
window  and  door  shapes  will  be 
available  in  63  ST  6  alloys;  and 
housing  the  engineering  and  re- 
.search  departments.  Here  the 
McDermott  Metals  Company  engi¬ 
neers  will  develop  new  uses  for 
aluminum  extrusions  and  make 
“test-runs”  for  manufacturers  in 
the  development  of  their  new 
products. 

Paul  Rebola  is  the  warehouse 
manager  at  Kresson,  New  Jersey, 
and  John  Capman  is  the  chief  sales 
engineer.  All  correspondence  is  to 
be  addressed  to  McDermott  Metals 
Co.,  Inc.,  Edgemont  and  Tioga  Sts., 
Phila.  34,  Pa. 


It  Floats 


The  latest  aluminum  horizontally 
sliding  combination  unit  for  sliding 
eluminum  windows. 

The  Master  Frame  is  Spring  Load¬ 
ed  and  adjusts  automatically  to 
variations  in  the  prime  window 
wood  surrounds. 


THE  ARISTOCRAT  OF 
ALUMINUM 


EXTRUDED  ALUMINUM  WICKET  TYPE 


The  most  practical  and  economical 
stcrm  window  for  Simplex  and  Pro¬ 
jected  Casement  Windows.  Made 
with  built-in  Vent  Door  for  access 
to  locking  handles. 


STEEL  WINDOW  PRODUaS  CO. 

550  NASSAU  ROAD 

Roosevelt,  L.  I.,  N.  Y. 
Freeport  9-3401 


ALUMINUM 

LUBRICANT 


FIVE  CROWN  ROINTS  OF 
^  ROYATSO^^ 

SVROfHMt— •Kif«  “YwlstV  Mock 
«se4  to  mMre  ittMily 

—  fcy  •xctosivo 
- f  ••<hrow»(.iirtte^,llie  Moti  4o«inMl 

*  7  OIIOIIIittwrt,o  4ilForoiice  is  te 

^  ^  the  etiilwollty  of  slesIsH 

My*  ROYM**rWISr’~homity»mof. 

- •  peseed  lo  skiflfol  crofNe*  ol 

•iwmiawiii 

fMf  CAtT.|TTIt~"ref*«torito** 
— '  IlnisbesI  coroer  oraomoots,  M. 

MiM  A  aoMlMK  lAatet 


New  Distributors  For 
Aluminum  Announced 

Appointment  of  two  new  di.s- 
tributors  for  Reynolds  Aluminum 
has  been  announced  by  the  com¬ 
pany,  through  its  General  Sales 
Office  in  Louisville,  Kentucky.  The 
new  distributors  are  Pennsylvania 
Industrial  Supplies  Company,  Inc., 
856  West  North  Avenue,  Pitts¬ 
burgh,  and  Ontario  Metal  Supply 
Company,  Inc.,  91  Mount  Hope 
Avenue,  Roche.ster,  New  York.  The 
two  firms  will  warehouse  specialty 
aluminum  wire,  rod  and  bar 
(screw  machine  stock)  products. 

The  two  distributors  are 
equipped  to  provide  prompt  serv- 
(Continued  on  Page  94) 


Helps  Prevent 
Corrosion 

Mokes  Windows 
Operate  Freely 

Not  Affected  by 
Temperature 


See  for  yourself  what  an  amazing 
product  THACK-EZE  is! 

Sticking  and  binding  aluminum 
windows  slide  like  magic  with  one 
application. 

Send  $1.90  today  hr 
introdnctbry  tube  of 
TRACK-EZE. 

SILVER'S 

Standard  Equipment  Co. 

I  I  National  Distributors 

^  ^  308  Western  Ave. 

South  Bend  19,  Ind. 


FACTORIES 
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Ridge  channel  .  .  .  the  ridge 
meshes  with  the  embossed 
louvre  pockets  to  form  on 
obsolutety  tight  weother 
seol. 


Lorge  bronze  bearings  .  . 
thot  insure  trouble-free  op- 
erotiors  —  odd  long  life  to 
your  window  - —  no  further 
momtenonce  required. 


Embossed  louvre  pockets, 
thot  mesh  with  the  ridged 
chonnci  —  no  light  shows 
through  tight  weother 

seoi. 


MAIL  THIS  COUPON  TODAY! 


Louvred  Window  Hardware! 

.  .  .  America ’s  largest 
selling  lowest  cost 
louvred  window! 


ONLY  SUN-SASH  gives  you  all  these  outstanding  EXCLUSIVE 
features  in  the BiiSJ PATENTED  "Side-Seal"* 
louvred  window  hardwarel 


•  Ridged  ehann*!  .  .  .  the  rid^e 
meshes  with  the  embtissed  louvre 
pockets  to  form  an  absolutely 
tight  weather  seal.  The  patented 
SUN-SASH  "Side-Seal”  makes 
all  other  louvre  windows  ob¬ 
solete.  —  No  light  shows  thru ! 

e  fressere  staling  .  .  .  when  all 
glass  louvres  are  closed,  a  cam 
action  seals  the  glass  against 
glass  under  terrific  pressure. 

•  Wlda  leavres  ...  the  SUN- 
SASH  6"  louvre  blades  gives 
better  visibility,  are  easier  to 
clean  from  the  inside,  keeps 
glass  replacements  to  a  mini¬ 
mum,  and  furnishes  better  air 
and  weather  control. 


•  Largast  broiua  bearings  .  .  . 

that  insure  trouble-free  easy 
operation.  These  large  bronze 
bearings  insure  longer  life  to 
your  window. 

•  PaMlag  .  .  .  with  the  new 
"Side-Seal”  unit  SUN-SASH  can 
be  repainted  up  to  three  (3) 
coats  of  ordirury  house  paint — 
no  rubbing  on  the  sides. 

•  floating  aetlan  .  .  .  exclusive 
concealed  dual  operating  rods 
working  in  perfectly  balanced 
coordinated  opposite  directions 
means  easier  positive  operation. 
A  strong  rugged  handle  is  easily 
operated  with  one-hnger  control 
...  no  gears  to  strip  or  pins 
to  break  with  SUN-SASH. 


DEALERS  .  .  .  before  you  buy  any  louvred  window,  compare  SUN-SASH 
exclusive  patented  features  —  the  value  —  the  low  cost  and  adaptability 
of  this  largest  selling  louvred  window.  Write  today  for  more  information, 
prices  and  details  or  how  you  can  become  a  SUN-SASH  Dealer. 

♦PATENTED  BY  NACO 


Please  rush  rne  information  on  h  iw  I  can  become  a 
SUN-SASH  Dealer. 


NAME . 

ADDRESS. 
CITY . 


SUN-SASH  COMPANY 

.*18  Park  Raw  New  York  38,  N.  Y. 


<S  Home  Improvement  Dealer 


r 


B.  S.  Reporter 

(Continued  from  Page  92) 

ice  and  technical  assistance  on  the 
products,  and  will  maintain  an 
adequate  inventory  of  all  standard 
alloys  and  sizes  to  provide  greater 
availability  for  these  products  in 
the  Pittsburgh  and  Rochester 
areas. 

*  *  * 

Tracy  Kitchens  Oilers 
Awards  To  Salesmen 

Tracy  Kitchens,  Division  of 
Edgewater  Steel  Company,  Pitts¬ 
burgh,  Pa.,  have  announced  the 
Tracy  Gold  Rush  Salesmanship 
award  for  Kitchen  Prospectors,  to 
their  Di.stributors  and  Dealers. 
The  Tracy  Gold  Ru.sh  is  a  Sales¬ 
manship  Award  and  everybody 
can  earn  equal  recognition. 

A  $45.00  Schaeffer  Signature 
Pre.sentation  Pen  and  Pencil  Set 
is  being  awarded  to  each  person 
who  qualifies  by  meeting  the  min¬ 
imum  Salesmanship  requirements. 


Tracy  Kitchens  are  manufactur¬ 
ers  of  Stainless  Steel  Sinks  and 
Steel  Cabinets.  Complete  Gold 
Rush  Salesmanship  Award  details 
can  be  had  by  writing  Tracy 
Kitchens,  Division  of  Edgewater 
Steel  Company,  Pittsburgh  30, 
Pennsylvania. 

*  *  * 

Venetian  Blind  Assoc. 

Meets  in  New  York 

A  special  pre-fall  season  meet¬ 
ing  of  the  Venetian  Blind  Associa¬ 


tion,  Chapter  6,  sponsored  by 
Venetian  blind  suppliers  in  the 
metropolitan  area,  was  held  re¬ 
cently  at  the  Hotel  New  Yorker 
in  New  York  City.  Approximately 
100  persons  representing  both 
wholesale  and  retail  Venetian  blind 
supplier  and  manufacturing  con¬ 
cerns  attended  the  meeting. 

Plans  for  the  fall  season  which 
include  a  comprehensive  .sales 
training  and  merchandising  pro- 
(Continued  on  Page  96) 


Seated  ot  the  speaker's  table  from  left  to  right  at  the  Venetian  Blind  Association  Meeting 
ore:  Seymour  Gershuny,  C-Mor  Company,  New  York  City;  Milton  Mondel,  Ace  Venetian 
Blind  Co.,  Cambridge,  Mass.;  Arnold  A.  Wassermon,  Arrow  Metal  Products  Corp.,  Haskell, 
N.  J.;  Harold  DeJong,  DeJong,  Inc.,  Long  Island  City,  N.  Y.;  Earl  B.  Lifshey  is  the  speaker. 
Comprehensive  Fabrics,  N.  Y.;  Miss  Minita  Westcott,  Venetian  Blind  Association  of 
America;  Ned  B.  Miller,  Miller  Table  Pad  &  Venetian  Blind  Company  of  Brooklyn,  N.  Y. 


A  New  Concept  in  Storm  Windows ! ! 


■M 


the  HOLDEN  CASEMENT 

and 

the  HOLDEN  POLICY 

NO  DOUBLE  TALK  —  ONLY  FACTS 


The  HOLDEN  CASEMENT  Will  Be 
EASIER  to  SELL  &  INSTALL  Than  2-Lights. 

REPUTABLE  DEALERS  —  GET  OUR  FRANCHISE 

BE  THE  LEADER  IN  THIS  LUCRATIVE  FIELD! 

THREE  CHOICE  TERRITORIES  HAVE  ALREADY  BEEN  TAKEN 

J.  MINSHALL  HOLDEN 

BROOKHAVEN  ROAD,  WALLINGFORD,  PA. 
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w  home  IneuUtlnff  products. 

SECUR  MASTER  .  .  . 

O  Can  be  ordered  K.D.  or  Lineal 
•  Is  hinged  for  easy  cleaning 
O  Is  available  in  Standard  Siaes 
O  Is  Quality  Construction 

SICUSITY’S  FAMICAnON  PLAN  INAUIS  YOU 
TO  CONTSOL  DlUVnY  OPt 

1 .  Secur  Seal  Double  Hung  units 

2.  Basement  Combinations 

3.  Inside  Casemenu  (Secur  Temp) 

4.  Sliding  Windows  and  Screens 


CUSTOM  ROLL 
FORMING 


STAMDAltD  SHAHS 
AVAILABli 
IMMSDIAmn 

All  standard  shapes  are  in* 
Tcntory  items.  RUSH  ORDERS 
are  processed  TODAY. 

HELD  MEN  ARH:  AVAILABLE  FOR  CONSULTATION. 


EXCLUSIVE  TERRITORIES 


COMPOUNDS 

every  building  material! 

Whether  it’s  brick,  stucco,  asbestos-cement 
siding,  shingles,  metal  or  wood  .  .  one  of 
the  26  permanent  colors  of  CALBAR 
Caulking  Compound  will  match  or  harmo¬ 
nize  perfectly!  Non-hardening,  non-siaining 
CALBAR  is  easier  and  faster  to  use  .  .  com¬ 
plies  with  Federal  and  ACPA  specifications. 

write  for  details  and  prices 


CALBAR  PAINT  &  VARNISH  CO. 


Manufacturers  of  Technical  Products 

MNI  M 
•SHIN 

iT*«1 

Manufacture  your 
own  window 

from  lineal  Stock. 

No  large  Inventories  ore  necessary. 

All  ports  needed  to  moke  windows  ore 
furnished  except  gloss  and  screen  wire. 

If  interested  in  handling  a 
window  that  has  eye  ap¬ 
peal  and  ease  of  operation, 

WRITE  OR  CALL 

ALCO  WINDOW  INDUSTRIES 


2134  N.  Harlem  Ave.,  Chicago  35,  III. 


Tuxee«  9-3252 


Phtiitt  — 


CMstM*  3-8060 


&  Home  Improvement  Dealei 


95 


Aluminum  Official  Predicts 
Ample  Supply  Not  Far  Away 

Keen  Johnson,  vice-president 
and  director  of  public  relations, 
Reynolds  Metals  Company,  today 
told  the  National  Association  of 
i  Aluminum  Distributors,  meeting 
at  Colorado  Springs,  Colorado, 
that  “The  horizon  of  tomorrow  has 
an  aluminum  lining.  The  day  is 
rapidly  approaching  when  you  can 
get  all  the  aluminum  you  can  sell, 
due  primarily  to  the  fact  that 
‘  there  has  been  a  big  increase  in 

Expanded  Facilities 

The  expanded  facilities,  the  new 
reduction  plants  built  by  primary 
producers  are  getting  into  produc¬ 
tion.  The  day  when  you  can  be 
sure  of  getting  aluminum  in  the 
quantities  you  want  is  not  far 
distant.” 

Mr.  Johnson  said  that  produc¬ 
tion  of  primary  aluminum  in'  the 
United  States  increased  475  per 
cent  between  1939  and  1952,  and 
that  more  than  4,000  new  peace¬ 
time  uses  for  aluminum  have  been 
developed.  Aluminum  production 
in  1952,  on  a  volume  basis,  was 
i  greater  than  the  combined  pro¬ 
duction  of  copper,  zinc  and  lead, 
Mr.  Johnson  pointed  out. 

Findings 

Referring  to  findings  of  the 
President’s  Materials  Policy  Com¬ 
mission,  Mr.  Johnson  said :  “Of  all 
the  metals  reviewed  it  was  pre¬ 
dicted  that  aluminum  has  the 
greatest  growth  potential  within 
the  next  quarter-century,  and  that 
by  1975,  demand  for  the  metal 
may  quite  possibly  quintuple.  Ac¬ 
cordingly,  by  1975  the  United 
States’  consumption  of  primary 
j  aluminum  might  be  in  the  neigh¬ 
borhood  of  7,200,000,000  pounds.” 

Mr.  Johnson  told  the  distribu¬ 
tors:  “Tension  and  anxiety  are 
prevalent.  More  than  six  million 
sleeping  pills  are  taken  every 
night.  The  world  is  in  ferment, 
but  no  one  can  tell  whether  the 
result  will  be  champagne  or  vine¬ 


ftastics 


YATES 

COMPANY 


E.XTRUDED  PLASTIC  PRODUCTS 
Precision  Extruders  oi  Rods.  Tubes,  Strips, 
Special  Shapes  lor  builders  hardware,  chem¬ 
ical  industries,  electronics,  iumiture,  toys. 
Send  inguirifs  for  engitiffring  recommendations. 

YATES  Company 
Cemetery  Road  Erie,  Pa. 


gar.  The  one  group  that  can  pre¬ 
vent  a  depression  are  the  salesmen 
of  America.  A  robust,  lusty,  sus¬ 
tained  selling  drive  will  do  more 
to  prevent  a  recession  than  any 
other  single  thing.” 


B.  S.  Reporter 

{Continued  from  Page  94) 

gram  were  discussed.  The  events 
of  the  meeting  were  highlightetl 
by  speeches  made  by  Miss  Minita 
Westcott,  Managing  Director  of 
the  Venetian  Blind  Association  of 
America  with  headquarters  in 
Chicago,  and  Earl  B.  Lifshey,  Vice 
President  in  charge  of  merchandis¬ 
ing  of  Comprehensive  Fabrics  in 
New  York. 

*  *  * 

National  Homes  Corp.  Names 
Beatrice  West  os  Decorator 

Beatrice  West,  who  has  created 
a  unique  field  for  herself  in  the 
decorating  world,  the  design  and 
color-styling  of  modern  homes  for 
building  developments,  has  been 
appointed  decorator  and  color  con¬ 
sultant  for  all  the  homes  across 
the  country  to  be  built  by  National 
Homes  Corp.  of  Lafayette,  Indi¬ 
ana,  James  Price,  president  of  the 
corporation  announced  today. 

“Our  1952-53  project  for  the 
building  of  the  Coronet  model 
homes  across  the  country  in  31 
states  was  so  successful,”  said  Mr. 
Price,  “that  we  have  again  re¬ 
tained  the  services  of  Beatrice 
West,  w’ell-knowm  colorist-decora- 
tor-designer,  to  create  and  execute 
the  color  and  decorating  theme  for 
our  Pacemaker  line  for  1953-54." 

Beatrice  West  has  become  w  ide¬ 
ly  known  for  her  interior-exterior 
decorative  color  schemes  in  the 
housing  development  field.  Her 
work  in  Levittown,  Long  Island, 
and  in  Levittown,  Bucks  County. 
Pa.,  and  others,  has  placed  this 
type  of  decorating  in  a  specialized 
category  of  its  own. 

(Continued  on  Page  100) 
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WHILE  YOUR  FOOT'S 


IN  THE  DOOR 


LOOK  UP  AT  THE  EAVES 


Make  Big  Profits  with 
Reynolds Aluminum  Gutters 


Ogee  and  Half-C^ound, 
smooth  and  stipple- 
embossed.  ^ 


Tap  the  tremendous  market  of  homes  with  no 
gutters  or  bad  gutters!  Just  show  any  prospect 
a  sample  of  these  beautiful  aluminum  gutters 
and  you’ve  started  a  sale.  And  because  they  are 
low  cost,  you  can  close  at  a  price  attractive  to 
your  customer  and  highly  profitable  to  you! 

Remember,  these  gutters  go  up  with  slip- 
joint  connectors— no  soldering.  You  can  use 
either  strap  hangers  or  spikes  and  ferrules.  Op¬ 
erators  estimate  6  hours  to  do  a  6-room  house. 
And  the  finished  job  sells  more  jobs... because 
it’s  a  really  beautiful  home  improvement,  rust¬ 
proof ,  non-staining,  permanent.  Mail  coupon  for 
full  information.  Reynolds  AAetals  Company, 
Building  Products  Division,  Louisville  1,  Ky. 


Go  Up  Fast  with  No  Special  Skill ! 
(NO  SOLDERING) 


W  DEA 


ALSO  CHECK  COUPON  FOR  THE  BEST 
DEAL  IN  INSULATION-CLEANEST, 
QUICKEST  TO  APPLY-WITH  THE 
BRIGHTEST  SALES  APPEAL  IN 
THE  BUSINESS! 


Reynolds  Metals  Company 
Building  Products  Division 
2044  So.  Ninth  St.,  Louisville,  Ky. 

Please  send  full  information  on 
□  Gutters  CH  Reflective  Insulation 

Nam*-— _ _ _ 

Address - - - 

City _ ‘ _ State—. 


REYNOLDS  ^ALUMINUM 


SEE  "MISTER  PEEPERS,"  storring  Wally  Cox,  Sundoys,  NBC-TV  Network. 
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Perfect  Permanent  Protection! 


SEAL  DRAFT 

Metal  Sash  Weatherstrip 

LOOK  AT  ALL  THt  ftATURiSI 

Highest  quality  full  spring  ten-  Easily  adjustable  to  warpage 
sion  chrome  aluminum!  of  vent  frame! 

No  drilling  —  no  rivets,  pins,  Absolutely  does  not  “bind”  ven- 
cement  or  glue!  tilator  operation! 

“Snaps  on”  and  “stays  put”.  Seals  perfectly — shuts  out 
Can’t  come  off!  drafts,  dust  and  dirt! 

All  metal  —  no  rubber,  plastic  Quickly  installed  in  just  a  few 
or  felt  to  fall  off!  minutes  per  opening! 

Exceptionally  neat  and  trim —  Permanent  for  all  time  —  no 

beautifies  any  window!  serv’ice  “call-backs”! 

LOW,  ECONOMICAL  PRICE! 

Thousands  of  installations  all  over  the  nation  have  conclusively  proven  eco¬ 
nomical  Seal-Draft  Metal  Sash  Weatherstrip  to  be  the  most  trouble-free  and 
fool-proof  weatherstrip  of  all. 

ATTENTION  DEAURSI 

For  Weatherstrip  Dealers  ...  A  whole  new  field  of  profitable  sales  on  the 
millions  of  un-weatherstripped  metal  windows  installed  the  last  few  years!  For 
Casement  Storm  Window  I)ealers  .  .  .  Satisfied  customers  are  yours  with  positive 
elimination  of  “vent  crackage”  infiltration.  Seal  Draft  is  available  in  Lineals  and 
handy,  convenient  “Redi-Cut”  sets.  Write  for  Price  List. 


**Th0  Wool's  Foremost  Metal  Weatherstrip  Manufacturer" 


SUN  SCREEN  PRODUCTS 

107  N.  MAPLE  ST.  SPOKANE,  WASHINGTON 


Here’s  what 
you  want 


in  an 

ALUMINUM  AWNING 

No  leak  patented  inter-locking  Fifteen  colors;  guaranteed  high- 

staves  for  added  strength.  grade  auto  enamel. 

Lower  Cost,  Better  Quality,  Higher  Ail  aluminum  fittings  —  fewer 

Profits.  screws. 

As  one  of  the  oldest  awning  manufacturers,  we  have  worked  out  a 

DEALER  and  DISTRIBUTOR  PLAN 

keyed  to  your  profits!  It  requires  no  investment,  includes  adver¬ 
tising  support,  prompt  deliveries  and  exclusive  territories. 

^  Fall  will  be  a  BIG  awning  season!  WRITE,  PHONE 
OR  WIRE  TODAY  lor  literature  and  details,  ^ 

Sterling  AWNING  COMPANY 

Belpre,  Ohio 


Box  305 


Phone:  8-7998 
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WARNER  WEATHER-MASTER,  U.  S.  A. 


We  have  no  intention  of  presuming  on  the 
Theory  of  Relativity  as  propounded  by  Profes¬ 
sor  Einstein  .  .  .  but  in  our  own  case  we  see 
the  relationship  of  one  thing  to  another  —  and 
we're  quite  proud  of  it. 

The  fact  Ts  that  many  people,  all  over  the 
country,  are  intimate  parts  of  the  Warner  or¬ 
ganization.  They  know  it.  We  know  it.  Whether 
they  buy  directly  from  us  as  distributors  —  or 
as  dealers  buy  from  our  distributors,  we  are 
all  of  us  as  entwined  together  as  the  fibres  in 
a  mat  rug.  It  is  more  than  dependence  on  each 
other.  More,  even,  than  confidence  in  each 
other's  ability  to  connect  with  other  "fibres" 


r®’  Guarantead  by  ^ 
I  Good  Housekeeping  j 


making  a  whole  unit.  We  think  it  is  that  after 
all,  when  all  the  little  fibres  have  contributed 
themselves  toward  the  making  of  a  complete 
"whole"  —  a  new  and  unexpected  "thing"  is 
created  therefrom  . . .  something  intangible,  per¬ 
haps  even  supernatural.  But  its  presence  is  felt 
and  expressed  in  devious  ways. 

By  existing,  this  mysterious  force  binds  a  wide¬ 
spread  organization  together,  provides  a 
happy,  wholesome  atmosphere  of  work,  play 
and  brightness  of  future,  and  casts  an  overall 
feeling  of  well-being  that  dealers  like  to  be  in 
and  customers  like  to  buy  from. 

Everything,  we  say,  is  relative.  The  tangible 
and  intangible  —  all  relate  to  our  moving  to  a 
larger  plant  very  soon.  And  vice  versa.  We 
hope  you'll  make  it  a  point  to  visit  us  soon  at 
265  WATSESSING  AVENUE,  BLOOMFIELD, 
NEW  JERSEY  ...  so  we  can  exercise  our  rela¬ 
tivity  on  a  more  personal  basis. 


lU  R  R  n  E  R 

ivi 

UJeather-Rlaster 


WARNER  MFG.  CORP 


855  COMMUNIPAW  AVENUE 
JERSEY  CITY  4,  N.  J. 
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lay-out  of  the  franchised  plant, 
and  supervision  of  production  will 
be  furnished  by  Craft  Metal  Prod¬ 
ucts  so  that  the  manufacturing 
operation  gets  off  to  a  fast  smooth 
start. 

All  patents  on  the  Bree-Zee-Vent 
Awning  will  be  made  available  and 
patent  protection  will  be  furnished. 
One  of  the  major  problems  for  a 
new  manufacturer  is  always  distri¬ 
bution,  and  here  again  help  is  pro¬ 
vided  in  the  training  of  sales  force, 
advertising  service,  and  the  formu¬ 
lation  of  a  distribution  pattern. 

Mr.  H.  C.  Robinette,  Vice-Presi¬ 
dent  of  Craft  Metal  Products,  Inc. 
has  appointed  the  Roscoe  Adver¬ 
tising  Agency  Inc.,  of  Wilkes- 
Barre,  Pa.,  to  direct  all  advertising 
for  his  company  and  all  franchised 
dealers.  The  advertising  plans  are 
being  formulated  for  both  national 
and  local  campaigns. 

Mr.  Robinette  also  announced 
the  appointment  of  Martin  J. 
Hayes,  Scranton,  Pennsylvania, 
public  relations  executive  as  fran¬ 
chise  director  for  the  appointment 
of  franchised  manufacturing  asso¬ 
ciates  for  Bree-Zee-Vent  all  Alum¬ 
inum  Non  Glare  Awings  through¬ 
out  the  United  States  and  Canada. 


#  All  you  do  is  assemble,  screen 
and  glaze.  No  cutting,  drilling  — 
no  screws,  nuts,  bolts  or  rivets 
are  needed  or  used! 

#  The  only  window  especially 
designed,  machined,  and  pre¬ 
cisely  cut  for  KD  assembly. 

#  No  special  tools  needed. 


Everything  included.  Nothing 

else  to  buy  except  screen  and  .  w 

glozing  materials. 

See  Scott  Windows  on  display  In  tho  John  Wanantakor  Philo,  Store 

Thousands  Sold  •  Thousands  of  References 
Experienced  •  High  Rated  •  Responsible  Backing 


For  TODAY'S  profits  as  wall  ^ 
as  a  solid,  long  form  connection 

WRITE  «  WIRE  •  PHONE 

about  a  VALUAHE 
PROTECTED  FRANCHISE 


C.  L.  Meyer  of  Ceco 
Dies  At  67 

C.  Louis  Meyer,  67,  industrial¬ 
ist,  philanthropist,  and  founder 
and  chairman  of  the  board  of  Ceco 
Steel  Products  Corporation,  died 
suddenly  October  5  in  Lake  Forest, 
Illinois.  He  maintained  a  residence 
at  955  East  Spring  lane  in  Lake 
Forest  and  spent  part  of  his  time 
simplification  and  production  cost  at  Bilyeu  Farm,  Pinehurst,  North 
reduction.  During  this  same  period  Carolina. 

a  top  engineering  firm  has  been  at  Services  were  held  October  8  in 
work  building  compact,  high-speed  the  Church  of  the  Holy  Spirit, 
machinery.  Lake  Forest.  Interment  was  pri- 

The  franchise  will  be  for  basic  vate,  in  Pinehurst. 
manufacturing,  not  K.D.  or  fabri-  In  1912  he  founded  the  Concrete 
cation,  and  will  enable  the  fran-  Engineering  Company  in  Omaha 
chise  holder  to  make  deliveries  in  to  promote  his  invention.  With  the 
24  Jiours.  Manufacturing  costs  addition  of  other  metal  building 
will  be  approximately  half  the  products,  the  firm  later  changed 
present  prices,  and  the  whole  its  name  to  Ceco  Steel  Products 
operation  can  be  set  up  in  a  mini-  Corporation,  with  general  offices 
mum  of  floor  space.  Complete  {Contirmed  on  Page  102) 


„  a  fo"  ® 

screens,  SUOING  a, 

storing.  Ideal 

institutions  and 
homes. 


NOTE  OUR  NEW  ADDRESS! 

SCOTT  WINDOWS 

N.W.  COR.  EMERALD  &  BOSTON  STS. 
PHILADELPHIA  25,  PA. 

Phone:  GArfield  6-6050 


B.  S.  Reporter 

{Continued  from  Page  96) 

Croft  Metal  Products,  Inc.,  To 
Set  Up  Mfg.  Franchises 

Craft  Metal  Products  Inc., 
manufacturers  of  Bree-Zee-Vent 
Aluminum  Awnings,  is  enjoying  a 
banner  year.  Volume  for  the  year 
of  '53  wlil  be  better  than  twice 
than  that  of  1952.  Over  the  past 
year  they  have  been  developing 
and  engineering  their  product  for 
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l^eMuCb' 


Exclusive 
Adjusto- Mafic 
Comers* 


A  BRAND  NEW  IDEA  ~  A  COMPLETE  REVOLUTION  IN 

ALUMINUM  JALUUSIE 


The  Quality  Engineered 

ADJUSTO  MATIC 

(No  Cutting  Necessary) 


The  only  windows  that 

S-T-R-E-T-C-H 

fo  fit! 


Interlocking  -I 
operator  bar.  £ 
Weather  strips  r* 
the  sides. 


•  Exclusive  features  •A  superior  •  And  more  soles 
mean  o  superior  product  means  meon  greater 
product.  more  soles.  profits  for  you! 


Stainless 
Steel  Wedge 
holds  glass. 
No  screws, 
no  bending, 
no  forcing 
glass  into 
clip.* 


Quality  engineered  for  a  lifetime  of  service  with  63  ST-5  Extruded  Aluminum.  Easily  installed  by  conven¬ 
tional  methods.  Infinite  range  of  sizes  by  the  exclusive  Adjusto  -  Mafic  (no  cutting)  feature  eliminates  mistakes 
in  measuring.  Mullions,  when  needed,  are  l/IOth  the  cost  of  others  and  are  simple  to  install.  Write  for 
complete  information  on  the  Silver  Line  Jalousie  Windows  today. 

Made  by  the  Union  Machine  Company,  nationally  famous  for  the  Silver  Line  Storm  Doors,  Jalousie  Doors, 
and  prefabricated  Jalousie  porch  enclosures. 


Exclusive  territories  open  for  distributors. 

rFor  further  information,  contact  Union 
Machine  Co. 

After  December  1,  our  new  and 
larger  plant  will  be  located  at: 

708  COLFAX  AVFNUE .  KENlLWOltTH.  N.  J. 


V  I  uvt: 


LINE 


THE 
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\eVS 


,.\fAk\arkey  ^ 


about  a  prime 
source  for 


CUSTOM  ALUMINUM 
EXTRUSIONS 
and  ROLL  FORMED 
SHAPES 


Thm  H.  D.  Wmrtwr  Company  may 
bo  your  ideal  supplior  bocauso,., 

W«’re  big 
enough 

to  handle  the  largest 
job.  We  have  the  know¬ 
how  and  the  most  modern 
production  equipment  in 
the  world  for  producing 
custom  aluminum  extru* 
sions  and  roll  formed 
shapes . . . olso  T4,  T6  heot 
treoting  equipment. 


We’re  small 
enough 


to  handle  even  modest  assign¬ 
ments  with  the  care  and  indi¬ 
vidual  attention  you  want  them  to  have. 


We’re  alert 
enough 

to  meet  delivery  dotes 
promptly  realizing  that 
SERVICE  is  part  of  our  job. 
it's  one  big  reason  why 
our  customer  list  grows 
every  doy. 


Try  us  and  see  if  you  don’t  like 
the  way  we  serve  you— phone 
MU  6*2595  to  discuss  your  par¬ 
ticular  requirements... or  write 


R.  D.  Werner  Company,  Inc.  Dept.  1-6 
295  Fifth  Ave.,  New  York  16,  N.  Y. 


Custom  Extrusion  and  Roll  Forming 
Aluminum  or  Stainless  Steel 


B.  S.  Reporter 

{Continued  from  Page  100) 

in  Chica^ro  and  plants  and  ware¬ 
houses  coast  to  coast. 

He  leaves  his  widow,  Mary 
;  Luman  Meyer;  two  daughters, 
Mrs.  Robert  Hall  of  Omaha  and 
Mrs.  C.  Foster  Brown,  Jr.,  of  Win- 
netka ;  and  four  grandchildren. 

*  *  * 

j  Reynolds  Developing 
I  Haiti  Ore  Reserves 

j  Reynolds  Mining  Corporation,  a 
wholly  owned  subsidiary  of  Rey¬ 
nolds  Metals  Company,  has  begun 
the  development  of  its  aluminum 
ore  re.serves  in  Haiti,  according  to 
an  announcement  in  Richmond, 
Virginia,  by  Richard  S.  Reynolds, 
Jr.,  President  of  Reynolds  Metals 
Company.  The  announcement  fol¬ 
lowed  the  return  from  Haiti  of 
Walter  L.  Rice,  President  of  Rey¬ 
nolds  Mining  Corporation,  after  a 
conference  with  President  Paul 
Magliore  of  Haiti. 

The  principal  depo.sits  of  the 
Company,  Mr.  Rice  said,  are  lo¬ 
cated  about  80  miles  from  Port- 
au-Prince  near  the  port  of  Nira- 
goane.  He  said  a  natural  protected 
harbor  provides  deep  water  facil¬ 
ities  which  will  accommodate  the 
largest  modern  self-unloading  ore 
carriers.  The  deposits  are  5  miles 
from  deep  water  and  extend  over 
an  area  along  a  plateau  approxi¬ 
mately  2500  to  3000  feet  above  sea 
level.  The  project  in  Haiti,  Mr. 
Rice  said,  will  cost  several  million 
dollars. 

*  *  * 

i 

I  NAHB  Convention  In 
Chicago  Jan.  17-21 

I  The  most  spectacular  display  of 
1  building  materials  and  equipment 
ever  as.sembled  and  a  convention 
program  designed  to  present  all 
the  latest  developments  in  home 
building  await  delegates  to  the 
10th  Annual  Convention  and  Ex¬ 
position  of  the  National  Associa¬ 
tion  of  Home  Builders  January 
j  17-21  in  Chicago. 

Exhibits  will  be  located  not  only 
at  the  Conrad  Hilton  Hotel,  as  in 


the  past,  but  also  at  the  Sherman 
Hotel.  All  exhibit  space  was  sold 
out  in  September,  convention-expo¬ 
sition  director  Paul  S.  Van  Auken 
reported.  There  will  be  nearly  300 
firms  exhibiting,  with  at  least  50 
of  them  participating  in  the  expo¬ 
sition  for  the  first  time.  The  record 
total  of  nearly  500  exhibit  spaces 
will  fill  all  available  exhibit  space 
at  the  two  hotels. 

Reports  from  the  exhibitors  in¬ 
dicate  that  scores  of  new  products 
will  be  unveiled  at  the  show  as  well 
as  hundreds  of  new  models  and 
recent  product  improvements. 
From  the  standpoint  of  diversifi¬ 
cation  of  products,  the  forthcoming 
exposition  will  surpass  anything 
in  the  10-year  history  of  the  show. 
Van  Auken  said.  Products  to  be 
shown  will  range  from  forms  for 
the  foundation  to  the  raincap  on 
the  chimney  and  everything  in 
between. 

There  will  be  more  of  the  how- 
to-do-it-better  presentations  and 
technical  clinics  which  have  proved 
so  popular.  Up-to-date  reports  will 
be  given  on  all  significant  research 
developments.  The  mortgage  fin¬ 
ance  situation  and  selling  and  mer¬ 
chandising  methods  will  come  in 
for  intensive  study.  In  developing 
the  program,  special  stress  is  being 
placed  on  the  needs  and  interests 
of  the  smaller-volume  builders, 
Fett  announced. 

Both  the  Conrad  Hilton  and  the 
Sherman  will  be  used  for  the  pro¬ 
gram  sessions,  and  frequent  free 
bus  service  will  be  provided  be¬ 
tween  the  two  hotels  for  the  con¬ 
venience  of  delegates. 

{Continued  on  Page  118) 

New  Products 

{Continued  from  Page  56) 

ing  or  damage  to  the  facing  of  any 
fireplace. 

This  new  Thermo-Rite  fireplace 
screen  has  a  sturdy  brass  frame 
in  which  are  mounted  a  pair  of 
doors  of  heavy,  full-vision  glass. 
The  glass  is  crystal  clear,  allows 
the  heat  to  radiate  evently. 

{Continued  on  Page  105) 
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wmiexavstve 

Hfm 

PIVOT 

CONTROL 


/?■  Guoranltad 
I  tead  Heawkccpin^ 


NATIONALLY  ADVERTISED 

*  Good  Housekeeping  Magazine 

*  Better  Homes  and  Gardens 

*  The  American  Home 


YOUR  KEY  TO  EASIER 
AND  MORE  PROFITABLE 


SALES 


Years  ahead  of  any  other  window  .  .  .  feature  packed  to 
make  every  prospect  a  sure  sale  .  .  .  Winstrom's  new  window 
PIVOT  CONTROL  does  everything  but  sell  itself!  Here  is  every 
single  engineering  feature  your  customers  want  ...  all  built 
into  a  window  that  is  demonstration-perfect  and  saleable! 

Winstrom  gives  you  exclusive  PIVOT  CONTROL 

...  But  that's  not  all!  You  get  expanders  on  all 

sides  •  Satin  Finish  •  Double  Slide  Action 

Bolts  on  Ball  Bearings  (all  panels)  •  Extruded  I 

63ST5  Aluminum  •  Protectively  Packaged  ^  V 

•  3  Channel  Frame  •  Anti-Rattling  Features  \ 

•  Positive  Interlock  .  .  .  And  Many  More  I  I 


the  PROFITABLE  BENEFITS  of 
these  SERVICE  FREE  windows 


Write  Now!  Our  representatiye  will  demonstrate  Winstrom's  complete  line 
of  Inside  Sliding  Casements,  Picture  Windows  (2  types).  One  Light  Units, 
and  our  famous  “Triple  Shield"  3  Track  .  .  ,  all  with  the  ability  to  fit  any 
existing  window  opening. 


inSTRO 


MANUFACTURING  CORPORATION 
15-40  127TH  ST.,  COLLEGE  POINT  56,  N.  Y. 


WHO  SEE  IT 


AND  BUY  IT 


Customers  Recommend 
Their  Neighbors  ! 


uiinsTRoms 

KLEENEASV  ACTION 


GLASS  PANELS  AND 
SCREEN  PIVOT  IN 
FOR  EASY  CLEANING 
WITHOUT  REMOVAL 
FROM  FRAME 


PROTECTIVELY  PACKAGED 

Delivered  by  our  own  trucks  into  1 1  Past¬ 
ern  States  .  .  .  With  Field  Managers  to 
help  dealers  in  their  respective  localities. 

TELEPHONE:  FLushing  3-5550 


&  Home  Improvement  Dealer 


I  ^  ENGINEERING  CO. 

I  I\6.B0X\175 
Branchville  Statipn,  Md. 

yiuin  Plant:  ^Hl26  Sl.st  PI.,  (U)lli’ilc  Park,  Md 


MORE  SALES 
QUICKER  PROFITS 


Even  after  taxes 


(for  double  hung  windows)  Does 
Perfect  Selling  Job  for  Dealers 

Sell  ’em.  Install,  ’em,  Forget  ’em.  .  .  .  Thanks  to  the  amazing 
simplicity  of  the  newest  storm  windows  on  the  market  today. 
Only  2  working  parts  in  the  entire  installation  give  all  the  features 
of  ordinary  double,  triple  and  even  quadruple  track  windows.  Needs 
only  2  tools  to  assemble. 

This  new  storm  window  costs  less  ...  so  you  sell  more!  You’ll 
make  more  money  selling  these  storm  windows  at  a  price  every 
storm  window  should  be,  BUT  ISN'T. 


Price  $6.50  K.D. 

Also  Avoilable  Assembled 


Eagle's  NEW  Casement  Storm  Window 

(All-Aluminum)  Practically  Sells  Itself 

This  brand  new  Casement  Storm  Window  is  available 
for  immediate  delivery.  .  .  .  IVi"  Dead  air  space  to 
control  condensation  .  .  .  installed  permanently.  .  .  . 
Drafts  through  primary  windows  are  prevented  by 
weather-stripping  seal.  .  .  .  Unlimited  quantity. 


Get  This  Valuable  Franchise  While  Territories  Are  Available 


EAGLE  ENGINEERING  COMPANY 

P  O  Box  175 

Brgnchville  Station,  Morylond 


Please  send  me  complete  information  on  how  I  can  make 
bigger  profits  with  your  Double  Eagle. 


NAME 


ADDRESS 


ZONE 


STATE 
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New  Products 

{Continued  from  Page  102) 

The  doors  are  hung  on  full 
length  piano-type  brass  hinges 
that  allow  full  opening,  conse¬ 
quently  making  it  easy  to  place 
logs  or  coal  into  the  fire. 

Two  draft-doors  are  located  at 
the  bottom  of  the  screen  and  can 
be  moved  open  and  shut  to  permit 
oxygen  to  feed  the  fire,  thereby 
accurately  regulating  the  burning 
speed  of  any  fuel.  The  doors  sel¬ 
dom  get  dirty  because  a  diverter 
plate  across  the  ventilator  doors 
keeps  a  draft  of  clean  air  sweeping 
over  the  inside  of  the  doors.  This 
protects  the  glass  again.st  smoke 
and  soot. 

The  Thermo-Rite  improved  tem- 
pered-glass  screen  is  designed  to 
fit  any  fireplace  from  the  conven¬ 
tional  to  the  most  modern.  The 
solid  brass  frame  of  the  screen  is 
fitted  on  the  outside  of  the  fire¬ 
place,  overlapping  the  opening, 
and  is  available  in  sizes  ranging 
from  23%"  to  50%"  in  width  and 
from  24l^"  to  SS'js"  in  height. 
They  are  delivered  complete  with 
all  the  hardware,  including  screws 
and  mason  anchors  and  can  be 
installed  by  anyone  who  has  the 
ability  to  use  the  simplest  tools. 

*  *  * 


Plastic  Tile  Used  In 
Binghamton  Hotel 

Pittsburgh  Interlock  Plastic 
Wall  Tile,  which  has  been  used  .so 
successfully  by  hundreds  of  Hotels 
(Continued  on  Page  106) 


Here’s  the  lock  to  Match  the  Quality 


of  your 
comhination 
aluminum 
doors! 


Dexter  No.  1116 

with  locking  dovic*  iniido, 
disc  tumbler  cylinder  lock 
outside.*  So  tin  Anodized 
Aluminum  finish. 


Another  Quality  Dexter  Lock  —  made  by  the  World*8 


Largest  manufacturer  of  locks  for  combination  doors 


No  single  unit  in  a  combination  aluminum  door 
is  more  important  than  the  lock.  That  is  why 
Dexter  offers  locks  that  insure  maximum 
security  and  beauty,  built  for  rugged  service 
—  to  match  the  qualities  of  the  aluminum  door 
itself.  Write  today  for  comp’f'*^  information. 

These  Features  Make  Dexter  a  Better  Lock! 

TWO-SPRING  ACTION  —  Lever  handle  never  sags  when 
doar  clases 

TRIM  —  All  exposed  parts  aluminum.  Satin  Anodized 
finish  (US28) 

INTERIOR  PARTS  —  Cold  rolled  steel,  rust  protected 

REVERSIBLE  —  Comoletely  reversible  for  any  hand  of 
door.  No  reversing  of  parts  necessary 

DOOR  THICKNESS  — Fits  doors  to  1’/."  thick.  No 
adjustments  necessary 


DEXTER  LOCK  COMPANY 

GRAND  RAPIDS,  MICHIGAN 
A  SUBSIDIARY  OF  NATIONAL  BRASS  COMPANY 


-L 

%"( 


■14. 


latch  Case  Fits  Thin  and 
Narrow  Extrusions 

*  Also  available  in  two 
other  models:  a  lock 
with  plain  plate  out¬ 
side,  no  key  operation; 
a  lock  with  emergency 
pass  key  operation 
from  outside. 


In  Canada: 

Dexter  lock  Canada  Ltd., 
Guelph,  Ontario 
In  Mexico; 

Dexter  Locks,  Plata  Elegante,  S.A.  de 
C.V.  Monterrey,  Nuevo  Leon 


KEEP  YOUR 

Something  Wonderful 

WATCH  FOR 

EYE  ON 

Is  Happening  in 

JALOUSIES 

SPECIAL 

NORTH-EAST 

ANNOUNCEMENT 

l\  ^  Phone:  FReeport  9-1862 

fil^,i^th-edst  irr 

/  \  / 

y  Merrick,  Long  Island,  New  York 
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Al  uminum  Combination 


Casement 


Sash-Screen  and 
Doors... 


UNIQUE  INTERLOCKING 
DESIGN  COVERS  VENT 
OPENING 

1.  CORK  INSULATION 

2.  DOUBLE  STRENGTH 
GLASS 

3.  EXCLUSIVE  DRIP  CAP 


Exclusive  Territories 
Available 


QUALITY  COMBINATIONS  ARE  OUR  BUSI 

NESS.  MAKE  “WIN-SUM”  YOUR  QUALITY 

UNIT  FOR  GOOD  PROFITS  AND  EASY  SALES. 

WRITE ...  WIRE 

PHONE 

New  Products 

(Continued  from  Page  105) 

and  Institutions  across  the  coun¬ 
try,  has  recently  transformed  more 
than  120  bathrooms  of  the  Hotel 
Arlinjrton  of  Binghamton,  New 
York,  into  rooms  of  beauty.  Inter¬ 
lock  was  installed  in  each  bath¬ 
room  in  just  a  few  hours  without 
any  mess  and  practically  no  incon¬ 
venience  to  guests. 

By  installing  Pittsburgh  Inter¬ 


lock,  maintenance  and  cleaning 
costs  have  been  reduced  because 
with  just  a  whisk  of  a  damp  cloth, 
the  tile  is  “new"  bright  at  once. 
Pittsburgh  Interlock,  sold  nation¬ 
ally  by  Jones  &  Brown,  Inc.,  439 
Sixth  Ave.,  Pittsburgh  19,  Penn¬ 
sylvania,  can  withstand  tempera¬ 
tures  up  to  175  degrees  Fahren¬ 
heit,  and  the  makers  of  Interlock 
claim  that  the  tile  won’t  chip, 
craze,  crack,  fade  or  peel.  Pitts¬ 
burgh  Interlock  is  ideally  suitable 


for  kitchens  or  bathrooms  and  is 
available  in  hundreds  of  exciting 
color  combinations. 

Interlock  also  makes  an  ideal 
wall  covering  for  halls,  stairways, 
and  is  even  highly  recommended 
for  covering  freezer-locker  walls. 
Because  of  a  special  patented  in¬ 
terlocking  feature  on  every  tile, 
each  tile  locks  together  and  makes 
for  perfect  alignment  and  a  posi¬ 
tive  water-seal.  The  Hotel  Arling¬ 
ton  remodeling  contract  was  given 
to  Kitchen  Specialties  Company  of 
Johnson  City,  New  York. 

*  *  * 

Thermoray  Heat  Panels  Oiler 
Economy  and  Safety 

New  economy  in  electric  heating 
is  offered  by  ThermoRay,  a  wall 
heater  which  emits  radiant  heat 
and  also  creates  a  flow  of  warm 
air.  To  economy,  convenience, 
cleanliness  and  controllability, 
ThermoRay  adds  an  unusual  de¬ 
gree  of  safety,  because  of  its  ex¬ 
clusive  features  which  include  an 
asbestos  composition  heating 
panel. 


The  ThermoRay  wall  heater,  a 
permanent  unit  which  attaches  to 
or  recesses  into  the  wall,  is  easily 
installed  in  old  and  new  buildings. 

The  new  ThermoRay  heaters 
have  a  remarkably  low  initial  in¬ 
rush.  They  deliver  full  heat 
quicker  and  require  a  very  low 
percentage  of  current  over  the 
rated  capacity  in  the  first  few 
minutes  of  operation.  They  thus 
offer  unusual  economy  in  electrical 
heating. 

ThermoRay  has  proved  extreme¬ 
ly  popular  in  homes  and  offices 
because  of  its  cleanliness,  comfort 
and  convenience.  With  each  room 
or  zone  thermostatically  controlled, 
it  is  possible  to  obtain  heat  to  suit 
individual  fancy  or  requirements. 

ThermoRay's  safety  is  unparal¬ 
lelled.  With  the  heat  panel  con¬ 
structed  of  a  special  asbestos  com¬ 
position,  there  is  nothing  to  break 
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or  shatter.  The  heating  element 
is  buried  inside  it.  Even  though 
the  heat  panel  is  safe  to  transient 
contact,  an  attractive  louvre  keeps 
prying  hands  at  a  distance. 

ThermoRay  wall  heaters  have  ^ 
the  approval  of  Underwriters’  | 
Laboratories,  Inc.  and  of  the  De¬ 
partment  of  Water  Supply,  Gas 
and  Electricity  of  the  City  of  New 
York.  They  are  available  in  watt¬ 
age  ratings  of  750  and  1250  for 
operation  on  115  or  230  volts. 
There  is  a  five  year  manufactur¬ 
er’s  guarantee. 

ThermoRay  heat  panels  are  also  | 
available  for  a  variety  of  applica-  ; 
tions,  including  ovens,  food  warm¬ 
ers,  aquariums,  motor  armature 
drying  and  other  purposes. 

Special  sizes  and  shapes  can  be  j 
made  to  order. 

For  information,  write  Thermo¬ 
Ray  Corporation,  Dept.  BS,  141 
East  44th  Street,  New  York  17. 
New  York.  i 


New  '54  Quiet  Kool  Room 
Coolers  To  Bow! 

The  new  1954  Quiet  Kool  room 
air  conditioners  will  make  their 
debut  at  the  Refrigeration  and  Air 
Conditioning  Exposition  in  Cleve¬ 
land  Nov.  9th  to  12th  at  booth  715. 


Don't  let  Cold  Weather  Cool  Oj^  your  Sales  Force! 

ACT  NOW  —  and  be  sure  of  new 

STEADY  WINTER  BUSINESS 


WITH  THE  SENSATIONAL 


A  completely  redesigned  line  by 
the  well  known  industrial  design 
firm  of  Donald  Deskey  Associates 
will  reveal  many  new  features 
from  both  an  aesthetic  and  me¬ 
chanical  point  of  view. 

“Styling  and  Colors  will  take  the 
trend  of  the  new  professional  and 
domestic  interiors,  with  compact¬ 
ness  and  tasteful  simplicity  to  sup¬ 
port,  but  not  dominate  the  modern 
room,’’  observed  Eugene  M.  Peters, 
v.p.  of  Quiet  Kool  .sales,  as  the  fir.st 
units  came  from  the  assembly 
lines. 

Some  of  the  features  will  be, 
thermostatically  controlled  sealed- 
in  heating,  adjustable  grilles  for 
directional  air  flow,  and  airscoopf, 
for  air  intake.  The  full  l:ne  of¬ 
fered  is  the  1/3  HP,  1/2  HP,  %  HP, 
1  HP  and  the  II/2  HP. 

{Continued  on  Page  108) 


^^«(m^5-FT.  glass  aluminum  $QQ95 
TUB  ENCLOSURE  fiAicedtaieUat  gg-o"" 

ALSO  AVAILABLE  IN  SVi  FT.  SIZE  FOR  $114.95  retail 


FEATURES  WHY  THE 
Beauti-Dor  Tub  Enclosure 
IS  YOUR  BEST  BUY! 

•  Extra  heary.  heat  treated,  rust 
proofed,  highly  polished  aiumi- 
num. 

•  Aluminum  prcterted  against 
weather  changes  and  handiing 
mars  by  new  oii  treatment.  Spe- 
ciai  polishing  powder  Includeti 
with  each  unit. 

•  Fine  Belgium  Glass  —  in  our 
special  Starllte  .Aristocrat  pat¬ 
terns  —  Imported  from  tbe  cen¬ 
ter  of  the  glass  industry  of  the 
world— AT  NO  EXTRA  COST 
TO  TOUI 

•  Double,  Overhead,  ball-bearing 
rollers  —  Cadmium  Plated. 

•  Neoprene  Rubber  Glass  Chan¬ 
nels. 

•  Silent,  Easy  Operation. 

•  Lesi  tha  t  30  minutes  to  install. 


Manufactured  by 

SHOWER 

ENCLOSURES^  INC 

1227-P  West  Devon  Ave. 
Chkage  40,  Illinois 


(live  your  sales  force  the  BE.XUTI-DOR- Tub  Enclosure  Nowt 
Start  at  once  to  receive  this  amazing,  New  winter  volume  I 
The  BEAUTI-OOR  is  a  natural  for  you!  With  both  the  S  ft.  and 
ft.  sizes  to  offer,  you  can  meet  the  needs  of  93%  of  the  homes 
in  your  city. 

The  BEAUTI-DOR  is  without  equal!  Priced  for  mass  sales  —  yet 
built  and  styled  for  the  finest  homes.  Vou  must  see  it  to  believe  itt 
And  you  profit  in  TWO  ways  .  .  .  from  its  sale  and  from  its 
installation. 

Others,  like  yourself,  are  finding  BEAUTI-DOR  a  gold  mine.  When 
you  get  our  prices,  plus  our  proved  sales  plan,  backed  by  a  power¬ 
house  of  advertising  and  sales  promotion  —  You’ll  know  why! 

Keep  your  sales  force  hot  —  don’t  let  cold  weather  cool  them  off! 
All  you  have  to  do  is  mail  the  coupon  for  the  facts  now. 

EXCLUSIVE  FRANCHISEE  TERRITORIES  ALSO  AVAILABLE  with 
the  most  terrific  offer  in  the  entire  industry.  Full  details  on  request. 

MAIL  THIS  COUPON  AT  ONCE! 


S  Shower  Encloturos,  Inc. 

■  1727-P  West  Davon  Avenue 

■  Cnicogo  40,  lllliitols 

•  Please  ruth  me  the  cenpicte  BEAUTI-DOR  Profit  Stery. 

.  . . aia  dealer . at  a  diotributer .  as  an 

S  excli'sive  Franchise*. 

■  Name  . 

•  Company  . 

2  Addrsot  . 

2  City .  Zon* .  8Ut* . 
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New 

Low 

Prices 


in  effect 


October  15 


Use  the  Coupon  to 
Get  Our  Free  Catalog 


DECO-GRILLES, 

Inc. 


502  Park  Place,  Long  Beach,  N.  Y. 
Long  Beach  6-1644 

Please  RUSH  Your  Free  Catalog 


COAAPANY 


ADDRESS 


New  Products 

{Continued  from  Page  107) 

Calcinator  Announces  New 
Home  Incinerators 

Calcinator  Corporation,  Dept. 
BS,  28th  &  Water  Sts.,  Bay  City, 
Michigan,  have  recently  announced 
their  new  1954  gas  and  electric 
models.  According  to  Mr.  Donald 
i  H.  Davidson,  Sales  Manager  of  the 
I  company,  the  new  1954  models 
incorporate  many  new  changes  in 
design  and  engineering  that  make 
home  disposal  of  garbage  and 
trash  quicker  and  easier  for  the 
housewife  than  ever  before.  Mr. 
Davidson  continues  that  calcina¬ 
tion  of  all  burnable  garbage  and 
trash  in  the  home  is  bringing  a 
new  era  of  sanitation  and  conven¬ 
ience  to  the  American  housewife. 


The  gas  and  electric  Calcinators 
consume  all  food  wastes,  bones, 
egg  shells,  rags,  old  shoes,  paper, 
cardboard,  vacuum  cleaner  dirt  — 
practically  anything  except  cans 
and  bottles.  No  water  or  sewage 
connections  are  necessary.  They 
can  be  installed  wherever  a  suit¬ 
able  flue  is  accessible.  The  new 
1954  gas  and  electric  Calcinators 
are  UL  and  AGA  approved,  carry 
the  Good  Housekeeping  Seal  and 
are  accompanied  by  a  5-year  war¬ 
ranty. 

The  electric  model  using  600 
watts  during  a  24-hour  ‘period  is 
the  only  f  11-electric  home  type 
incinerator  on  the  market  today. 
Normal  imput  for  gas  model  is 
continuous  at  1700  B.  T.  U.  A 
selector  control  increases  input  to 
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3000  B.  T.  U.  when  fast  burning  | 
is  desired.  Both  models  operate  at  j 
a  cost  of  only  a  few  cents  a  week,  j 

Gas  and  electric  Calcinators  are  ! 
available  in  two  models,  standard  j 
—  metallic  brown;  and  deluxe  — 
white;  both  are  baked  enamel  sili¬ 
cone  finishes. 

*  *  * 

Booklet  Has  Complete  Data 
On  Control  of  House  Moisture  ^ 

The  problem  of  excessive  indoor 
moisture  in  homes  —  its  cause,  ; 
effects,  prevention  and  control —  | 
is  given  far-reaching  and  well-  j 
documented  study  in  a  72-page 
booklet  just  published  by  the  Na¬ 
tional  Mineral  Wool  Association,  i 

Generously  illustrated,  “How  to 
Control  Moisture  in  Homes”  is  di¬ 
rected  to  home-owners  and  crafts¬ 
men  in  the  building  trades  as  well 
as  to  architects,  contractors,  ap-  | 
plicators,  materials  manufacturers,  | 
dealers  in  supplies  and  others  with  i 
a  day-by-day  stake  in  residential 
construction.  Technically  explicit, 
though  written  in  simple  language, 
it  is  said  to  be  the  most  compre¬ 
hensive  treatment  of  this  single 
subject  ever  assembled  and,  in 
fact,  the  first  time  such  a  total  of 
pertinent  information  has  ever 
been  gathered  between  covers  as 
a  unit. 

Copies,  at  25  cents  each,  may  be 
obtained  by  writing  to  the  Na¬ 
tional  Mineral  Wool  Association, 
2906  RKO  Building,  Rockefeller 
Center,  New  York  20,  N.  Y. 

*  *  * 

New  Air  Control 
Floor  Diffuser 

The  new  Air  Control  No.  42 
Floor  Diffuser  for  perimeter 
installations  has  been  announced. 
For  the  first  time,  it  offers  the 
Heating  and  Ventilating  trade  a 
smartly  styled  floor  diffuser  with 
outstanding  performance  and  very 
low  resistance. 

The  one-piece  face  is  styled  with 
flowing  contour  lines  and  seamless 
corners.  A  new  wafer-thin,  coun¬ 
ter-operating  valve  with  curved 

{Continued  on  Page  110)  ! 
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Priced  for  Profit. 
Built  for  Beauty! 


TRIPLE-TRACK 


EXCLUSIVE  . . .  4-way  adjustable  expansion  frames, 
Makes  custom-fit  installations  profitable/ 


#  63  ST*5  Extruded  aluminum 

#  Self-storing 

#  3  Sliding  Inserts 

#  Alclad  screening 


#  Stainless  steel  springs 

#  Finger-tip  Control 

#  Weatherstripped  sills 

#  All  Hardware  Included 


For  Further 
Information, 


BENART  Windows  are 
FULLY  WARRANTED 
for  parts  and  mechanical  defects. 

EXCLUSIVE  TERRITORIES  AVAILABLE 
for  DISTRIBUTORS  and  K-D  OPERATORS 


price  list 
call  or  write 


EVANS  TERMINAL,  HILLSIDE,  N.  J 

EUzabeth  4-2333 


.  .  .  from  your  order  to  delivery!  Thot's  the 
way  STEPHEN  LAURIE  helps  you  sell  without 
suffering  inventory  headaches. 

DEALERS  -  DISTRIBUTORS 
K.D.  or  FULLY  ASSEMBLED 


TWO  -  TRACK  oll- 
oluminum  Storm- 
Screen  Window  .  .  . 

tor  budget-wise 
buyers  with  outo- 
motic  locking  ac¬ 
tion,  self-storing. 


THREE  . TRACK 
all  aluminum 
Storm-Screen 
Window.  Auto¬ 
matic  self-lock¬ 
ing,  top  and 
bottom  ventabil- 
ity,  no  track  re¬ 
moval  and  4- 
side  expansion 
ore  a  few  of  the 
reasons  for  the 
big  switch  to 
Stephen-Lourie. 


A  1 1  Alum  inum 
Storm  -  Screen  Doer. 

Z-Bar  or  expander 
types,  fully  equip¬ 
ped,  closed  extruded 
inserts  and  steel 
corner-gussets  .  .  . 
oil  ot  remarkably 
attractive  cost. 


JALOUSIE  DOOR. 

An  achievement  in 
practical  louvre 
operation.  Louvre 
unit  uses  no 
screws,  practically 
installs  itself  in  a 
jiffy.  Rotor  oper¬ 
ated,  choice  of 
glass,  built-in  rain 
cop. 


FIVE  PLANTS  TO  SERVE  YOU  .  .  . 
FINE  PRODUCTS  AT  COMPETITIVE 
PRICES  IN  EVERY  MARKET  AND  ON 
ANY  PROMOTION  LEVEL. 


New  Products 

(Continued  from  Page  109) 

vanes  give  lower  resistance  plus 
better  control  of  the  air  pattern. 

The  efficient  curved  vanes  are 
set  to  factory  standards,  but  can 
be  easily  adjusted  to  other  settings 
with  a  pair  of  pliers.  Adjusto- 
Stop  permits  system  to  be  balanced 
at  the  diffuser  face. 

The  No.  42  Floor  Diffuser  per¬ 
forms  efficiently  on  either  slab  or 
basement  construction.  It  is  avail¬ 
able  in  4  sizes — 10"  x  4",  12"  x  4", 
14"  X  4",  and  14"  x  21/4",  with 
Metalescent  or  Oak  finishes. 
Manufactured  by  Air  Control 
Products,  Dept.  BS,  Coopersville, 
Michigan. 

a  *  a 

New  Aluminum 
Sash  Lock 

A  streamlined  Sash  Lock  is  the 
latest  innovation  in  the  line  of 
competitively  priced  aluminum 
hardware  manufactured  by  The 
H.  B.  Ives  Company  of  New 
Haven,  Conn.  Marketed  under  the 
firm’s  “Weather-Tite”  trade  name, 
the  new  lock  features  a  modern 
design  with  unusually  low  profile 
and  a  two-way  locking  action 
which  draws  window  meeting  rails 
snugly  together  while  forcing  the 
upper  and  lower  sash  firmly  into 
a  closed  position  eliminating 
drafts  and  rattles. 

A  unique  feature  of  the  new 
lock  is  said  to  make  it  necessary 
to  completely  unlock  the  sash  lock 
before  the  window  can  be  opened. 
This  eliminates  any  projecting 
part  which  would  gouge  or  damage 
the  upper  sash. 

The  new  Ives  Sash  Lock  is 
permanent-molded  of  high  grade, 
nonrusting  aluminum.  It  is  also 
available  in  solid  brass. 

*  *  * 

New  ILG  Electric 
Kitchen  Fan 

Making  housewives  happier  and 
kitchens  more  pleasant  is  the  dual 
job  Ilg  Electric  Ventilating  Com¬ 
pany,  Chicago,  has  taken  on  with 
introduction  of  a  new,  top  quality. 


100%  EXTRUDED  ALUMINUM 

3  CHANNEL 

combination 

SCREEN  &  STORM 
WINDOWS 

Write  for  literature  and  detailt 
on  distributorship  franchise  for 
JASCO  WINDOWS  and  DOORS 
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low  cost  kitchen  ventilator  unit 
called  the  LC-8. 

While  the  new  ventilator  is  ex¬ 
pected  to  find  its  widest  market  in 
kitchens,  it  may  also  be  used  in 
bathrooms,  laundries,  basements 
and  recreation  rooms.  Features 
include  an  air  exhaust  capacity  of 
425  cubic  feet  per  minute,  a  totally 
enclosed  1550  RPM  motor  with  no 
TV  or  radio  interference  and  Neo¬ 
prene  covered,  grease-proof  con¬ 
nections. 


The  motor  is  designed  and  built 
by  Ilg  and  is  constructed  to  give 
maximum  efficiency  in  fan  opera¬ 
tion.  In  building  its  own  motors 
exclusively  for  use  with  ventilators 
Ilg  achieves  quieter  operation,  pro¬ 
tection  again.st  damage  to  coils  and 
other  parts  by  grease  and  fumes 
and,  in  general,  much  longer  serv¬ 
ice  before  maintenance  or  cleaning 
is  required. 

A  descriptive  folder  on  the  new 
ventilator  is  available  from  the  Ilg 
Electric  Ventilating  Company, 
Dept.  BS,  2850  N.  Crawford  Ave., 
Chicago  41,  Illinois. 

*  *  * 

New  Packing  For  Hunter 
Attic  Fan 

Distributors  and  dealers  of  attic 
ventilating  fans  made  by  the 
Hunter  Fan  and  Ventilating  Co. 
of  Memphis,  Tenn.,  directly  bene¬ 
fit  from  the  unique  packing-for- 
shipment  method  used  by  the 
company. 

Economies  that  result  from  short 
cuts  in  packing  inevitably  are  re¬ 
flected  by  more  competitive  fac¬ 
tory  prices,  while  freight  econo¬ 
mies  resulting  from  relatively  low 
shipping  container  tare  weights 
are  direct  savings  enjoyed  by  re¬ 
ceivers. 

The  Hunter  Fan  and  Ventilating 
Co.  makes  no  investment  for  ship¬ 


Come  to  IRVINGTON 


with  your  requirements! 


These  and  many  other  shapes  of  extruded  plasties  ean  be  supplied  by 
Irvington  to  speed  up  your  glazing  operations,  and  reduee  your  costs. 

First  to  introduce  this  type  of  plastic  channeling,  now  a  proven 
product  —  largest  producer  in  the  field  —  Irvington  is  in  a  unique 
position  to  supply  the  requirements  of  both  manufacturers  and  dealers 
in  the  aluminum  window  industry.  Dies  are  already  availible  for  most 
of  the  commonly  used  shapes;  Irvington's  own  die  shop  is  equipped  to 
tool  up  for  special  shapes  —  and  to  assist  in  engineering  their  design. 
Samples  and  technical  data  available  on  request. 


Irvinqton 

VARNISH  &  INSULATOR  MiW  COMPANY 

25  Argyle  Terrace,  Irvington  11,  New  Jersey 

Midwest  Representatives  for  window  channeling:  Horry  W.  Geb- 
hord,  5129  West  Devon  Avenue,  Chicago  30,  Illinois;  Codilloc 
Plastics  Company,  15100  Second  Boulevard,  Detroit  3,  Michioon 


For  prompt  quo¬ 
tation  send  US  a 
short  piece  of 
your  aluminum 
section  —  or  send 
blueprint  of  your 
requirements 


ping  containers  for  its  attic  ven¬ 
tilating  fans  and  devotes  no 
valuable  space  to  storing  containers 
before  use,  yet  it  provides  thorough 
protection  to  the  completed  assem¬ 
blies  during  handling  and  ship¬ 
ment. 

The  company  achieved  this  no¬ 
table  packing  and  shipping  short 
cut  by  re-using  scientifically  en- 
gireered  wirebound  boxes  with 
wire-loop  fasteners  in  which  shells 
of  attic  fans  are  originally  shipped 


to  Memphis  from  their  manufac¬ 
turer  in  Indiana. 

The  fan  shells  are  bolted  at  the 
Indiana  factory  to  the  tops  and 
bottoms  of  the  wirebound  boxes. 
At  Memphis,  the  wire-loop  fasten¬ 
ers  of  the  boxes  are  unfastened 
quickly  and  easily  by  unskilled 
labor  without  special  tools  and  the 
one-piece  wirebound  “mats”  that 
comprise  the  four  sides  are  re¬ 
moved  to  await  re-use. 

{Continued  on  Page  112) 
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Jshm  Sim 

for  all  types...  all  sizes 
glass  louvres... 


►  PRECISION  Satin-Finish  Pencilled  Edges... 

►  FRACTIONAL  CUTS  to  your  specifications 


REDUCE  YOUR  INVENTORY 

OUH  LARGl  INVtNTORtfS  ASSUftl  YOU 

immsmin: 


ffiicRimitpn, 


wm 


ANY  QUANTITY  ...  ANYWHERE 

lO'  us  s^iow  you  we  con  mee^  your  neods  preC'SV^y  and  pr orv pti y 

Col^  or  wffc  for  nformation  ond  prices 

ONE  OF  AMERICA'S  LARGEST  CLASS  LOUVRE  SUPPLIERS 

aiiteriyati  mirror  irorh's 

GLASS  LOUVRE  Division 

Est.  1918  •  Div.  of  Barnet  Mirror  Corp  •  88  Lincoln  Avenue,  New  York  City  54  •  CYpress  2-8100 


Tin'  you  have  sold:  vacuum  cleaners,  pots  and  pans, 

I  XJC  aluminum  windows,  roofing  or  similar  specialties. 

i  you  have  had  a  successful  sales  background  and  think 

I  you  are  capable  of  management 

I  !  npirr'C’l^T  ■’C^dy  for  a  real  opportunity  with 

I  JL  JlJLJlIJL^  Aristocrat. 

0X7  pr  THE  FINEST,  MOST  MODERN 
STORM  SASH  &  JALOUSIES 

JALOUSIES  —  DOUBLE  HUNG  —  CASEMENTS  —  AWNINGS  —  DOORS 
You  owe  if  to  yourself  to  learn  the  facts  about  on  unbeatable  combination  of 
I  Production  and  Sales  knowhow.  CALL  or  WRITE  TODAY  and  arrange  to 
see  for  yourself. 

ARISTOCRAT  SALES  CORPORATION 


139  Von  Winkle  Avenue,  Garfield,  N.  J.  GRegory  3-1070  i 

Manufacfund  by  Consumers  Insulation  Co.,  GarEteld,  N.  J.  I 


New  Products 

{Continued  from  Page  111) 

A  fan  shell,  still  bolted  to  the 
top  and  base  of  the  box,  then  goes 
through  the  final  assembly  line  and 
emerges  as  a  complete  unit  in  a 
packing  area  of  only  a  few  square 
yards. 

There,  a  wirebound  “mat”  that 
originally  enclosed  a  shell  shipped 
from  Indiana  is  wrapped  around 
the  unit  so  that  it  snugly  engages 
the  top  and  bottom  of  the  box  and 
is  reclosed  without  special  tools 
by  wire-loop  fasteners  and  with¬ 
out  the  use  of  nails.  It  is  ready 
for  shipment  immediately. 

Retailers  report  that  removal  of 
the  one-piece  wirebound  “mat” 
permits  quick  and  dramatic  dis¬ 
play  of  the  unit,  even  when  it  is 
still  bolted  to  the  top  and  base 
of  the  shipping  container.  The 
fans  are  simply  removed,  however, 
by  removing  a  total  of  only  four 
bolts. 

I 

I  «  *  * 

I  Flintkote  Hook-Nail 

,  Increase  in  the  use  of  insulating 
I  sheathing  in  new  construction  has 
I  emphasized  the  need  for  a  .satis- 
j  factory  method  of  applying 
modern  siding  materials  such  as 
asbestos-cement  siding.  Insulating 
sheathing  is  an  excellent  material 
both  for  structural  strength  and 
I  insulating  qualities  but  does  not 
;  have  as  good  nail  holding  power 
I  as  solid  wood  sheathing;  if  it  did, 

I  it  would  not  be  a  good  insulating 
I  material. 


siCTiON  VIEW  nom  EosiriON  or  cur 


While  s€fveral  methods  of  apply¬ 
ing  asbestos-cement  shingles  over 
insulating  sheathing  have  been 
used  the  last  few  years,  none  of 
them  has  seemed  to  be  adequate 
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to  the  Research  Department  of  j 
The  Flintkote  Company.  1 

After  years  of  development,  a 
fastener  has  been  perfected  by  ! 
Flintkote  which  is  unbelievably 
simple  yet  very  effective  in  apply¬ 
ing  asbestos  siding  over  insulating 
sheathing.  In  testing  the  holding 
strength  of  the  fastener,  the  as¬ 
bestos  shingles  actually  have  to  be 
broken  before  the  Hook-Nail  can 
be  pulled  out. 

The  effect  of  the  conventional 
face  nailing  and  head  nailing  is 
accomplished  in  one  operation  j 
from  the  outside  of  the  wall.  The  j 
secret  of  the  Hook-Nail  is  the  very  j 
simple  engineering  principle  of  the  j 
lever  which  the  section  detail  j 
shown  herewith  will  show  very  | 
clearly.  By  using  the  four  head  j 
nail  holes,  accurate  alignment  of  | 
each  course  of  shingles  is  assured,  i 
It  has  received  the  blessing  of 
such  Government  Agencies  as 
F.  H.  A.  and  is  currently  being  i 
produced  by  Independent  Nail  &  | 
Packing  Company,  Bridgewater,  | 
Mass.  I 

Further  information  may  be  ob-  | 
tained  from  The  Flintkote  Com¬ 
pany,  Dept.  BS,  30  Rockefeller 
Plaza,  New  York  20,  New  York. 

*  *  * 

New  Line  of  Projected 

Windows  by  Fenestra  j 

A  complete  new  window  line  i 
known  as  Fenestra  Residential  ; 
Projected  Windows  is  being  intro-  ! 
duced  nationally  by  Detroit  Steel 
Products  Co. 

This  new  line  of  windows,  which 
will  include  ten  types,  consists  of 
Projected  -  In  and  Projected  -  Out  ! 
ventilator  units  and  fixed  lights  for 
use  in  various  combinations.  The 
units  solve  the  problem  of  weather¬ 
proof  ventilation  and  offer  new  I 
styling  that  keeps  pace  with  mod-  j 
ern  architectural  progress.  i 

Weather  protection  offered  in-  | 
eludes  the  rain-shedding  qualities  I 
of  the  Projected-Out  ventilators,  ! 
and  the  draft-free  ventilation  pro¬ 
vided  by  ventilators  which  tilt-in.  | 
Proper  inside  screening  and  storm-  i 
{Continued  on  Page  114)  | 


CUTYOURALUMIHm  AWWHG  COST 

50% 

SPEED 

DELIVERY  TO  24  HOURS! 


No  /More  Cancellations 

HOWl 

BY  MANUFACTURING  YOUR  OWN  ALUMINUM 
AWNINGS  WITH  OUR  NEW  PATENTED  MACHINERY 


EXCLUSIVE  MANUFACTURING  FRANCHISES 
FOR  ALUMINUM  AWNINGS  NOW  OPEN 

Throughout  the  United  States  and  Canada 


Hill  TODAY  FOR  (OMPlEn  INFORMATION! 


KREIDEL  VINYL  SPLINES 

designed  especially  for  the  Window  and  Door 
Manufacturing  Industries 

BETTER  AT  LOWEST  COST  BECAUSE  — 

•  exclusive  extrusion  process 

•  all  virgin  pure  materials 

•  uniform  quality 

•  dimensional  uniformity 


KREIDEL  PLASTICS,  INC. 


General  Office: 

5476  State  Road 
Clevedand  29,  Ohio 
SHadytide  1-3636 


Complete  Information 
and  Samples  Available 


West  of  Ohio: 
711  West  Lake  St. 
Chicago  6,  Illinois 
DEarbom  2-7380 
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. . .  with  your 

BIC  SELLING 
SEASON 

coming  up .. . 


make  selling  EASY 


Air  Master 


ALLALUMINUM 

asement 

STORM  WINDOWS 


U 


MASTER  CRAFTED  OF 
THE  FINEST  MATERIALS 


EASIEST  to  sell,  to  install,  to  get  delivery  on. 
Draft  seal  weatherstrip  and  re-designed  stainless 
steel  hardware  for  positive  locking  action.  Primary 
and  window  can  be  cleaned  without  removing 
insert.  Quality  sells  it  —  keeps  it  sold! 

WRITE  TODAY  .  .  .  FRANCHISES  OPEN 
FOR  QUALIFIED  DISTRIBUTORS 

IMMEDIATE  DELIVERY 
ANYWHERE  IN  U.S.A. 

HUGE  STOCKS  ALWAYS  ON  HAND 


Air  MasteF 


18th  and  Lehigh  Aves.,  Philadelphia,  Pa. 


I  am  interested  in  o 


New  Products 

{Contimied  from  Page  113) 

window  protection  are  also  avail¬ 
able. 

Further  information  on  the 
Fenestra  Residential  Projected 
Windows  is  available  by  writing 
the  manufacturer,  Detroit  Steel 
Products  Company,  Dept.  BS,  3281 
Griffin  St,  Detroit  11,  Mich. 


Twin  Compartment  ! 

Bathroom  Cabinet 

Miami  Cabinet  Division  of  The 
Philip  Carey  Manufacturing  Com¬ 
pany,  recently  announced  a  new  j 
twin  compartment  Sliding  Door  | 
Bathroom  Cabinet  known  as  du-  I 
ette,  made  in  both  Cu.stom  and 
DeLuxe  models. 


Q  Distributorship 


□  Dealership 


According  to  company  officials,  | 
;  the  new  duette  cabinets  provide 
many  unique  advantages.  These 
include  double  or  more  the  storage  | 
space  available  in  conventional  j 
single-compartment  cabinets.  i 

The  twin  storage  compartments 
j  are  accessible  through  two  mirror- 
j  faced  sliding  doors,  that  operate  • 
in  a  specially  designed  metal  chan¬ 
nel  for  maximum  smoothness  and 
ease  of  operation.  Interior  of  the 
duette  Custom  model  is  fitted  with 
twin  Stainless  steel  toothbrush 
racks  and  twin  razor  blade  chutes,  i 
Its  interior  is  finished  in  snow 
white  enamel  baked-on  for  perma-  | 
nence,  and  equipped  with  eight 
crystal  glass  shelves,  four  on  each  | 
side.  Exteriorwise,  the  Custom 
features  full  mirror  doors,  framed  j 
top  and  bottom  in  bright  buff  ‘ 
Stainless  steel.  A  gleaming  Stain-  j 
less  steel  “picture  frame”  molding 
around  the  entire  cabinet  com- 


ALUMINUM  POLISH  AND  CLEANER 

With  the  miracle  formula  Sl-30f  and 
Homogeniied  SILKOL 

IT  CLEANS!  IT  POLISHES!  IT  PROTECTS! 
IN  ONE  EASY  APPLICATION 

Unconditionally  guaranteed  to  remove  oxidation, 
corrotion  and  diocoloration  from  all  aluminum.  Per¬ 
fect  protection  in  leaboard  and  manufacturing 
areas.  Backed  by  hard-hitting  national  advertising 
and  promotional  plans. 

Distributors!  Choice  territories  still  available. 
Eight  ounce  Jar  retails  for  $l.2S  in  the  Eastern 
Area.  Your  Cost  $14.40  per  case.  F.O.B.  New 
York.  24  Jars  to  a  case.  16  or.  Jar  available  for 
commercial  use;  12  Jars  to  a  case.  Cash  with  order. 

Write,  Wire  or  Phone  your  orders  today. 

WILLIAM  HOWARD  MFG.  CO. 

“Manufacturers  of  Cleaning  Compounds  for  Industry'* 
1472  BROADWAY  NEW  YORK  36.  N.  Y. 

Phone;  BRyant  9-1884 


EXTRUDED  PLASTIC 

SCREEN  SPLINE 

HOLLOW  and  SOLID 

ALL  SIZES  .110  TO  .235 
INMEDIAn  DELIVERY 


GUARANTEED  VIRGIN  VINYL 

SPECIALISTS  IN 

GLAZING  STRIPS,  CHANNELS 
WEATHERSTRIPPING 
CROSS  SECTIONS 

INDUSTRIAL 

PUSTKS  CORPORATION 

ELKHART,  INDIANA 
Phone:  2-9778 
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pletes  the  style  picture.  Mirrors 
are  first  quality  plate  glass,  copper 
protected  and  guaranteed  for  five 
years  against  silver  deterioration. 

Overall  size  of  SD1820  duette 
Custom  is  38-9/16"  x  23-5/16"  x 
5-3/16".  Overall  size  of  SD1818 
duette  DeLuxe  is  361/8"  x  251/^" 
X  614". 

The  Custom  is  furnished  for 
recessed  installation  only;  the  De- 
Luxe  for  wall-hung  or  recessed 
installation. 

For  additional  information  ad¬ 
dress  the  manufacturer:  The 
Philip  Carey  Mfg.  Company,  Dept. 
BS,  Dockland,  Cincinnati  15,  Ohio. 

*  4c  !tt 

Electric  Heater  Features 
Safety  Devices 

The  Paley  Manufacturing  Cor¬ 
poration,  244  Herkimer  Street, 
Brooklyn  16,  New  York,  an¬ 
nounces  the  manufacture  of  an 
improved  Circle  Air  Baseboard 
Convection  Electric  Heating  Sys¬ 
tem  incorporating  a  new  Eutectic 
safety  principle  described  as  “ab¬ 
solutely  foolproof."  The  built-in 
safety  device,  which  is  approved 
by  Underwriters  Laboratory,  pre¬ 
vents  heat  within  unit  from  rising 
above  217°. 


It  automatically  breaks  the  cur¬ 
rent  at  this  temperature,  eliminat¬ 
ing  any  danger  of  fire.  The  Circle 
Air  Baseboard  unit  is  claimed  to 
be  the  only  unit  of  its  kind  that 
can  be  installed  directly  on  the 
floor  with  complete  safety.  Even 
if  grill  opening  is  obstructed  by 
rugs,  furniture,  etc.,  there  is  no 
danger  of  fire. 

The  entire  system  is  approved 
by  Underwriters  Laboratory.  Each 
unit  has  a  built-in  thermostat  or 
wall  thermostat  that  provides 
maximum  efficiency,  minimum 
{Continued  on  Page  116) 


Contact 

CALEX 


for  prompt  delivery 
of  QUALITY 
ALUMINUM 
EXTRUSIONS 
at  fair  prices 

Your  inquiries  will 
receive  prompt  attention 


CALEX 

2415  WILSON  AVENUE 
CAMPBELL,  OHIO 
PLaza  5-9679 


BUILDING  SPECIALTIES 

&  Home  Improvement  Dealer 
COVERS  ALL  THE  IMPORTANT  SUBJECTS! 


By  subscribing  you  assure  yourseli 
of  keeping  up-to^ate  on  the  follow¬ 
ing:  better  selling  methods,  installa¬ 
tion  techniques,  management  details, 
how  to  sell  particular  specialties,  get¬ 
ting  and  holding  good  salesmen, 
advertising,  new  products,  and  many 
others.  Don't  miss  a  copy.  Send  the 
coupon  tiodoyl  Only  $3  a  year. 


BUILDING  SPECIALTIES 
425  Fourth  Aronue.  Now  York  16.  N.  Y. 
Ploaao  outer  my  subscription  to  BUILD¬ 
ING  SPECIALTIES  at  S3.00  ior  one  year. 
□  Bill  mo  ior  this  amount 
n  Enclosed  is  a  chock  or  money  order. 

My  Name  . 

Company  . 

Address  ^ . 


&  Home  Improvement  Dealer 
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New  Products 


Year  Round 

PROTECTION 


Mcons  Year  Round 

PROFITS 


STRENGTH  — 


j  {Continued  from  Page  115) 

waste.  Using  electricity  as  fuel, 
Circle  Air  saves  space,  eliminating 
all  need  for  furnaces,  pipes,  chim¬ 
neys,  fuel  storage  and  fuel  dirt. 

;  Circle  Air  Baseboard  Units,  en¬ 
cased  in  handsome  grey  hammer- 
tone  metal  cabinets  are  only  3"  in 
j  depth,  10"  high,  can  be  installed 
recessed  or  free  standing. 

Three  sizes  are  available  in  700, 
j  1050  and  1400  watts,  115  and  230 
!  volts,  with  built-in  or  wall  thermo- 
I  stat. 

I  For  complete  product  informa- 
!  tion  on  Circle  Air  convection  heat- 
i  ing,  and  details  about  distribution, 

!  write  to  Paley  Manufacturing  Cor- 
j  poration.  Dept.  BS,  244  Herkimer 
j  Street,  Brooklyn  16,  New  York. 

*  *  * 

New  Simulated  Marble 
Product  More  Economical 
and  Versatile 

j  Costing  but  a  fraction  of  what 
real  marble  costs,  Cali-marb  has 
unlimited  possibilities  for  beauti¬ 
fying  and  renovating  furniture, 

;  interior  and  exterior  wall  surfaces, 
etc.  It  duplicates  the  delicate 
graining  and  smooth  surface  of 
marble,  but  does  not  break  as 
;  easily,  resists  heat,  stains,  weather 
and  rot,  has  a  tensile  strength 
greater  than  steel,  on  a  weight  per 
weight  basis,  and  is  easy  to  clean. 


100%  extruded  63  ST5  aluminum  can't  warp, 
chip,  or  crack.  Mitered  corners,  reinforced 
for  longer,  dependable  service. 

BEAUTY  — 

Tri-Slide  channels,  recessed  for  glamorous, 
picture-frame  beauty. 


CONVENIENCE  — 

Controlled  ventilation  summer  and  winter. 
Window  or  screen  inserts  remove  easily  for 
cleaning  from  inside  the  house  by  pivot  action. 


WRITE,  WIRE,  OR  PHONE 
FOR  COMPLETE  INFORMATION! 


P 


ermaseal  Hanufacturing  Corp. 


Bound  Brook 


Now  Jersey 


EUiot  6-2652 


Unlike  photographic  processes, 
,  and  like  real  marble,  no  two  pieces 
I  of  Cali-marb  have  identical  grain- 
I  ing.  Recently  developed  after  years 
of  experimentation,  Cali-marb  is 
made  of  the  same  polyester  resin 
,  material  that  is  being  used  in  the 
manufacture  of  plastic  boats  by 
the  U.  S.  Government. 


HOME  FIRE  ALARM  SYSTEMS 


•  Every  homeowner  o  good  prospect. 

•  Approved  for  F.H.A.  Financing. 

•  Powerful,  tested  soles  plan  clinches 
the  soles  for  you. 

•  Small  investment  .  .  .  large  profit. 

•  Completely  wired  automatic  sys¬ 
tem  with  UL  Approved 
Detectors. 


MHm  Write  Today  lor  an 
I  Exdusiye  Dealership  ! 

FIRE-LITE  ALARMS 

1 196  FULTON  TERRACE,  NEW  HAVEN  2,  CONN. 


GIVE  YOUR  DOORS  A 
"CUSTOM  BUILT" 
TOUCH 

I 

DUN-MOR  Name- 
I  plote  Panel  Grilles 
I  supply  that  spe- 
;  chil,  personalized 
touch  which  can 
make  your  doors 
stand  out  os  cus- 
I  tom  buHt  for  each 
individual  custom¬ 
er.  No  delays  or 
special  ordering. 

I  YOU  make  up  the 
nameplates  in 
your  own  shop  in 
a  matter  of  min¬ 
utes.  Simply  slide 
in  the  letters,  then 
clinch  shut  the 
open  end  of  the 
raceway  and  you 
have  a  solid,  per¬ 
manent  unit.  Ex¬ 
clusive  attaching 
clips  permit  you 
to  fit  any  36"  or 
narrower  door 
with  ONE  stock 
size!  Lists  only 
511.50,  plus  10^ 
per  letter.  Write 

DUNUN-MORRIS  CO. 

48  N.  VALLEY  ST.,  AKRON  3,  OHIO 
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THE  WORLD'S  FINEST  ALL-ALUMINUM 
DOORS  •  WINDOWS  «  SCREENS 


Lewistown; 


insauRG 


Chimbei 


SOTO 

C4SEMENI 

SCREEN 


Application  is  a  simple  adhesive 
process,  which  can  be  performed 
in  minutes.  Complete  instructions 
come  with  the  material.  Cali-marb 
is  available  in  white,  black,  green 
and  reddish  brown.  Distributors’ 
inquiries  invited.  Made  by  Cali- 
gari  Products,  806-808  West  21st 
Street,  Norfolk,  Va.  (Dept.  B-9) 


New  Bulletin  On  Erie 
Extrusion  Presses 

The  Lake  Erie  Engineering 
Corporation  has  just  published  a 
new  eight  page  bulletin  on  their 
Horizontal  Extrusion  Presses. 

Designed  for  aluminum,  brass 
and  other  non-ferrous  metals, 
these  completely  self-contained 
models  have  new  features  that 
speed  production  and  improve 
performance  standards  to  previ¬ 
ously  unequalled  levels. 

The  Horizontal  Extrusion 
Presses  described  in  the  bulletin 
are  but  a  few  of  over  3500  Lake 
Erie  Hydraulic  Press  designs  man¬ 
ufactured  for  industry. 

Write  for  your  copy  of  Bulletin 
14.9,  available  on  request.  Lake 
Erie  Engineering  Corp.,  Dept.  BS, 
Box  68,  Kenmore  Station,  Buffalo 
17,  N.  Y. 


Tracy  Kitchens  Issues 
Two  New  Booklets 

Tracy  Kitchen  Distributors  and 
Dealers  will  soon  have  two  book¬ 
lets  titled,  “Primary  Kitchen  Plan¬ 
ning”  and  “Tracy  A  La  Carte” 
which  reviews  all  of  the  funda¬ 
mentals  essential  to  planning  an 
efficient  kitchen.  It  illustrates  the 
placement  of  kitchen  work  areas 
and  basic  kitchen  designs.  A  check 
list  of  questions  is  included  for 
the  salesman  to  ask  that  will  help 
him  coordinate  all  of  the  informa¬ 
tion  he  needs  to  properly  plan  a 
kitchen. 

Copies  will  be  included  in  a  new 
Tracy  Kitchen  Planning  Kit  to  be 
announced  at  a  later  date  bj'^  Tracy 
Kitchens,  Edge  water  Steel  Com¬ 
pany,  Pittsburgh  30,  Pa. 


B  &  G  Mfg.  Co.,  6905  Susquehanna  St. 
Pittsburgh  8,  Pa. 


★  ★  ★  ★  ★  ★  ★  ★★★★★★★★★★★★★★★★★★★★  ★if 
'  ,  ugjc!  ‘  A  Sensational  New  High  Profit  Deal  J 

On  Famous  FOUR  SEASON  sf 

^  ... 

^  •  “Aristocrat”  50- Pound  Aluminum  Combination  Doors  ^ 

•  Triple  Channel,  Self-Storing  Combination  Storm  Windows 

•  Engineered  Two-Track  Windows  ^ 

^  •  Sliding  Casement  Windows  ^ 

^  Sold  K.D.  or  Assembled  —  Exclusive  Territories  Open  ^ 

^  Write  for  Details  ^ 

«FOUR  SEASON  MANUFACTURING  CO.  It 

^  202-09  Hollis  Avenue,  Hollis  12,  N.  Y.  •  HOIIis  8-4206-7 


6t  Home  Improvement  Dealer 


DESIGNED 
FOR  PROFITS! 

The  New  Sensational 

DURA.LCO 

Heavywtiflit  Aluminun  Triple  Track 

COMBINATION  WINDOW 


A  New  High  in  Quality . . . 
A  New  Low  in  Price  ! 

Compare  these  windows  for  beauty  and 
durability — and  you'll  see  why  the  Duralco 
Line  has  become  a  "buy"  word  for  those 
who  recognize  the  best. 

•  Made  of  63  ST-5  Extruded  Aluminum 

•  Air  Tight  •  Rattle-Proof 

•  Stainless  Steel  Spring  Locking  Device  to 

Prevent  Slipping  •  Self  Storing 


MODEL  DU  50  24  X  24*  ONLY 
FROM  FACTORY  TO  YOU  n  CQ 

(complete  with  accessories)  M  HA 
•other  sizes  comparobly  low  W«iaw 


SHIPPED  —  ASSEMBLED 

KNOCKED  DOWN  — l/NfAR  LENGTHS 

DURALUM  PRODUaS  CO..  INC. 

33>25  127  Street,  Flushing  68,  N.  Y. 
Hickory  6*3175 

For  Dofails  Mail  This  Coupon  TODAYI 

DURALUM  PRODUCTS  CD.,  INC. 

33-25  127  St..  Flushing  68,  N.  Y. 

Gentlemen: 

I  am  interested  in  discussing  the  possibility 
of  a  □  Dealership  □  Distributorship 


MAME  . TITLE. 

FIRM  . 

BUSINESS  . 

ADDRESS . TEL.  NO 

CITY  . ZONE...  ST  ATE 


□  Assembled  □  Knocked  Down 
□  Linear  Lengths 


B.  S.  Reporter 

{Continued  from  Page  102) 

Alrol  Appoints  Diamond 
American  Corp. 

Mr.  A.  Piche,  Executive  Vice- 
President  and  Mr.  S.  R.  James, 
General  Sales  Manager  of  Alumi¬ 
num  Rolling  Mills  Limited,  Cap-de- 
la  Madeleine  (Quebec)  Canada,  an¬ 
nounce  the  appointment  of  Dia¬ 
mond  American  Corporation,  Chi¬ 
cago,  Ill.,  as  exclusive  direct  mill 
representatives  of  Alrol  Aluminum 
in  sheet,  strip,  coil  and  circles. 
Also  embossed  sheet. 

Diamond  American  Corp.  also 
maintains  large  warehouse  stocks 
for  immediate  delivery  in  Chicago 
and  Cleveland. 

Aluminum  Rolling  Mills  Ltd.  is 
a  Canadian  source  of  Aluminum; 
in  many  cases,  closer  to  the  largest 
Aluminum  consuming  states  than 
any  other  mill. 

Alrol  Aluminum  is  cast  from  the 
ingot  and  rolled  on  the  latest  equip¬ 
ment. 

There  are  no  recurrent  Alumi¬ 
num  shortages  in  Canada,  water 
supplies  for  generating  electricity 
being  more  adequate.  Prices  are 
competitive  with  other  American 
mills. 

Diamond  American  Corporation 
is  now  building  a  20,000  sq.  ft.  ad¬ 
dition  to  the  office  and  warehouse 
located  at  6629  W.  George  St., 
Chicago.  The  addition  will  enable 
them  to  carry  larger  inventories  of 
Aluminum. 


*  ♦  * 

Ruberoid  Expansion 
At  Salt  Lake  City 

An  extended  program  of  im¬ 
provement  and  expansion  has  been 
instituted  at  the  Salt  Lake  City 
Plant  of  The  Ruberoid  Co.  accord¬ 
ing  to  announcement  made  by 
Herbert  Abraham,  president. 

This  is  one  of  several  plants  ac- 
qu-red  by  Ruberoid  last  year  in 
the  purchase  of  American  Asphalt 
Roof  Corporation.  Major  equipment 
and  building  additions  which  are 
underway  will  result  in  a  marked 


THE 

KEY 

TO  BETTER 
STORM  DOORS 


NILES  ALUMINUM 
CASTING  CO. 

3202  HUBBARD  ROAD 
VOUNGSTOWN  6,  OHIO 
Riverside-61231 


KENBERN 
COMBINATION  ALUMINUM 
STORM  DOORS 

A  good  product,  well  designed, 
produced  by  capable  well  trained 
personnel,  continually  bringing 
profit  and  repeat  business  to  dis* 
tributors  and  dealers. 

We  never  make  false  claims  or 
vague  promises  about  our  product, 
but  we  do  moke  a  good  door,  and 
wherever  installed,  repeat  business 
follows,  mostly  through  satisfied 
customers. 

At  this  time  we  can  supply  one  or 
two  responsible  distributors  cover* 
ing  any  of  the  following  areos: 

Allentown,  Pa.  Cleveland,  Ohio 
Erie,  Pa.  Wheeling,  W.  Va. 

Washington,  D.  C.  Easton,  Pa. 

Kenbem  Aluminum  Produds 
Weyf  &  Gahagan,  Nfgn. 

6640  Hamilton  Avenue 
Pittsburgh  6,  Pa. 
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increase  in  production,  warehous¬ 
ing-,  and  shipping  facilities. 

The  acquisition  of  the  Salt  Lake 
City  plant  by  Ruberoid  has  ex¬ 
tended  the  western  boundary  of  the 
areas  served  by  the  company’s  16 
factories.  An  intensive  sales  pro¬ 
motion  campaign  will  be  instituted 
in  the  Salt  Lake  City  territory  to 
acquaint  dealers  with  the  expanded 
line  of  products  and  the  improve¬ 
ment  in  servicing  facilities.  The 
plant  will  manufacture  a  full  line 
of  asphalt  roofing  products  for  both 
Ruberoid  and  Old  American  cus¬ 
tomers. 

*  *  * 

13  New  Distributor 
Points  For  Corrulux 

Thirteen  new  distributor  ware¬ 
house  outlets  for  Corrulux  have 
been  established  in  the  southwest 
region  it  was  announced  today  by 
George  D.  Jefferson,  sales  manager 
of  the  Corrulux  Division  of  Libbey- 
Owens-Ford  Glass  Company. 

So  far  in  1953  the  number  of 
Corrulux  distributor  sales  organi¬ 
zations  have  been  doubled,  Mr.  Jef¬ 
ferson  reported. 

The  new  distributors  in  the 
southwestern  states  include  four 
companies  with  the  thirteen  ware¬ 
housing  and  sales  locations.  They 
are  Karl  Hansen  Co.,  Inc.,  New 
Orleans;  Safety  Glass  Company, 
Corpus  Christ! ;  Binswanger  & 
Company  of  Texas,  with  w^are- 
houses  and  sales  facilities  at  Hous¬ 
ton,  Beaumont,  Port  Arthur,  Aus¬ 
tin,  Dallas,  Baytown  and  Fort 
Worth,  and  Binswanger  &  Com¬ 
pany,  with  distributor  warehouses 
at  Little  Rock,  Ark.,  Memphis, 
Tenn.,  New  Orleans  and  Shreve¬ 
port. 

Peter  W.  Fisher,  Jr.,  4006  Essex 
Lane,  Houston,  is  the  sales  manager 
of  the  southwest  region  for  Corru¬ 
lux  with  headquarters  in  Houston. 
Fisher  has  been  in  sales  work  for 
more  than  17  years  spending  five 
years  with  National  Cash  Register 
Co.,  and  more  than  10  years  with 
Overhead  Door  Co.  before  joining 
the  Corrulux  organization. 

(Continued  on  Page  120) 


SUMMER 


EVERY 

DEALER 

OF 

GENERAL 

ALUMINUM 

PRODUCTS 

CORP. 

HAS 


THE 


★ 

★ 

★ 

★ 

★ 


FOLLOWING 


ADVANTAGES 


WINTER 


The  lowest  price  in  the  field. 


Direct  factory  dealing. 


Roll -form  construction,  roll -coated, 
baked -on  enamel  finish  —  all  colors 
—  white  underside. 


No  inventory  requirement  —  order 
them  as  you  sell  them. 


Immediate  delivery. 


Custom  mode  for  any  installation  —  windows,  doors, 
terraces,  canopies,  for  homes,  apartments,  stores,  of¬ 
fices,  motels  and  factories. 

Write  or  Wire  tor  Our  Dealer  Sei~up 


\  GENERAL  ALUMINUM  PRODUCTS  CORP. 

j  3949  S.  FEDERAL  ST.  Phone:  KEnwood  8-5533  CHICAGO  9,  ILLINOIS 


m  SAMPLE  CASES 

^11  for  all 

STORM  WINDOWS,  CASEMENT,  JALOUSIES,  DOORS,  ETC. 


EXCELLENT  DISPLAY  DEMONSTRATOR 
FOR  SALESMEN 

e  ALL  PLYWOOD  CONSTRUCTION 

•  LEATHERETTE  COVERING 

•  VELVETEEN  LINED  (Pocket) 

•  NICKEL  PLATED  HARDWARE 

•  PIANO  HINGES 

for  informetioe  write  to 

LUGGAGE  CO. 

GLonmoro  2-477V 


&  Home  Improvement  Dealer 
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CURVATURE 
Of  THE 
SPUHEl 

Do  your  operators 
complain  "Ooh,  my 
aching  back!"  after  a 
day  of  slow  glazing, 
screening  or  sealing? 

May  we  suggest 

MAYNARD’S  REMEDY 


4 


CHELSEA  3-5850 

For  regular  consultatieni  and 
appointments  call 

CHELSEA  3-5850 

MAYNARD  specializes  in 
floxiblo  gaskoting,  splina 
and  extruded  plastic  mate¬ 
rial.  GUARANTEED  100% 
VIRGIN  MATERIAL  make 
your  job  easier,  more  pro¬ 
ductive,  hence  more  profit¬ 
able.  Yes,  with  MAYNARD, 
you  can  realize  more  profit 
right  in  your  own  planti 
Contact  MAYNARD  for  free 
engineering  ouistonce  in 
speeding  your  splining 
operotiont. 


MAYNARD  PLASTICS.  Inc 

CHELSEA  50,  MASS. 


It  doesn't  come  in  a  BOTTLE 
It  doesn't  come  in  a  BOX 
And  it  doesn't  cost  like  the 
PRESCRIPTION  ijtr  it  usually  turns 
out  to  be.  .  .  . 

IN  FACT.  OL’  DOC  MAYNARD  HAS 
CURED  MANY  AN  ILL  WITH  HIS  SPE¬ 
CIAL  ACHES-OF-THE-SPLINE  TREAT¬ 
MENT. 

You  can  take  the  cure  without  risk¬ 
ing  one  cent.  Just  call  the  "Doc"  for 
ILLS  OF  THE  SPLINE 
CRAZY  GLAZING 

CAREENING  SCREENING 
and  similar  problems 
The  emergency  number  to  call  is 


B.  S.  Reporter  I 

{Continued  from,  Page  119)  ! 

Two  Republic  Steel  Kitchens 
Distributors  Appointed  | 

Appiointment  of  two  New  Eng¬ 
land  Republic  Steel  Kitchens  dis¬ 
tributors  was  announced  by  R.  W. 
Helms,  general  manager  of  sales 
for  Berger  Manufacturing  Divi-  ! 
sion  of  Republic  Steel  Corporation. 

Stern  and  Company  of  Rhode  ' 
Island,  Inc.,  with  executive  offices 
in  Providence,  was  awarded  a  fran-  ■ 
chise  for  distribution  of  the  new  j 
steel  kitchens  throughout  Rhode  ; 
Island  and  in  Bristol  and  Barn¬ 
stable  Counties,  Mass. 

Handling  Republic  Steel  Kitch¬ 
ens  in  Connecticut,  Vermont  and  i 
western  Massachusetts  will  be  ! 
Stern  and  Company,  Inc.,  of  Hart¬ 
ford,  Conn.  I 

President  and  founder  of  both  ! 
firms  is  Francis  E.  Stern,  who  as¬ 
signed  12  members  of  both  sales  i 
staffs  to  establishment  of  dealer-  | 
ships  in  the  four  New  England  | 
States.  I 

The  two  companies,  among  the  I 
largest  appliance  distributors  in  j 
the  New  England  States,  have  a 
total  of  four  warehouses,  now  be¬ 
ing  stocked  with  Republic  Steel 
Kitchens. 

Resources  and  skill  of  the  entire 
Republic  Steel  Corporation,  world's 
third  largest  steel  producer  and 
one  of  the  few  firms  with  sales  ap-  i 
proximating  $1,000,000,000  annual¬ 
ly,  have  been  pledged  to  the  new 
product. 

Mr.  Stern  reported  an  imme¬ 
diate  start  on  sales  promotion  and 
advertising  programs  for  Republic 
Steel  Kitchens  in  the  area  has  firms 
will  serve. 


*  *  * 

Morov  to  Cover  Allegheny 
County  for  Jones  &  Brown 

Joe  Morov  has  been  appointed 
Territory  Sales  Representative  for 
Allegheny  County  by  Jones  & 
Brown,  Inc.  Jones  &  Brown  is  i‘a- 
tional  distributor  for  Inselbric  in¬ 
sulating  sidings,  Pittsburgh  Inter¬ 
lock  plastic  wall  tile  and  Gem  Tile. 


and 

DISTRIBUTORS 

of 

COMBINATION 
WINDOWS 
and  DOORS 


0^^ 


*  Experienced  Consultant  Engineers  to 
furnish  you  with  complete  produc¬ 
tion  set-ups 

*  Design  and  fabricate  tools  and  dies 

*  Supply  your  hardware 

*  Large  stock  of  dies  for  standard 
parts 

*  Write  for  our  New  1953  Catalog 

NfW  tow  PRICES 


ANY  SIZE 

ANGLE  OR  CHANNEL 
ROLLED  TO  ORDER 
QUICKLY  AND  ECONOHKAUY 


SPECIAL  SHAPES 
NO  DIE  CHARGES 


HYGRADE  METAL 
MOULDING  MFG.  CO. 
770  GLENMORE  AYE. 
BKLYN.  8,  N.  Y. 

5 

APplegate  7-1495 
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Mr.  Morov,  who  has  been  in  the 
building  materials  held  since  1936, 
will  cover  some  300  dealers  in  and 
around  the  Pittsburgh  district. 

*  *  * 

Kawneer  Appoints 
Arthur  M.  Simpson 

Lawrence  J.  Plym,  president, 
The  Kawneer  Company,  has  an¬ 
nounced  the  appointment  of  Arthur 
M.  Simpson  as  Vice  President  of 
Research  and  Development. 

Simpson’s  appointment  is  in  line 
with  the  company’s  plan  to  further 
expand  and  improve  the  Kawneer 
product  line  in  the  architectural 
metals  field.  He  will  be  responsible 
for  researching  new  products  and 
developing  the  established  line  at 
the  factories  in  Niles;  Lexington 
and  Cynthiana,  Kentucky;  Berke¬ 
ley  and  Los  Angeles,  California. 

Widely  experienced  in  the  archi¬ 
tectural  metals  field,  Simpson  has 
been  with  Kawneer  for  fifteen 
years,  the  last  six  as  vice  president 
and  general  manager  of  the  Ken¬ 
tucky  Division  of  Kawneer  at  Lex¬ 
ington.  Formerly,  he  was  sales 
manager  and  later  factory  manager 
in  the  Niles  office.  Succeeding  Simp¬ 
son  is  George  H.  Shevlin,  Jr.,  for¬ 
merly  assistant  to  the  president. 

*  *  * 

Borg-Wamer  Corp.  Acquires 
E.  C.  Atkins  Co. 

Acquisition  of  E.  C.  Atkins  and 
Co.  of  Indianapolis,  century-old  saw 
manufacturing  concern,  by  Borg- 
Warner  Corp.  of  Chicago,  was  dis¬ 
closed  recently. 

The  company  will  be  operated  as 
the  Atkins  Division  of  Borg-War- , 
ner,  according  to  an  announcement 
by  R.  C.  Ingersoll,  President  of; 
Borg-Warner.  I 

The  transfer  was  effected  by  an 
exchange  of  Borg-Wamer  common 
shares  for  the  outstanding  stock  of  i 
all  of  the  Atkins  stockholders.  More  j 
than  1,000  persons  normally  are  | 
employed  in  the  160,000-square- 
foot  Atkins  plant  in  Indianapolis. 
The  present  factory  building  was 
completed  in  1949,  though  the  At¬ 
kins  company  was  founded  in  1855. 
The  Atkins  company  is  one  of  the 
{Continued  on  Page  122) 


Here’s  a  combination  window 
that  has  everything,  including  an 
ability  to  sell  fast  and  steady. 
First  of  all,  it’s  made  of  TOXIC 
TREATED  redwood  which  insu¬ 
lates  better  than  any  metal,  and 
it  brings  you  these  other  impor¬ 
tant  features: 

•  Factory-assembled,  complete  with 
cadmium-plated  hardware. 

•  Sinfle-track  window,  includes  frames 
and  inserts. 

•  Self-storing  avaiiable  on  request 

•  Easy,  low-cost  installatien. 

•  Schunucker's  traditional  quality 
construction  throughout 

•  Sales  sparked  by  Schumacher's  alert 
merchandising  program. 

THE  F.  E.  SCHUMACHER  CO. 

HARTVIllE,  OHIO 


Schumacher’s 

[Ymm 

COMBIHATIOHWIHDOW 

You  can  count  on  fast  deliv¬ 
ery  from  Schumacher,  plus 
Schumacher’s  high  quality 
combination  doors  to  complete 
your  selling  program.  Write 
Schumacher  today  for  com¬ 
plete  information  on  the 
EVER-REDDY  .  .  .  you’ll  be 
taking  a  profitable  step  in  the 
right  direction ! 


^  m^hsL  SALES  ami  PROFITS 


for 


Contractors  •  Dealers  -  Distributors  •  Builders 

'PefdutiAM' — 

'  '’offMt  Ikt  MOST 


Backed  by 
Advertising 
to  make 
your  sales 
easier ! 


lo  Otater-BiRitrt 

Special  bich-prpru  dealer  dbeeula 
now  beinc  effered  to  inlreduce  tbls 
Louver  Window  to  your  narkets. 
Arm  youraelf  with  a  Demonstrator  j 
and  you'll  see  the  fastest  Sales  I 
Action  ever! 


JALOUSIES.  Inc.i 


P.O.  Box  150  W.  Palm  Beach,  Fla. 
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ELMONT 


B.  S.  Reporter 

{Continued  from  Page  121) 

nation’s  leading  manufacturers  of 
power  saws  and  related  instru¬ 
ments  for  the  metal-working  and 
wood-working  industries  as  well  as 
hand-operated  saws  of  all  types 
that  are  sold  through  hardware 
stores  and  other  outlets  throughout 
the  world. 


FOR  REAL  PROFITS! 

Sell  ELMONT  Combination 
Storm  and  Screen  Doors 


.for  grater  profits 


The  real  service- 
free  door  with 
the  ea$y-fo-sell 
quality  features. 


MITRED 

ALL  EXTRUDED 
63ST5 
ALUMINUM 


Gustin-Bacon  Appoints 
McCabe  as  N.  Y.  Manager 

Gustin  -  Bacon  Manufacturing 
Company,  of  Kansas  City,  Mo.,  and 
New  York,  announces  the  appoint¬ 
ment  of  Edward  A.  McCabe  as  man¬ 
ager  of  its  New  York  division.  Mr. 
McCabe,  who  lives  in  Yonkers,  will 
be  in  charge  of  all  glass  fiber  insul¬ 
ation,  industrial  and  railroad  divi¬ 
sion  sales  in  New  England,  New 
York,  New  Jersey,  Pennsylvania 
and  Delaware. 

Mr.  McCabe  has  been  with  Gus¬ 
tin-Bacon  since  1942.  Prior  to  that 
time,  he  was  Special  Engineer  in 
the  office  of  the  executive  vice- 
president  of  the  New  York  Central 
System. 


Precision 

Engineered 

Rugged 

Sag-Proof 

Construction 


_ for  simple 

low  cost  fabrication 


Available  Assembled.  Semi-KD  &  Full  KO 
PROMPT  DELIVERY 
CHOICE  DISTRIBUTORSHIPS  OPEN 
Write,  wire  or  phone 


i^nd  for 
i  your  free 
I  samples 

ItOMY! 


It's  the  new 
Precision  Built 
Atlas  Rolled 
*Aluminum  Screen 
Frame, 
Interchangeable 
Spline,  and  Solid 
One-piece  inserts! 


MANUFACTURING  CO 
575  Hempstead  Turnpike  Elmont,  N.  1 
FLoral  Park  4-3620 


Dr.  C.  R.  Freberg  Appointed 
By  Borg-Wamer  Corp. 

Appointment  of  Dr.  Carl  R.  Fre¬ 
berg  as  Assistant  Director  of  the 
Borg-Wamer  Research  Laboratory 
in  Bellwood,  Ill.,  has  been  an¬ 
nounced  by  Dr.  Maurice  Nelles,  Di¬ 
rector  of  the  laboratory.  Dr.  Fre¬ 
berg  previously  was  head  of  the 
Equipment  Research  Department 
of  the  Naval  Civil  Engineering  Re¬ 
search  and  Evaluation  Laboratory 
at  Port  Hueneme,  Calif. 

Dr.  Freberg  also  has  been  head 
of  the  Industrial  Engineering  Divi¬ 
sion  of  the  Southern  Research  In¬ 
stitute  in  Birmingham,  Ala.,  and 
has  been  a  research  engineer  for 
Carrier  Corp.  He  is  the  author  of 
two  books,  “Elements  of  Mechani¬ 
cal  Vibration’’  and  “Aircraft  Vibra¬ 
tion  and  Flutter,”  and  has  written 
numerous  articles  on  mechanical 
engineering  subjects  and  on  sound 
ar^  heat  transfer. 


Sell  year  'round  comfort  with 
OUSTITE,  the  original  sealing  lip  gas¬ 
ket.  OUSTITE  installed  on  prime  win¬ 
dow  around  hinged  openings,  steps 
Dust  and  Draft,  which  increases  the 
efficiency  of  storm  window.  Controls 
condensation  where  storm  windows 
are  used.  Ideal  for  air-conditioned 
homes  and  office  buildings. 


CAT.  NO.^^ 
183  Vx  15/16- 


Save  manpower  canvassing,  with  o 
small  DUSTITE  ad  in  your  local  paper 
ond  bring  definite  storm  window  pros¬ 
pects  into  your  soles  rooms.  DUSTITE 
is  a  real  traffic  builder  and  prospect 
finder  for  storm  win- 
dows,  and  oil  home 
I  improvement  items. 
I  Ul  c**!  *"0^  on  re- 

in  il 


m  •  SAMPLES 
I  AND  PRICE 

CAT.  ^  INFORMATION  UPON 

170  7/16-xV'  I  request.  PLEASE 

*50  NM  ALUmiNUm  i  STATE  QUANTITIES 

usfo  ixciusivnr  |  and  lengths 

W  DESIRED.  NO  ORDER 

immediate  delivery 

engineering' COMPANY 

5100  NORTHWEST  37th  AVENUE 
MIAMI  •  FLORIDA 
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Aluminum  Importers 

{Continued  from  Page  12) 

An  associate  of  Assistant  Secre¬ 
tary  Thomas  said  is  probably  will 
take  another  30  days  or  so  to 
resolve  the  dispute.  He  said  it 
apparently  grew  out  of  the  “in¬ 
consistencies  among:  the  services” 
over  whether  “aluminum”  as  used 
in  the  procurement  regulation 
means  pig  and  ingot  only,  or  semi¬ 
manufactured  shapes  as  well. 


Mild  Recession 

{Continued  from  Page  12) 

gesting  deep-rooted  confidence  in 
the  outlook  rather  than  pessimism. 

“If  there  is  going  to  be  a  de¬ 
pression  it  certainly  doesn’t  act 
that  way,”  he  commented.  “Busi¬ 
ness  executives  may  be  talking  de¬ 
pression,  but  they  are  not  acting 
it.  Instead,  they  are  going  blithely 
on  as  if  they  were  expecting  noth¬ 
ing  of  the  kind.  I  have  not  seen 
anything  like  this  in  the  last  thirty 
years. 

“When  people  talk  depression 
they  act  that  way.  They  cut  re¬ 
search,  advertising,  public  rela¬ 
tions  and  all  functions  that  don’t 
produce  direct  income.  That  is  how 
they  bring  on  the  depression  they 
fear.  When  they  talk  it  but  don’t 
act  it,  as  now,  there  is  hope.” 

It  was  noted  that  trade  conven¬ 
tions  and  gatherings  of  top  man¬ 
agement  were  attracting  more 
registrants  than  ever  before, 
whereas  if  business  men  were  ex¬ 
pecting  to  have  to  trim  their  sails 
they  would  cut  down  on  such  trips 
that  produce  no  direct  income. 

One  business  man  who  was 
questioned  noted  that  while  prices 
generally  were  turning  downward 
and  competition  was  sharper  at 
nearly  every  level,  the  inventory 
situation  was  much  sounder  for 
most  goods  as  a  result  of  steady 
reductions  over  the  last  .several 
months. 

Also,  supplies  of  raw  materials 
are  in  better  balance  than  in  the 
fall  of  1948,  when  there  was  a 


i-2'3-4 


5  minutes 

the  door! 


Here's  the  modern  lock  that's  taking  the  entire  country  by  storm!  It's 
PRE-ASSEMBLEO  AT  THE  FACTORY  —  reody  for  immediate  installation 
os  o  complete  unit,  into  aluminum  storm  doors  and  wood  screen  doors. 
It's  the  only  "key-'n-knob"  storm  and  screen  door  lock  in  the  indusiryl 


5  M/NUTf  INSTALLATION  SAVES  TIME- 


SAVES  MONEY -SAVES  LABOR 


STOSiM-LOK  •liminatos  •scutchoone,  mortitinv  of  d««rs  Mid 
drilling  of  plotos.  All  that  is  required  is  to  bore  one  lU"  hole  — insert 
STORM-lOK  -  tighten  two  screws  -  INSTALLATION  IS  COMPLETEI  Pre- 
olignment  of  holes  eliminates  "binding"  or  stuck-fost  locks.  AAokes  o 
perfect  replocement  for  existing  pull-lotches. 


STORM-LOK  IS  MADE  TO  LAST- 
PRICED  TO  SELL  FASTI 


Exclusive! 

FINGER-TOUCH, 
POSITIVE-ACTION, 
PUSH-PULL  LATCH 
-INSURES 
from  Hio  insido! 


SWIVEL-KNOB 
SPINS  FREELY 
WHEN  KEY  IS 
TURNED 

-INSURES  Secer.lj 
from  the  outside! 


It's  designed  for  beauty  and  utility  and  is  sold  with  o  Life-time  Guorontee. 
STORM-LOK  is  smartly  finished  in  Aluminum,  Brass  or  Chromium  and 
comes  to  you  individuolly  packaged  with  3  keys. 

Also  made  in  a  special  model  to  fit  Jalousie  doors 


WIRE  -  WRITE  -  PHONE 
CLoverdale  3-6350 

SECURITY  STORM  LOCK  &  HARDWARE  CORP. 

858  East  39th  Street,  Brooklyn  10,  N.  Y. 


somewhat  similar  between-wars 
situation  and  uneasy  talk  of  a 
coming  recession.  That  was  ju.st 
before  the  1949  dip. 

mu 

Presentations 

{Continued  from  Page  37) 

experienced  salesman  will  always 
keep  referring  to  it  or  asking  for 
the  signature  at  every  conceivable 
opportunity.  Ask  for  the  order 
consistently!  If  there  is  a  negative 


re.sponse,  it  usually  implies  that 
the  prospect  is  not  altogether  fa¬ 
miliar  with  the  product  and  must 
be  told  again  how  he  will  benefit. 

The  most  productive  salesmen 
get  their  mission  over  with  on  the 
first  call.  If  a  prospect  is  willing 
to  take  time  to  have  you  measure 
and  demonstrate  and  explain  your 
product  in  detail,  then  he  surely 
is  in  a  receptive  mood.  So  it  is  up 
to  you  to  capitalize  on  this  frame 
of  mind  by  showing  him  that  he 
{Continued  on  Page  124) 
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Mvm 

Seat 

ALL  ALUMINUM  SELF  STORING  COMBINATION 
STORM  WINDOWS  AND  SCREENS 


In  the  highly  competitive  combination  win¬ 
dow  field  you  need  easy  to  demonstrate  ex¬ 
clusive  features  to  cinch  sales. 

Home  Seal,  the  original  triple  track  aluminum 
combination,  has  patented  features  that  allow 
you  to  out -demonstrate  your  competitors. 

Home  Seal  design  makes  it  possible  to  stock 
fewer  units  for  a  wider  variety  of  window 
sizes.  Locking  feature  in  open  or  closed  posi¬ 
tion  allows  you  to  sell  extra  safety. 

Regardless  of  what  combinations  you  are  han¬ 
dling  today,  it  will  pay  you  to  check  Into  the 
Home  Seal  deal  and  find  out  how  Home  Seal 
Distributors  and  Dealers  enjoy  substantial 

Writ!  ftr  cmpitte 
iRfanMtitii 

THE  HOME 
WINDOW  CO. 

Fnttria,  Okia 


Presentations 

(Continued  from  Page  123) 

is  getting  the  best  buy  on  the  mar¬ 
ket  and  that  the  time  to  act  is 
NOW. 

Here  is  an  example  of  a  fairly 
effective  closing  presentation, 
which,  of  course,  will  vary  accord¬ 
ing  to  the  person  called  upon  and 
his  or  her  particular  requirements. 

SALESMAN :  Now  Madam,  I 
hope  I  have  convinced  you  that 
our  Standard  window  is  the  best 
you  can  buy  for  your  money.  Don’t 
you  agree? 

PROSPECT:  Well,  I  can  see 
that  it  is  well  constructed  and  has 
many  good  features. 

SALESMAN:  Thank  you.  Ma¬ 
dam.  I  knew  that  you  would  im¬ 
mediately  recognize  that  our  win- 
tow  was  the  kind  you  need  for 
your  home.  Before  I  go  into  costs 
and  figures,  is  there  anything  else 
I  can  tell  you  about  our  product? 

PROSPECT:  Well,  I  believe 
you’ve  covered  most  of  the  impor¬ 
tant  points.  However,  I’m  wonder¬ 
ing  just  how  much  it  will  cost  us. 

Pad  Ready 

(At  this  point,  the  salesman  has 
his  pad  ready  and  gives  facts  and 
figures  on  the  price  on  a  monthly 
deferred  basis.  Then  he  con¬ 
tinues). 

SALESMAN :  Madam,  there  is 
one  big  point  that  I’ve  saved  up  to 
now.  That  is  the  saving  in  fuel 
costs,  besides  the  comfort,  con¬ 
venience  and  the  added  beauty  to 
your  home.  I  don’t  know  off-hand 
what  the  exact  amount  will  be,  say 
from  25  to  40  per  cent  depending 
on  your  insulation,  times  windows 
and  doors  are  opened,  and  other 
factors.  But  even  if  you  save  25 
per  cent  in  your  fuel  oil  (or  coal) 
costs,  you  can  easily  see  that  this 
investment  is  well  worthwhile. 

I  can  quote  you  a  cost  of  $ - 

per  month  for  these  windows. 
Quite  a  savings  isn’t  it?  Not  only 
in  fuel,  but  in  the  drudgery  of 
painting,  hanging,  repairing  and 
storing  your  old  storm  sash  win- 


^^(ziNGSTRlI 

lyiZING  CHANNEia 

»MiROUNbEOf^ND>,IXTRUDEDll| 


Manufacturers 
Of  Aluminum 
Storm  Sash 

Work  from  lineal  feet  and  save  $  $  $ 
on  every  installation  on  K.  D.  unit 
you  manufacture  and  distribute. 

•  IMMEDIATE  DELIVERY 
•  QUALITY  MATERIAL 
•  EFFICIENT  SERVICE 


Dealers 

Distributors 

Fine  midwestern  territories  still 
available  ...  but  ACT  NOW 
TIME  IS  IMPORTANT 

•  FINEST  WORKMANSHIP 
•  EASY  INSTALLATION 
•  FAST  ASSEMBLY 
Write  Today  to: 

Aluma  Seal  Induslries 

1123  Milwaukee  Ave. 
Chicago,  III. 

Dickens  2-1052 


Jarcne  “B"  Vinyl  Plastic  —  the  ideal  insulator 
—  make  your  windows  REALLY  weather-tite. 
Seals  out  drafts,  dirt  and  rain. 

For  all  windows— wood, 
steel  or  aluminum. 


Specidlists  in  custom  extrusions  for  over  25 
years.  Send  prints  for  quotation.  Samples  sent 
on  request. 


Cekta  to  litti*  -  -  Adds  to  MUCHI 
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Peerless  Grille  Co. 

8811  Foster  Avenue  Brooklyn  36.  N.Y. 
Nightingale  9-3845 


dows.  That's  not  only  time  saved, 
but  an  improvement  in  the  prop¬ 
erty  as  well.  And  just  think  of 
your  family’s  pride  when  they  see 
a  new  set  of  storm  windows  in  the 
house. 

I  am  quite  sure  that  you  realize 
the  advantages  without  going  into 
it  further.  (Handing  over  the  or¬ 
der  sheet).  If  you  will  be  good 
enough  to  sign  here,  we  will  be 
only  too  happy  to  include  you  in 
our  family  of  satisfied  users. 


Public  Relations 

{Continued  from  Page  39) 

all-embracing  organization,  should 
that  happy  millenium  ever  be 
reached. 

How  To  Build  Good  Public 
Relations : 

(1)  Put  your  house  in  order 

(2)  Establish  a  public  rela¬ 
tions  program 

(3)  Select  competent  public 
relations  personnel 

(1)  Put  your  house  in  order. 
The  primary  requisites  of  good 
public  relations  are  sound  busi¬ 
ness  ethics,  high  standards  of 
operation,  and  a  sincere  desire  to 
serve  the  public.  The  need  for 
establishing  these  is  eloquently 
stated  by  George  A.  Saas,  former 
Public  Relations  Director  of  Citi¬ 
zens  Gas  &  Coke,  Indianapolis : 
“Guys  like  me,  public  rela¬ 
tions  men,  can  only  interpret. 
We  can't  whitewash  a  black 
sheep,  and  no  amount  of  pub¬ 
licity  will  improve  your  pub¬ 
lic  relations  if  deep  down  in 
your  heart  you’re  a  stinker. 
If  you’re  a  cold-eyed,  calcu¬ 
lating,  heartless,  profit-grab¬ 
bing  type  of  operator  —  then 
good  public  relations  is  not 
for  you.  On  the  other  hand, 
if  you  live  a  clean  business 
life,  if  you’re  fair  and  honest 
in  the  endeavor  of  giving  your 
employees,  customers,  and  the 
public  a  fair  shake,  good  pub¬ 
lic  relations  becomes  a  di.stinct 
possibility.’’ 

One  practical  suggestion,  here, 
(Continued  on  Page  128) 


Grillmt  Illustrated  Ar»  Available  With  Or 
Without  Cast  Aluminum  Initials 


GRILLES  OF  FINEST  EXTRUDED  ALUMINUM 
WITH  GLEAMING  MIRROR  LIKE  FINISH  OR 
SPARKLING  IRIDESCENT  COLORS  AS  DESIRED 


Peerless  Door  Sweep 


•  Distinctive  New 
Styling 

•  Immediate 
Delivery 

•  low.  Low 
Prices 


Peerless  Mail  Slot 


PEERLESS  GRILLE  CO. 

8811  Foster  Ave..  Brooklyn  36,  N.  Y. 

Please  send  information  and  price 
lists  on  items  checked: 

□  Door  Sweep  □  Mail  Slot  □  Grilles 

Firm . 

Address  . 

City . Zone.  .  .  .  State . 


FOR  COMPLETE  INFORMATION 
AND  PRICE  LISTS 
call  Nlghtingdale  9-3845 
OR  MAIL  COUPON 


INDUSTRIAL  SCREW  COMPANY 

1.  We  specialize  in  STANDARD  AND  SPECIAL  FASTENERS,  SPECIAL 
HARDWARE,  and  KREIDEL  SPLINES  for  the  COMBINATION  STORM 
DOOR  and  WINDOW  INDUSTRY  in  steel,  brass,  aluminum  and  stainless 
steel  .  .  .  with  slotted  and  Phillips  heads. 

2.  We  know  your  problems,  and  therefore  can  serve  you  better. 

3.  We  stress  quality,  and  therefore  can  offer  you  better  products. 

Serving  Your  Industry  for  Eight  Years 

711  W.  Lake  St.  5476  State  Road 

Chicago  6,  III.  —  DEarbom  2-7380  Cloveland  29,  Ohio  —  SHadysido  1-3636 

West  of  Ohio  Ohio  and  East 

/JiA  044^  CeUeUoa  and  tUn  ol  oeeft  B>umcU  44040. 


A  Home  Improvement  Dealer 


125 


Oc 


WEATHER  WIZARD  “PERFECTED” 
HORIZDNTAL  SLIDING 
PRIMARY  WINDDW 

Now  Ready  for  National 
Distribution  — 
Immediate  Delivery 

THESE  FEATURES  WILL  HELP  YOU 
SELL  THE  WEATHER  WIZARD 
PRIMARY  WINDOW: 

•  Finger  Tip  Sliding  Control 

•  Jiffy  Lightweight  Take-out 
Panels 

•  Glass  set  in  Special  Glazing 
Channels 

•  Master  Frame  Comnletelv 
Beveled 

•  100%  Fully  Kxtruded  63STij 
Aluminum 

•  Stainless  steel  Weather  Stripping 

•  Prired  right  for  Volume  Sales 
and  Good  Profit  Marsin 

Shipped  “as  you  like  it” 
Completely  assembled, 
semi  KD  or  KD 
All  Sizes  in  Stork 

Bona  Fide  Distributors  and 
F'ranrhise  Dealers 
Write  Today 
for  Further  Information 


50  Tulip  Pbee 

Garden  City  Park,  Long  Island 
GArden  City  3-4320 


The  Extnision  Process  in  the  Nannfactoie  of 
Storm  Windows  and  Doors 


By  JOHN  B.  ZAPPONE 
Keystone  Alloys  Company 


ONE  of  the  important  materials 
in  the  fabrication  of  storm 
windows  and  doors  is  aluminum. 

Rolled  aluminum  is,  in  general, 
a  strip  or  coil  of  aluminum  which 
has  been  formed  into  shape  by 
passing  through  a  series  of  steel 
rollers  whereas,  extruded  alumi¬ 
num  is  aluminum  that  has  been 
made  into  a  particular  shape  by 
forcing  heated  aluminum  (in  cylin¬ 
drical  form  called  billets)  through 
dies  by  pressure. 

To  explain  this  more  simply,  the 
extruding  process  can  be  compared 
with  a  tube  of  tooth  paste.  When 
you  squeeze  a  tube  of  tooth  paste, 
the  paste  comes  out  in  a  long  rib¬ 
bon.  The  same  thing  happens  in 
extruding  exeept,  of  course,  the 


process  is  more  complicated  and 
requires  a  thorough  understanding 
of  metallurgy  and  mechanics. 

Actually  pure  aluminum  is  not 
used  in  the  making  of  extruded 
aluminum  for  windows  and  doors 
but  is  alloyed  with  small  percent¬ 
ages  of  other  elements  to  impart 
strength  to  the  finished  product. 

In  the  case  of  extrusions  for 
window  and  door  use.  Alloy  63S 
is  generally  used  and  has  the  fol¬ 
lowing  chemical  composition — .4% 
Silicon,  .7%  Magnesium  with  the 
remainder  being  aluminum.  Win¬ 
dows  and  doors  use  this  alloy 
almost  exclusively  as  it  combines 
superior  strength  with  maximum 
extrudability.  Alloy  63S  is  a  heat 
treatable  alloy  as  opposed  to  any 
alloy  such  as  3S  which  cannot  be 
heat-treated.  In  an  alloy  such  as 
3S,  the  final  strength  is  imparted 
to  the  material  by  cold  working 
such  as  rolling,  forming  or  bend- 
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Demonstration  after  demonstration  it's  the  same  whenever  we  show 
the  Winsulite  3-Track  to  a  dealer:  complete  and  grateful  satisfaction, 
the  good  feeling  a  dealer  gets  when  he  realizes  he's  got  his  hands 
on  a  money-maker!  Dealers  like  the  WINSULITE  3-Track  because  it's 
the  ONE  window  that  gives  them  what  they  want:  A  three-track  window 
that  is  not  only  beautiful  architecturally,  but  dependable  mechanically! 
SOLD  WINDOWS  STAY  SOLD  —  advanced  design  eliminates  castly, 
profit-cutting  service  calls.  Get  the  whole  story  of  WINSULITE  KD 
set-ups,  backed  by  advertising  mats,  colarful  literature,  powerful 
dealer-aids,  field  service.  Write,  wire,  or  phone  today  for  com¬ 
plete  details. 


Special  Discount  —  Incentive  Plan  For  New  Dealers! 


Your  hands  are  all  you  need 


I  Winsulite  Mfg.  Co.  BS 

I  721  N.  Central  Ave. 

I  Bolto.  2,  Maryland 
I  Gentlemen: 

I'd  like  to  take  a  look  at  the  A-9  3-Trock. 
Send  me  details. 


to  assemble  KD  units! 


Winsulite  Mfg.  Co.,  Balto.  2,  Md. 


Name  . 
Address 
City... 


State 


Eastern  7-M6S 


ing.  In  an  extruded  alloy  such  as 
63S,  the  final  strength  of  the  mate¬ 
rial  is  dependent  upon  heating  the 
material  to  a  temperature  of  ap¬ 
proximately  400°  to  450°  F.  for  a 
period  of  several  hours.  I 

The  extruded  aluminum  gener-  | 
ally  reaches  the  Window  and  Door  I 
Manufacturer  in  lengths  of  12'  or 
more.  These  long  extrusions  are 
subsequently  cut  into  short  lengths 
to  make  the  component  parts  of 
windows  and  doors.  Many  differ¬ 
ent  cross  sectional  shapes  are  used. 

From  a  physical  standpoint,  ex¬ 
trusions  are  classified  in  two  main 
categories:  solid  shapes  or  hollow’ 
shapes.  Hollow  shapes  are  often 
referred  to  as  tubes. 

Hollow  sections  are  the  strong¬ 
est  and  are  utilized  where  strength 
is  of  paramount  importance.  An-  | 
other  important  consideration  in 
the  use  of  the  hollow  sections  is 
that  a  better  appearance  often 
results  because  the  corner  angles 
may  be  concealed  and  at  the  same  ■ 
time  a  stronger  jointure  is  effected.  1 

Die  Designs 

Important  considerations  in  the  j 
manufacture  of  extrusions  are  die  : 
designs  and  good  clean  billets.  | 
Manufacturers  of  extrusions  pay  | 
close  attention  to  the  quality  of  j 
the  raw  billet  and  thoroughly 
check  them  for  purity  and  chemi¬ 
cal  composition.  Once  it  is  estab¬ 
lished  that  the  billet  is  satisfac¬ 
tory,  the  dies  are  then  closely 
watched.  It  is  often  only  a  matter 
of  a  few  thousandths  of  an  inch 
in  the  opening  of  a  die  that  makes 
the  difference  between  a  good  ex¬ 
trusion  and  a  bad  one.  After  the 
material  is  extruded,  it  is  rela¬ 
tively  soft  and  slightly  erratic  in 
cross  section.  The  cross  sectional 
dimensions  are  corrected  in  the 
next  operation  which  is  that  of 
stretching.  In  other  words,  the 
material  is  straightened  simply  by 
stretching  it.  The  amount  of  pres¬ 
sure  exerted  in  stretching  must  be 
controlled. 

The  final  step  in 'production  is 
heat-treating  which  is  accom¬ 
plished  by  allowing  the  metal  to 


soak  at  400°  to  450°  F.  for  several 
hours.  It  is  here  that  a  chemical 
change  is  effected  which  results  in 
increased  strength.  After  heat 
treatment,  the  alloy  is  designated 
at  63ST5. 

Most  extrusions  for  windows 
and  doors  have  a  typical  wall 
thickness  of  .050"  to  .062".  At 
present,  it  is  not  practical  to  ex¬ 
trude  anything  less  than  .040"  wall 
thickness. 

An  endless  \ariety  of  shapes  are 
possible.  With  recent  advances  in 


extrusion  equipment  and  particu¬ 
larly  the  new  developments  in  die 
design,  it  is  now  an  easier  matter 
to  produce  lightweight  hollow  sec¬ 
tions  and  double-hollow  sections. 

The  tremendous  volume  of  ex¬ 
trusions  used  in  the  manufacture 
of  windows  and  doors  has  resulted 
in  the  installation  of  many  new 
presses  throughout  the  Nation. 
What  was  formerly  a  job  for  big 
industry  is  now  being  performed 
efficiently  and  economically  by 
many  independent  extruders. 
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The  Patented*  ^eo^^4et^C^ 

Self-Adjusting  Expander  Section 


for  the  bottom  of  all  aluminum 
and  all  wood  combination 
doors. 

•  Nothing  mechanical  to  go  out  of 
order.  The  harder  it  blows  the 
tighter  it  fits. 

•  Type  A  is  adaptable  to  all  alumi¬ 
num  doars  of  dimension,  using 
an  internal  or  telescoping  type  ex¬ 
pander. 

•  Type  B  is  adaptable  to  all  other 
doors  of  aluminum,  regardless  of 
dimensions,  thot  have  no  expander 
and  use  a  rain  cap  on  the  bottom. 
It  is  also  applicable  to  all  wood 
combination  doors. 


Type  B 


U.  S.  Pit.  N«.  2.6I2.6M. 


Type  A 


The  self-adjusting  seal  is  internal  and  cannot  be  seen.  It  in  no  way  hampers  the 
free  operation  of  the  door. 

Weatherlock  will  automatically  seal  bottom  of  door  against  wind,  draft,  driving 
rain  or  snow  and  insects;  automaUcally  compensates  for  off  level  sills.  Over¬ 
comes  sand  and  gravel  deposits  on  sill  which  cause  doors  to  stick  and  prevent 
them  from  closing.  Overcomes  sticking  doors  due  to  sagging.  Automatically  ad¬ 
justs  itself  to  atmospheric  conditions  overcoming  sticking  doors  or  gaping  clear¬ 
ances.  It  is  possible  to  give  as  much  as  li”  clearance  and  still  maintain  a  good 
seal.  Equip  your  door  with  the  Weatherlock  self-adjusting  expanded  section  and 
eliminate  many  costly  service  calls. 

Write  for  Literature  and  Prices 

WEATHERLOCK  ALUMINUM  PRODS. 

107-60  130th  St.,  Richmond  Hill  19,  Queens,  N.  Y. 


Public  Relations 

{Continued  from  Page  125) 

for  implementinsr  this  “putting 
your  house  in  order.”  Until  an  all- 
embracing  direct  selling  organiza¬ 
tion  is  created  to  speak  authorita¬ 
tively  and  honestly  for  the  entire 
direct  selling  industry,  you  (as  a 
company  and  as  a  trade  associa¬ 
tion)  should  police  your  market 
place  by  issuing  “Acceptable  Prac¬ 
tice”  cards  and  plaques.  These 
cards  and  plaques,  issued  in  co¬ 
operation  with  Better  Business 
Bureaus  and  Chambers  of  Com¬ 
merce  to  associations,  companies, 
branch  offices,  and  individual  sales¬ 
men,  will  bear  active  witness  to 
your  desire  to  maintain  the  high¬ 
est  standards.  These  cards  will 
bring  favorable  attention  and  pub¬ 
licity  to  your  organization,  confi¬ 
dence  to  your  salesmen,  and  ap¬ 
preciation  from  your  customers. 

Establish  Program 

(2)  Establish  a  public  relations 
program.  To  begin  with,  this  will 
require  an  analysis  of  the  current 
picture.  It  should  not  be  difficult 
to  analyze  how  the  Home  Improve¬ 
ment  Industry,  specifically,  and 
the  Direct  Selling  Industry,  gen¬ 
erally,  stands  with  their  various 
“publics.”  Most  people  know  very 
little  about  you,  the  Home  Im¬ 
provement  Industry,  and  the  Di¬ 
rect  Selling  profession.  If  they 
did,  there  wouldn’t  be  the  constant 
threat  of  restrictive  legislation. 
As  Harry  A.  Bullis,  Chairman  of 
the  Board  for  General  Mills  said: 
“The  modern  complex  busi¬ 
ness  structure,  even  of  a  com¬ 
paratively  small  organization, 
can  be  compared  to  an  iceberg 
— i/g  visible  and  %  unseen. 
It  is  human  nature  to  fear 
and  misinterpret  what  we  can¬ 
not  see  nor  understand.  This 
makes  doubly  important  your 
responsibility  to  enlighten  the 
Supreme  Court  of  Public 
Opinion  on  that  part  of  your 
activities  out  of  general  view.” 

The  goal  of  your  public  relations 
program  should  be  to  have  all  the 
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PER  WINIKIW!! 


WILL  SET  YOU  UP  IN  OUSINESS  AS 
A  MANUFACTURER  OF  ALUMINUM 
COMBINATIUN  STORM  WINDOWS 

•  Buy  Lineal  Lengths  As  You  Need  Them 

•  Set  Up  Your  Own  KD  or  Dealer  Plans 

•  Save  KD  Cutting  Charges  —  Make  $2  to  $4 
in  Extra  Profits 

•  Cut  Your  Own  Windows  in  5  to  TO  Minutes 

•  Eliminate  Inventory  Headaches  —  Cut  Sizes  Are 
at  Your  Fingertips  as  Needed 

•  Save  Space  —  Avoid  Shipping  Delays  —  Give  1  Day 
Service  on  Special  Orders 

«*  Handle  Window  Orders  on  Your  Own  Premises  — 
Control  Your  Own  Quality  —  All  Hardware  Included 
—  All  Extruded  Shapes  in  Stock 

IT'S  lASr*  INEXPENSIVE  •  PROFITABU 

Write  Today  for  Details _ _ 

OlAuRi  ..lEx  f «<>'“'*• 

front!”***  * _  — 


Produdof  AUiMIHUM  FABRiaiORS,  fnc. 

1736  Pacific  Street,  Brooklyn  13,  N.  Y.  •  Phone:  PResident  2-41 51-2-3 


“publics”  with  which  you  come  in 
contact,  know  you  and  think  well 
of  you.  The  emphasis  should  be 
on  the  services  you  render  to  the 
public.  This  story  should  be  told 
simply  and  truthfully  through  all 
available  channels  —  publicity, 
pamphlets,  lectures,  forums,  per¬ 
sonal  contacts,  key  members  join¬ 
ing  civic  organizations,  letters  to 
the  editors,  etc.,  etc.,  etc. 

And  once  again  a  practical  sug¬ 
gestion.  To  nip  Green  River  laws 
in  the  bud,  you  should  get  to  the 
main  source  of  such  legislation  — 
the  retail  businessman.  Mostly 
through  fear,  stemming  from 
ignorance,  many  retail  business¬ 
men  champion  restrictive  legisla¬ 
tion  to  “protect”  their  own  selfish 
interests.  The  plain  fact  is  that 
these  businessmen  do  not  know 
the  score.  For  it  has  been  proven 
time  and  time  again  that  once  all 
the  facts  have  been  presented,  even 
the  most  outspoken  critics  of  direct  I 
.selling  are  admittedly  robbed  of 
all  ammunition. 

The  time  to  get  these  facts  to 
the  proper  parties  —  vital  seg¬ 
ments  of  your  “publics” — is  before 
legislation  is  even  thought  of,  not 
after.  Most  of  the  good  work  done 
to  date  by  the  Trade  Association 
Conference,  including  NERSICA 
and  the  National  Mineral  Wool 
Manufacturer’s  Association  from ; 
the  Home  Improvement  Industry,  * 
has  been  in  combating  Green  River  | 
legislation  after  it  has  been  pro¬ 
posed  for  adoption,  or  actually 
adopted.  Wouldn’t  it  be  better  and  | 
safer  to  create  an  atmosphere  ^ 
where  Green  River  laws  couldn’t  | 
even  get  started?  This  can  only - 
be  done  by  organizing  and  carry¬ 
ing-out  a  well  conceived  public  re¬ 
lations  program. 

Example 

To  illustrate  this  point,  here  is  a 
quotation  from  a  February  3,  1953 
speech  made  by  Mr.  N.  J.  Ziener 
of  the  Illinois  State  Chamber 
of  Commerce,  titled:  “Let’s  Open 
The  Door  To  All  Communities  For 
All  Responsible  Direct  Selling 
Companies”  — 


“  ...  if  a  li.st  of  all  firms  in 
the  business  of  selling  from 
door  to  door  would  be  com¬ 
piled,  including  the  names  of 
factories  and  wholesalers  and 
other  businesses  which  are 
their  suppliers — I’m  sure  that 
no  such  list  has  ever  yet  been 
compiled  —  and  I  mean  all 
branches  of  all  types  of  com¬ 
panies  in  the  door-to-door  sell¬ 
ing  business  —  and  then  put 
on  the  desk  of  every  Chamber 
of  Commerce  manager-secre¬ 


tary  and  president  in  the 
United  States,  such  a  list 
would  be  the  beginning  of  a 
new  era  for  your  industry.  .  .  . 
If  such  a  list  were  given  to 
Chamber  executives  in  the 
way  I’m  going  to  suggest,  I 
predict  that  your  industry 
would  see  most  of  the  ‘trouble 
bubbles’  bur.sting  in  a  short 
period.  .  .  .” 

Mr.  Ziener  then  suggested  that 
codes  of  ethics  be  submitted  along 
{Continued  on  Page  130) 
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Detroit  Macoid — the  first 
American  firm  to  extrude 
vinyl — has  extruded 
nearly  every  conceivable 
type  of  profile.  Whether 
you  need  profiles  similar 
to  those  shown  above  or 
special  “tailor  made” 
profiles,  it  will  pay  you 
to  send  your  sketch  for 
immediate  quotation.  For 
spline,  channel,  gaskets, 
or  stripping,  Macoid  is 
fully  experienced  and 
fully  equipped  to  design, 
compound  and  extrude 
your  profile  in  any 
length,  any  color. 

AT  NO  EXTRA  COST- 
FUNGI  PROTECTION 


By  compounding  its  own 
material,  Macoid  can 
give  you  any  degree  of 
hardness  or  flexibility 
you  may  need,  and  will 
incorporate  a  fungicide  at 
no  extra  cost. 


DETROIT 


CORPORATION 


12340  CLOVflDALI 
DETROIT  4,  MICHIGAN 


Public  Relations 

(Conthmed  from  Page  129) 

with  the  above  mentioned  list  — 
that  this  dissemination  should  be 
at  the  “grass  roots”  level  —  that 
direct  selling  people  should  join 
local  Chambers  of  Commerce  — 
that  members  of  direct  selling 
companies  appear  on  Chamber  of 
Commerce  programs  to  give  a 
better  understanding  of  the  field. 
In  other  words,  Mr.  Ziener  w'as 
suggesting  a  thorough,  sound  pub¬ 
lic  relations  program. 

(3)  Select  competent  Public 
Helations  personnel.  It  is  not  only 
desirable,  it  is  almost  necessary 
to  have  professional  advice  in  the 
creation  of  an  over-all  public  rela¬ 
tions  program.  Basically  the  se¬ 
lection  of  this  professional  advice 
is  as  follows: 

1.  Retain  a  qualified  public 
relation  consulting  firm. 

2.  Develop  a  public  relations 
staff  within  your  organiza¬ 
tion. 


3.  Combination  of  No.  1  and 
No.  2. 

4.  Retain  the  public  relations 
services  of  a  good  adver¬ 
tising  agency. 

5.  Combination  of  No.  2  and 
No.  4. 

Criteria 

These  are  well  established  cri¬ 
teria  for  selecting  the  proper  kind 
of  public  relations  representation. 
But  the  generally  useful  rule  of 
thumb  is  to  seek  out  that  person, 
or  persons,  who  knows  a  great  deal 
about  your  problems. 

In  Conclusion : 

It  is  important  to  keep  in  mind 
that  public  relations  is  not  some¬ 
thing  to  be  treated  as  a  “here  to¬ 
day,  gone  tomorrow”  thing.  Suc¬ 
cessful  public  relations  is  an  ever- 
continuing  process.  Green  River 
laws  are  a  big  problem  —  but  you 
undoubtedly  have  many,  many 
others,  all  calling  for  sound  public 
relations  treatment.  For  example, 
the  post  war  world  is  just  not  pro¬ 
ducing  enough  good  salesmen. 


TEMPERATURE  CONTROLLED 

CAULKI  NG 

The  Greatest  idea  in  Caulking  since  the  introduction 
of  Storm  Windows. 

STA-SEAL  can  be  applied  in  every  season  of  the 
year  because  it  is  TEMPERATURE  CONTROLLED. 

May  we  send  you  a  liberal  sample  without  charge? 


THk  MIDWEST  M  A  N  U  FVXCTU  R I N  G  CO. 

3748  EAST  91st  STREET  •  CLEVELAND  5,  OHIO 
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An  Old 


Line 


For  Dealers  Who  Want 

*  QUALITY 
*  SERVICE 

*  DELIVERY 
*  PRICE 


☆  TRIPLE  CHANNEL  _  Polished 

Aluminum  Combination  Window. 

STAINLESS  STEEL  CHANNELS 

No  galling  or  binding  of  inserts. 

☆  TWO  TRACK  —  Aluminum  Combi* 
nation  Window  —  polished  or  anodized  — 
trouble  free  —  easy  installation. 

^  ALUMINUM  COMBINATION  DOOR  —  anodized  or  polished  — 

complete  with  all  hardware  and  stainless  steel  hinges  —  heat-hardened  all- 
extruded  aluminum. 

casement  storm  sash  —  Outside  and  sliding  type.  All  extruded 

aluminum  —  easy  installation. 

Viking  windows  and  doors  are  designed  and  manufactured  in  New  England.  Our 
years  of  experience  enable  us  to  give  you  fast,  personal  service  and  prompt 
delivery,  at  lower  freight  cost.  We  supply  dealer  aids  and  advertising  mats. 

FOR  MANUFACTURERS:  We  can  set  you  up  as  a  manufacturer  in  certain 

territories  —  supplying  you  with  machinery  and 
lineal  lengths  —  windows  and  doors. 

☆  Write  or  phone  today 

T3  OIC  WINDOW  PRODUCTS 

JLV  3  li  Phone:  5-7956  MERIDEN,  CONN. 


Why?  Is  it  because  this  time  hon¬ 
ored  profession  has  slipped  in  pub¬ 
lic  esteem?  If  so — shouldn’t  some¬ 
thing  be  done  about  it? 

Public  relations  is  not  a  panacea 
for  all  business  ills  and  problems. 
It  won’t  and  can’t  clear  up  every¬ 
thing  over  night.  But  it  is  sig¬ 
nificant  to  realize  that  every  day 
finds  public  relations  directors  and 
consultants  being  added  to  boards 
of  directors  and  trustees,  elected 
to  presidencies  and  chairmanships 
and  given  authority  to  decide  basic 
policy  decisions.  This  is  happen¬ 
ing  in  big  and  small  companies  and 
in  large  and  small  trade  associa¬ 
tions. 

-If  salesmanship  is  the  gentle  art 
of  letting  the  other  fellow  have 
your  way  —  then  public  relations 
is  the  subtle  art  of  engineering 
social  consent. 

Moisture  Control 

(Continued  from  Page  43) 

concrete  is  applied.  An  inexpen¬ 
sive  alternate  remedy  is  to  cover 
the  dirt  floor  with  55-lb.  roll  roof¬ 
ing,  lapping  joints  about  3  inches. 
Boards  should  be  laid  where  the 
floor  is  usually  walked  on.  Some¬ 
times  the  dampness  may  be  reme¬ 
died  by  ventilation,  heat  or  dehu¬ 
midification,  or  combinations  of 
the  three. 

Crawl  space  between  floor  and 
ground  is  a  major  underside  source 
of  dampness.  According  to  the 
Housing  and  Home  Finance  Agen¬ 
cy,  moisture  from  this  source  may 
be  greater  than  from  all  other 
sources  combined.  Proper  drain¬ 
age  of  the  crawl  space  is  essential. 
Ground  cover  should  be  provided 
in  the  form  of  waterproof  concrete 
or,  more  inexpensively,  with  55-lb. 
coated  roll  roofing  lapped  3  inches. 
Effective  ventilation  of  the  crawl 
space  should  be  provided  with  at 
least  2  sq.  ft.  of  vent  opening  per 
100  linear  feet  of  building  perim¬ 
eter,  plus  1/3  of  1%  of  the  crawl 
space  ground  area. 

Many  houses,  having  neither 
basement  nor  crawl  space,  are 


built  with  a  finished  concrete  slab 
for  a  first  floor.  Unless  precautions 
have  been  taken  during  construc¬ 
tion,  moisture  may  enter  the  house 
directly  through  the  concrete.  In 
existing  homes,  an  inspection  for 
moisture  coming  through  the  slab 
is  recommended.  Direction  of  sur¬ 
face  drainage,  as  well  as  the  dis¬ 
charge  of  rainwater  from  gutters 
and  downspouts  should  be  checked 
and  provision  made  for  its  disposal 
away  from  foundations.  A  surface 


hardening  solution  may  be  applied 
to  the  slab  and  certain  paints  are 
helpful.  The  installation  of  suita¬ 
ble,  permanent-type  floor  cover¬ 
ings,  such  as  asphalt  tile  laid  in 
asphalt  cement  may  be  helpful. 

In  the  summer,  slab  floors  may 
be  enough  cooler  than  the  air  above 
them  to  cause  moisture  condensa¬ 
tion  or  mildew.  Removal  of  rugs 
to  allow  air  to  come  in  direct  con¬ 
tact  with  the  surface  often  will 
(Continued  on  Page  132) 
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3-point 
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•  Easier  to  Sell!  •  More  Efficient! 
•  Easier  to  Install!  •  More  Profitable 


Pot.  Pending 


In  the  Tripl-Tite  design,  gravity  is  utilized  to  assure  proper  positioning 
and  correct  interlocking  of  each  panel.  After  the  bottom  course  has  been 
installed,  additional  panels  can  be  applied  quickly,  efficiently  and  in 
perfect  alignment. 

No  time-consuming,  repeated  leveling  operations  are  necessary.  That 
means  substantial  savings  in  man-hours  and  labor  costs.  More  jobs  can 
be  done  in  less  time.  Furthermore,  Tripl-Tite  has  a  unique  nailing  lip 
which  permits  the  siding  to  be  fastened  securely  and  tightly,  without 
buckling  or  distortion.  And  when  each  panel  is  installed,  a  3-point  interlock 
is  formed  to  provide  a  watertight,  airtight  seal  that  u'/V/  wo/  rattle. 

Think  what  Tripl-Tite’s  superior  design  features  mean  in  installation 
savings,  in  long  trouble-free  service,  in  customer  satisfaction — and  in 
profits  for  you.  Then  get  the  complete  Tripl-Tite  story  without  delay. 
Chances  are  you’ll  be  glad  you  did. 

Write,  wire  or  phone  for  details. 

TRIPL-TITE  IS  F.H.A. 

APPROVED— both  for 
Modemizotioii  and  new 
constraction. 

Made  by 

Notionol  Metal  Prodocts  Co. 

Manufocluran  of  Qualify  Producft 
for  over  SO  yoortl 


Distributed  Nationally  By 

PRODUX,  INC.  •  2  Gateway  Center 

PITTSBURGH,  PA.  •  Phone:  COurt  1-2725 


Mcr$  ON 


“Alodinm"  ,  or.ofe,  '“fved 

*  sp.c.o«>,  ‘’“'•"•“’--on 


Moisture  Control 

{Continued  from  Page  131) 

clear  up  the  trouble.  Use  of  de¬ 
humidifiers  alone  or  in  connection 
with  air  conditioning  is  a  more 
positive  remedy. 

In  any  of  the  foregoing  cases  of 
possible  trouble  from  excessive 
moisture,  it  is  easy  to  see  how 
blame  for  the  moisture  —  appear¬ 
ing  first,  perhaps,  as  condensation 
on  window's  —  might  be  assigned 


by  the  home-owner  to  recently  in¬ 
stalled  storm  windows  and  doors, 
to  insulation  or  to  other  perfectly 
good  improvements.  The  alert 
salesman,  by  pointing  out  real 
sources  of  excessive  moisture  and 
suggesting  practical  remedies  for 
the  problem,  paves  the  way  for 
customer  confidence  and  increased 
sales  in  home  improvement  lines. 

Outside  moisture  sources  and 
preventive  measures,  as  well  as  the 
difference  between  condensation 


and  water  damage,  will  be  dis¬ 
cussed  in  the  next  issue  of  Building 
Specialties. 


"Drop-in"  Sales 

{Continued  from  Page  41) 

has  much  time  for  door-to-door 
selling. 

Lunden  gets  fast  delivery  from 
the  Viking  combination  window 
factory  in  neighbor-city  Meriden, 
but  have  found  it  worth  while 
occasionally  to  drive  over  and  pick 
up  a  special  order.  They  carry  the 
Ludman  jalousies,  obtained  from 
the  Bridgeport  factory,  and  the 
Alumatic  door. 

The  elder  Lunden  joined  his 
father  in  the  painting  trade  in 
1920.  The  first  Lunden,  who  died 
12  years  ago,  learned  the  trade  in 
Sweden  as  a  youth.  And  now  the 
youngest  Lunden  is  adding  sales¬ 
manship  to  the  family  skills. 

Mastics 

{Continued  from  Page  45) 

What  is  not  apparent  to  the  gen¬ 
eral  public,  is  the  fact  that  these 
materials  are  but  a  small  portion 
of  the  product  formulation  and  are 
publicized  only  because  of  their 
familiarity  and  the  common  knowl¬ 
edge  of  the  properties  which  these 
particular  ingredients  impart. 
However,  in  addition  to  these  few 
publicized  constituents  are  the 
many  zealously  guarded  compon¬ 
ents  which  make  up  the  balance 
of  the  formulation  —  fungicides 
and  mildew  preventatives,  chemi¬ 
cals  to  control  chalking  rates,  hid¬ 
ing  power,  drying  time,  can  sta¬ 
bility,  flexibility,  fire  retardents, 
viscosity,  weathering  resistance, 
etc.  In  addition  to  the  dry  pigment 
is  the  vehicle,  or  liquid,  which 
binds  these  components  together, 
and  is  actually  the  heart  of  the 
mastic.  There  are  thousands  of 
synthetic  resins,  natural  oils,  var¬ 
nishes,  plasticizers,  solvents,  and 
untold  combinations  of  these  com¬ 
pounds. 
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DON’T  OVERLOOK  THE 

ASBESTOS-SIDED  HOUSE 

...THERE'S  MONEY  IN  IT  FOR  VOHI 


NO  INVESTMENT 
IN  EQUIPMENT 
BRUSH  APPLICATOR 
EXCEPTIONAL 
PROFIT  STRUCTURE 


Your  customers  will  be  grateful  to  you  for  mak¬ 
ing  Shingle-Seal  availaUe  to  them.  For  Shingfo- 
Se^  restores  original  pride  in  a  Ireautifiil  home 
os  it  brings  back  the  protection  and  charm 
they  enjoyed  in  asbestos  siding.  Don't  overlook 
this  vast  market  .  .  .  look  into  it  today  and 
start  making  money  tomorrow! 


lEWATEX  MFG.  CORP. 

I  424  W.  42nd  Street 
New  York  36.  N.  Y. 

LO  3-6527 


DEWATEX  MFG.  CORP. 

424  West  42nd  St.,  N.  Y.  C. 

Please  send  informotion  on  SHINGLE-SEAL. 

We  are 


Type  of  Operation 


Name  . 
Address 
City  &  State 


Each  chemical  imparts  a  certain 
property  and  characteristic  that 
makes  up  the  final  personality  of 
the  mastic  product,  and  no  two 
mastic  formulations  are  alike  — 
regardless  of  appearances.  Some 
coatings  dry  fast,  some  slow,  some 
are  heavy  and  still  others  are  light 
—  they  may  remain  soft  and  flex¬ 
ible,  or  become  hard  and  brittle. 
Many  coatings  are  nothing  more 
than  textured  paint,  and  can  be 
applied  by  brush  or  common  paint 
spray  units,  while  others  are  ap¬ 
plied  in  a  thick  coating,  and  re¬ 
quire  specially  designed  high  pres¬ 
sure  pumps  and  large  air  compres¬ 
sors.  Each  product  is  unique,  and 
has  its  own  individual  limitations 
of  durability  and  life  expectancy. 

Fallacy 

To  classify  these  widely  diverse 
products  as  “mastics”  and  con¬ 
sider  them  as  one  and  the  same,  is 
the  most  misleading  fallacy  con¬ 
fronting  the  home  improvement 
dealer  and  general  public  today. 
Frequently  the  “all  mastics  are  the 
same”  theme  has  been  exploited 
and  encouraged  by  promoters  who 
have  entered  the  mastic  field  on 
a  shoestring  with  a  product  manu¬ 
factured  from  some  unknown 
source,  in  an  attempted  duplica¬ 
tion  of  a  leading  recognized  brand. 
These  “manufacturers,”  without 
factories,  are  not  manufacturers 
at  all,  but  so  called  “distributors” 
without  technical  resources  or  in¬ 
vestment. 

By  issuing  high  powered  guar¬ 
antees,  making  fantastic  claims 
and  selling  their  products  under 
the  guise  of  “all  mastics  being  the 
same”  these  promoters  attempt  to 
take  advantage  of  the  years  of  re¬ 
search,  and  reputation  and  product 
goodwill  established  by  leading 
mastic  manufacturers. 

When  failures  of  these  imitation 
coatings  occur  the  “distributor” 
ceases  to  exist,  leaving  a  stigma  on 
the  mastic  industry  in  general. 

Certainly,  as  time  passes  the 
inferior  products  will  fall  by  the 
wayside,  but  meanwhile  they  are 
doing  irreparable  harm  to  the  mas¬ 
tic  industry,  and  the  experience 


gained  by  the  home  improvement 
dealer  who  unknowingly  repre¬ 
sents  these  products  is  small  com¬ 
pensation  for  the  damage  he  may 
suffer  financially  and  to  his  per¬ 
sonal  reputation. 

Before  entering  this  highly 
profitable  field,  the  home  improve¬ 
ment  dealer  should  follow  these 
recommendations  in  selecting  a 
mastic  coating: 

1.  Investigate  the  manufactur¬ 
er.  A  product  is  only  as  good  as 
the  company  behind  it.  Check  the 


manufacturer  with  Dun  &  Brad- 
street,  lending  institutions,  and  the 
Federal  Housing  Administration. 
Determine  whether  the  company  is 
actually  the  manufacturer  in  the 
true  sense  —  or  a  “distributor” 
without  technical  resources  or  in¬ 
vestment. 

2.  Any  reputable  manufacturer 
will  stand  behind  his  product  re¬ 
gardless  of  whether  or  not  a  guar¬ 
antee  is  issued  in  writing.  Do  not 
select  a  product  purely  because  of 
{Continued  on  Page  134) 
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You  too  will  moke  on 

INSTANT  HIT 


when  you  sell 

msmhFiT 


EXTRUDED  ALUMINUM 

CASEMENT 
STORM  WINDOWS 

*  Quick  to  install. 

*  Complete,  airtight  insulation 
—  “Big  Inch"  air  space. 

*  Lifetime  construction. 

*  Easy  to  sell  —  with  quicker, 
bigger  profits  for  you. 

IMMEDIATE  DELIVERY 


UNIVERSAL  FABRICATORS 

’@‘'•18  6^  800^6  AVf  tOfiH;  60.  N  > 

Kl  2-0350 


Mastics 

{Continued  from  Page  133) 

an  attractive  high-powered  guar¬ 
antee.  The  reputation  of  the  manu¬ 
facturer  is  a  far  better  guarantee 
than  any  printed  certificate. 

3.  Do  not  be  misled  by  vague 
statements  as  to  thousands  of 
homes  to  which  the  product  has 
been  applied  —  ask  to  see  bonafide 
endorsements  by  industrial  users 
and  government  agencies. 

Precautions 

4.  Contact  or  visit  other  deal¬ 
ers  who  have  represented  the 

'  product  for  a  number  of  years  and 
determine  their  experience.  While 
these  precautions  are  simple  and 
;  obvious,  it  is  surprising  how  many 
j  home  improvement  dealers  invest 
I  thousands  of  dollars  in  equipment 
!  and  material  in  order  to  enter  this 
I  rapidly  expanding  business,  and 
■  then  select  a  mastic  solely  because 
j  of  its  convenience,  price  or  guar¬ 
antee. 

Proper  education  of  the  home 
improvement  dealer,  lending  insti¬ 
tutions,  and  the  general  public  is 
necessary  to  remove  the  mystery 
shrouding  the  mastic  field.  The 
mastic  industry  is  presently  going 
through  a  growing  process,  over¬ 
night  it  has  swept  the  country, 
and  as  with  all  new  products  has 
naturally  had  its  share  of  growing 
pains. 

Household  Byword 

The  need  for  mastics  is  apparent 
—  every  day,  more  and  more  con¬ 
sumers  are  learning  of  mastics  and 
as  time  passes  it  is  becoming  a 
common  household  byword.  Its  use 
on  such  installations  as  Douglas 
Aircraft  Company,  Safeway 
Stores,  and  the  Atomic  Energy 
Works  at  Los  Alamos,  New  Mex¬ 
ico,  is  ample  proof  of  its  general 
acceptance  and  the  quality  and 
goodwill  associated  with  reputable 
ma.stic  products.  By  selecting  your 
mastic  wisely,  you  can  reap  the 
full  benefits  of  this  fast  growing 
market,  pleasantly  and  profitably. 


K.D.  OPERATORS  — 
DEALERS  FOR  THE 
NEW  ENGLAND  AREA 

NO  GIMMICKS  HERE 
Quality  and  Price  too 

OJust  the  finest  opportunity  avail¬ 
able  to  manufacture  Aluminum 
Storm  Windows  today.  You  work 
from  lineal  feet  and  save  $$  with 
no  large  inventories  required. 
$300  investment  puts  you  in 
business. 


Owe  offer  you:  Immediate  deliv- 
enr,  Quality  material  and  Effi¬ 
cient  service.  Fine  K.D.-Distribu- 
tor  and  Dealer  territories  avail¬ 
able  for  Me.,  Vt.,  N.  H.,  R.  I., 
Conn,  and  western  Mass. 


Be  from  Missouri.  Jump  on  the 
Bandwagon  and  see  for  yourself. 
Act  now  before  it’s  too  late,  for 
time  is  important. 

Write  —  Wire  today 

F  &  F  SALES 

118  Mogaxine  Street 
Cambridge,  Mass. 
University  4-6451 


IMPORTED 

JALOUSIE 

GLASS 

• 

Quantity  Priced 
for 

Quantity  Users 

Address 

BOX  432 

BUILDING  SPECIALTIES  « 
Home  Improvement  Dealer 

425  Fourth  Avenue 
New  York  16.  New  York 
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Factor's  Services 

(Continued  from  Page  46) 

form  —  manufacturing  and  selling 
more  products.  My  average  unit 
of  sales  has  increased  to  carload 
lots  because  better  terms  were 
available  to  distributors,  who,  in 
turn  were  able  to  present  a  fuller 
line  for  immediate  delivery. 

“This  has  been  accomplished 
without  credit  or  financial  worries 
and  at  no  additional  fixed  cost  to 
me.  In  fact,  savings  generated 
from  a  reduction  in  clerical  costs 
(credit,  bookkeeping  and  collec¬ 
tion)  more  than  offset  the  Factors’ 
service  charges. 

“In  addition,  our  customer  rela¬ 
tionship  has  improved  considera¬ 
bly  because  the  Factor’s  credit 
department  deals  with  our  ac¬ 
counts  in  a  very  highly  commend¬ 
able  manner.” 

To  many  persons  Factoring  may 
be  a  new  name.  Actually,  it  is  a 
time-honored  service  little  known 
and  little  used  outside  the  textile 
industry  until  a  few  decades  ago. 
To  give  you  an  idea  of  its  scope 
of  operation,  last  year  factors 
handled  more  than  three  billion 
dollars  of  sales.  These  sales  came 
from  dozens  of  industries  from 
textiles  to  chemicals,  shoes  to  fur¬ 
niture  and  more  recently,  alumi¬ 
num  products. 

Operation 

The  actual  operation  of  factor¬ 
ing  is  simple: 

The  Factor  becomes  the  com¬ 
plete  credit  department  of  the 
client.  Where  formerly  the  manu¬ 
facturer  would  check  with  Dun  & 
Bradstreet  or  some  other  credit 
agency  to  obtain  a  credit  check  on 
his  customer,  he  now  calls  the 
Factor.  Since  the  Factor  is  a  spe¬ 
cialist  in  credit,  his  past  experi¬ 
ence  and  more  detailed  knowledge 
of  thousands  of  accounts  usually 
enables  him  to  check  customers 
for  larger  credit  lines  than  any 
individual  manufacturer. 

(Continued  on  Page  136) 


The 

ALUMINUM 

COMBINATION 

DOOR 

THAT  WILL  BUILD 
YOUR  SALES  VOLUME 


The  besf  quality,  finest 
engineered  door  in  the  trade 


ir  Double  Locked  Inserts 
it  Simple  Bottom  Adjustment 
it  Stainless  Steel  Hinges 
it  Aluminum  Screen  Wire 
it  Competitively  Priced 


it  Heavy  Corner  Construction 

it  Top  Duality  Latch 

it  Super  Heavy  Kick  Panel 

it  Storm  King  Door  Check 

it  Quick  Change  from  Glass  to  Screen 


Your  salesmen  can't  miss  with  the  Ellwood  Door  ...  it  has 
everything  their  customers  want,  dozens  of  sale-closing  fea¬ 
tures. 


MAIL  THE  COUPON  TODAY 


THE 

ELLWOOD 

ALUMINUM  DOOR  CO.,  INC. 

Ellwood  City,  Penna. 
Phone  PLaza  8-7588 


Ellwood  Aluminum  Door  Co.,  Inc.,  EHwood  City,  fa. 
Please  send  me  complete  information.  I  am  a 
□  Dealer 

O  Distributor 


COMPANY 


ADDRESS 


BIG  4 


•  ASBESTOS  SEAL 

Water  repellent  for  asbestos 
and  masonry 

•  SEAL-TEC 

Textured  coating  for  all 
sidewalls 

•  VER-A-SPRAY 

‘'Bake-Like"  exterior 
*  refinisher 

•  VER-A-SIL 

Siliconized  water  repellent 
for  masonry 


IN  MODERN  PROTECTIVE 
COATINGS  ARE  ALL 

I  VERFLEXI  PRODUCTS 


IF  YOU'VE  A  MIND  TO 
ENJOY  A  SOUND,  RELIABLE 
PRESTIGE-BUILDING  BUSINESS 
WRITE  FOR  THE  "WAY"  TO: 

VERFLEX  SALES  CORP. 

117  MOONACHIE  AVENUE  CARLSTADT,  N.  J. 

Hubbard  7-7878 


6c  Home  Improvement  Dealer 


135 


OUT  OF  NEW  ENGLAND 

ACROSS  THE  BOARD 


COMES  A  COMPLETE 
ALUMINUM  LINE 


WEATHERKING 


TRIPLE-TRACK  COMBINATION  WINDOWS 
ECONOMY-LITE  COMBINATION  WINDOWS 
TWO-LITE  COMBINATION  DOORS 

ONE-LITE  COMBINATION  DOORS 
LOUVER-LITE  JALOUSIE  WINDOWS 
LOUVER-LITE  JALOUSIE  DOORS 
SCREEN-LITE  WINDOWS 
SCREEN-LITE  DOORS 
CASEMENT-LITE  WINDOWS 

JOIN  THE  PRICE-WISE  DISTRIBUTORS  AND  DEALERS 
WHO  KNOW  IT  TAKES  QUALITY  TO  INSURE  PROFITS. 

SOME  KD  AREAS  STILL  AVAILABLE. 

NEW  ENGLAND  ALUMINUM  MFG.  CORP. 

17  LYMAN  STREET,  PROVIDENCE  3,  R.  I.  DEXTER  1-4424 


NOW  IT  CAN  BE  SEEN! 

THE  ALL  NEW  m 

"CERTinED" 

ALVUfimJM 

Combination  Screen  &  Storm  Windows 


•  100%  Extruded  Threuthout — Including  Expanders— 

•  A  Terrific  Demonstrator  for  your  Salesmen  — 

•  Quick  and  Easy  Handling  for  Your  Installers. 

AND  BEST  OF  ALL 

PMCtD  HIGHT  —  FOR  HIGH  PROFITS  AND 
COMPETITIVE  SELLING. 


Write  or  phone  today  for  complete  information.  Better  still  — 
let  us  know  when  our  representative  can  call  on  you  personally 
so  that  you  can  actually  see  this  1954  triumph.  Don’t  delay  — 
do  it  today. 

Our  years  of  experience  in  the  field  assures  you  of  the  kind 
of  association  you  want. 


Co- 


10T5  West  Diamond '(Street 
Philadelphia  22.  Pennsylvania 
Telephone  FRemont  7  2500 


j  Factor's  Services 

i  {Continued  from  Page  135) 

I  Once  the  Factor  has  approved 
I  the  order,  which  may  be  a  matter 
of  minutes,  the  manufacturer  can 
ship  at  any  time.  By  approving 
the  account,  the  Factor  has  guar¬ 
anteed  full  payment  of  the  invoice 
to  the  manufacturer.  This  guar¬ 
antee  gives  the  manufacturer  the 
i  assurance  that  even  though  the 
customer  may  become  insolvent 
and  cannot  pay  his  bills,  the  Fac¬ 
tor  takes  the  complete  financial 
loss. 

After  shipment  has  been  made, 
the  Factor  receives  copies  of  the 
invoice  and  shipping  receipt.  Im¬ 
mediately  thereafter,  the  Factor 
j  makes  available  to  the  manufac- 
i  turer  the  full  cash  value  of  the 
sale  less  a  nominal  factoring 
charge,  which  includes  interest 
and  the  cost  of  service. 


Remittances 

From  this  moment  on,  the  Fac¬ 
tor  carries  the  customer  on  his 
books.  The  customer  will  make  his 
remittances  payable  directly  to  the 
!  Factor  according  to  the  terms 
which  the  manufacturer  has  ex¬ 
tended.  Regardless  of  the  terms 
that  are  extended  to  the  customers, 
the  manufacturer  is  selling  for 
cash  since  he  looks  directly  to 
Commercial  Factors  for  payment 
on  the  day  shipment  is  made. 

In  closing,  it  may  be  pointed 
out  that  the  Factor’s  services  pro¬ 
vide  following  benefits: 

A — Manufacturer 

1.  Enables  him  to  take  ad¬ 
vantage  of  cash  discounts 
and  make  advantageous 
purchases. 

2.  Makes  possible  longer  and 
more  economical  produc¬ 
tion  runs. 

3.  Increases  individual  or¬ 
ders  (carload  or  truckload 
lots)  and  decreases  ship- 

‘  ping  and  handling  costs 
due  to  the  ability  of  the 
distributor  to  stock  fuller 
lines. 
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DEALERS  WANTED 


for  Exclushro  Torritorios  in  48  states 

Exclusive  territories  available  everywhere,  during  ex¬ 
pansion  to  nationwide  distribution.  Unusual  opportunity 
selling  fast-moving,  in-demand  item  to 
home  owners,  business. 
Big  dollar- volume 
sales  I  Big  profltsl 
Act  today 
while  choice 
territories 
_  ore  open! 

WHY  YOU 
SHOULD  BE  SELLING 


1.  EXCLUSIVE  FRANCHISE!  Enjoy  exclu¬ 
sive  selling  rights  in  territory  of  your  choice — 
no  “next-door"  competition! 

2.  YEAR-*ROUND  SALES— 12  months  a  yearl 

3.  BIGGER  PROFITS!  Terrific  Profit  margin. 
Steady  sales!  Practically  no  servicing! 

4.  SMALL  INVENTORY!  No  wasted 
materials. 

5.  EASY  INSTALLATIONS !  Simple  to  apply 
as  tile — easy  for  even  novices!  Goes  over 
I  brick,  weather-board,  everything! 

6.  TREMENDOUS  APPEAL!  Over 
$5,000,000.00  sales,  first  year  of 
business.  Increasing  ever  since. 
Protects,  insulates,  beautifies, 


Write,  Wire 
or  Phene  for 
Complete  Details! 


\ 


saves  money,  increases 
comfort.  Guaranteed. 

\A  quality 
product! 


NATIONAL  HEATHER  STONE;  INC. 

2105  East  Gillingham  St.  •  Phila.  24,  Pa. 

Phone:  DEIaware  6-5900 


Dept. 

B-11-3 


4.  Improves  customer  rela¬ 
tions  through  a  more  un-  ’ 
derstanding  treatment  of  I 
distributors.  ; 

B — Distributor-dealer 

1.  Realizes  lower  unit  cost 

due  to  quantity  discounts 
and  lower  freight  charges 
on  large  lots.  I 

2.  Places  him  in  a  better  | 
competitive  position  since  j 
he  can  make  immediate  I 
delivery  from  a  fuller  line.  I 

3.  Obtains  more  favorable  I 
buying  terms  (30  days,  for 
example,  instead  of  cash) 
thereby  eliminating  the 
necessity  of  tying  up  much  ' 
needed  cash  in  larger  in¬ 
ventories. 

A  Factor  is  not  a  cold  financial 
institution  but  a  closely-knit  serv¬ 
ice  organization  vitally  interested  ’ 
in  increasing  its  clients’  sales. 
Through  years  of  experience  in  i 
credit,  financial  and  merchandising 
“know-how”  the  Factor  has  helped 
hundreds  of  firms  grow  to  top 
positions  in  various  fields. 

Direct  Mail 

{Continued  from  Page  52) 

mail  advertising  campaign  consist¬ 
ing  of  four  well-timed  mailing 
pieces. 

According  to  the  advertiser’s 
records,  each  1,000  names  to  whom 
the  direct  mail  pieces  were  sent 
produced  337  replies.  Of  these  337 
per  1,000,  almost  50  percent  re¬ 
sulted  in  ultimate  sales.  In  this  j 
example,  the  results  were  unusual¬ 
ly  high,  but  it  serves  to  illustrate 
the  potential  value  of  a  list  of 
known  prospects. 

Keeping  Old  Customers 

In  preparing  direct  mail  cam¬ 
paigns,  dealers  do  well  to  remem¬ 
ber  that  the  cost  of  securing  new 
customers  is  generally  many  times 
that  of  retaining  and  reselling  old 
ones.  An  old  customer  who  has 
been  satisfied  with  the  products 
you  have  sold  him,  can  be  held 


and  his  patronage  built  up  through 
consistent  direct  mail  advertising. 

In  addition,  old-customer  lists 
can  be  used  for  soliciting  the  new 
names  and  addresses.  If  you  have 
cultivated  friendly  relations  with 
your  old  customers  and  they  have 
been  pleased  with  your  products 
and  services,  they  will  generally 
be  glad  to  furnish  the  names  of 
friends,  neighbors  and  relatives 
v/hom  they  consider  likely  pros¬ 
pects  for  you.  If  you  plan  to  build 


a  new  customer  list  in  this  manner, 
it  is  wise  to  enclose  with  your 
letter  a  ruled  form  for  convenient 
listing  of  names  and  addresses, 
as  well  as  a  stamped  return  en¬ 
velope. 

Another  list-building  plan  that 
has  proved  successful  for  the 
dealer  who  has  his  display  room 
located  in  a  well-populated  section 
of  his  town  or  citj;,  is  to  initiate 
a  guessing  contest  in  connection 
{Continued  on  Page  138) 
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Deteriorated  Brick  WaU  Resnrfaced 
with  Vinylite  Resiii*based  Coating 


NOVEMBER  1953  BUILDING  SPECIALTIES 


Check  These  PLUS  Features: 


V  Built-in  Weather  Stripping 

V  Easy  to  assemble.  Use  screw  driver  and 
screen  roller.  That’s  all! 

V  Made  of  heavy  extruded  metal 

V  All-Aluminum  screening 

V  Engineered  perfectly 

V  Takes  less  storage  space 

V  Reduces  shipp  ng  costs 

V  Prompt  delivery 


INVESTIGATE  THIS 
FASTER-SELLING 
PROFIT  MAKER! 


Mots  and  Literature  available  for 
sales  promotion. 

Manufactured  exclusively  in  our  own  plant. 
Write  or  phone. 


42S  Third  Ay.,  Brooklyn  IS,  N.  Y. 
Tol.:  SOnth  B-SOOS 


WIND,  rain  and  sun’s  heat  that 
leaked  through  a  deteriorated 
brick  rear  wall  to  discomfort  ten¬ 
ants  and  threaten  the  structure  of 
an  old  building  are  sealed  out  by 
an  attractive  new  surface  coating 
based  on  Vinylite  resins.  Bridging 
cracks  and  forming  an  unbroken 
surface,  this  Vinylite  resin-based 
coating  is  flexible,  durable  and 
elastic  enough  to  withstand  struc¬ 
tural  strains  without  rupturing. 
Vinylite  resins  also  make  this  eas¬ 
ily  washed  masonry  coating  resist¬ 
ant  to  moisture,  mould,  mildew 
and  industrial  gases.  Fully  ex¬ 
posed  to  the  south,  the  deteriorat¬ 
ed  brick  rear  wall  (left  photo) 
absorbed  heat  from  the  sun 
through  most  of  the  day  and  was 
in  such  poor  condition  that  endan¬ 
gered  the  interior  surfaces  of  the 
building.  Resurfaced  with  the  Vin¬ 
ylite  resin-based  coating,  the  brick 
wall  is  completely  sealed  and  re¬ 
flects  sunlight  so  well  that  the 


interior  of  the  wall  is  now  10  to 
15  degrees  cooler  on  sunny  days 
(right  photo). 


Direct  Mail 

{Continued  from  Page  137) 

with  a  product  displayed.  For  ex¬ 
ample,  one  dealer  displayed  a  metal 
door  canopy  with  a  concealed  num¬ 
ber  pasted  on  it.  A  colored  stream¬ 
er  was  strung  from  the  hidden 
number  to  a  placard  on  the  win¬ 
dow  which  detailed  the  rules  of 
the  contest.  The  person  who  came 
nearest  to  guessing  the  correct 
number,  won  the  canopy. 

While  the  contest  was  on,  many 
people  came  in  to  enter  their 
guesses  on  a  register,  together 
with  their  names  and  addresses. 
In  this  way,  a  long  list  of  useful 
names  was  compiled. 

{To  Be  Continued) 


Offers  the 

LOWEST- PRICED 


3-TRACK  EXTRUDED 
ALL-ALUMINUM 


STORM  & 
SCREEN 


WINDOWS 


Far  Naw  Engiond  ond 
Eost  Coost  States 


Photo  courtesy  Pakehtc  Co 

Before-after  photos  showing  wall  resurfaced  wiHi  Vinylite  resin-based  coating. 


Ornamental  Iron 

(Continued  from  Page  48) 


iron  and  interest  in  the  material 
dropped  to  almost  nothing.  This 
was  true  not  only  in  this  country 
but  throughout  the  world. 

Beginning  with  the  home  build¬ 
ing  boom  immediately  after  the 
end  of  World  War  II,  new  interest 
began  in  ornamental  iron  and  by 
1950  some  type  of  ornamental  iron 
was  going  on  two  homes  out  of 
every  three  that  were  built.  Too, 
home  owners  remodeling  older 
houses  found  ornamental  iron 
could  create  a  new  look  and  at  a 
cost  no  higher  than  other  building 
materials. 


Popularity 

With  the  popularity  ornamental 
iron  is  now  enjoying,  a  good  point 
to  bring  up  is  the  difference  be¬ 
tween  today’s  product  and  that  of 
the  eighteenth  century. 

To  be  very  frank,  ornamental 
iron  made  today  differs  very  little 
in  appearance  from  the  best  iron¬ 
work  made  two  centuries  ago. 

Some  of  the  eighteenth  century 
methods  of  fabrication  are  still 
retained  today.  Most  of  the  early 
ironsmiths  used  pure  pig  iron  to 
make  their  castings.  As  a  rule, 
pure  pig  iron  castings,  with  no 
scrap  in  them,  have  a  better  look¬ 
ing,  smoother  appearance. 

The  tubular  members  for  the 
structural  supports  made  by  the 
eighteenth  century  smiths  were 
always  solid  bars.  Today  some  iron 
companies  continue  to  use  solid 
bars  but  most  of  the  manufactur¬ 
ers  have  switched  to  steel  tubing. 
Hollow  tubing  has  the  strength 
advantage  the  same  as  hollow  steel 
trusses  used  in  modern  bridges  and 
skyscrapers. 

Forge  welding  has  given  way  to 
electric  welding.  The  result  has 
been  an  improvement  in  strength 
and  of  course  electric  welding  has 
helped  greatly  to  decrease  the  cost 
of  production. 

If  you  have  ever  considered  han¬ 
dling  ornamental  iron  work,  you 
(Continued  on  Page  140) 


JALOUSIES  ACTUALLY 
DESIGNED  FOR  COLD 
WEATHER  PROFITS! 


New  Improred! 


Now  Louvre-Sool's  iamoug  pat¬ 
ented  interlocking  aluminum 
flange  is  improTed  for  even 
greater  weatherstripping  effi¬ 
ciency  and  durability. 


1 


v0« 


Perfect  for: 

*  Porch  enclosures 

*  Doors 

*  Window  walls 

*  And  all  windows 

Also  available  in  I"  Aluminum 
doors  or  handsome  Mahogany 
P-4"  doors. 


A  match  ior  the  coldest  winter 
this  Louvre  actually  is  designed 
for  cold  weather  instcdlotion.  Ex¬ 
clusive  and  improved  flange 
weatherstripping  gives  you  sen¬ 
sational  advertising  and  selling 
advantages.  Available  in  indi¬ 
vidual  units  or  multiple  units. 
Windows  complete  wi&  screens 
—  63ST5  extruded  aluminum 
throughout.  Write  or  Wire  for 
further  information! 


act  now  ! 


LOUVRE-SEAL  WINDOW  PRODUOS,  INC. 

97-24  ALBERT  ROAD 
OZONE  PARK  16,  NEW  YORK 


FOR  YOU  in  the  Apartment,  Hotel  and  Hospital  Field  with 
Folding  Aluminum  Awnings 

Now  it  the  time  to  tell  the  apartment,  hotel  and  hotpitol  trade  in 
preparation  for  next  year't  awning  teuton.  Tremendowt  opportunitiet 
fcr  volume  profitt  exitt  for  progrettive  dittributort  handling  Nehon 
owningt,  featuring  .  . . 

#  Low  cost ...  as  little  as  $18.45  per  window  it  Adaptable  to  case¬ 
ment  or  double-hung  windows  if  Finger-tip  control  of  light  and 
visibility  it  Easily  installed  Sturdily  constructed 


0etdu^tnce4 


PAT  AMO  MATO.  MKMO* 


111,  E  CARSON  ST.,  PITTSBURGH  19,  PA. 
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NO  MIDDLEMAN  * 

fAaORY 
DIRECT  TO  YOU 


MASTIC 

COATING 

Pressure  sprayed 
to  all  exterior  walls 


The  most  wanted . . . 

most  imitated 


•  Paster  Sales 

•  Greater  Profit ! 


Kmite%^  CORP 

3959  S.  Fairfax  Av*.,  lot  AngaUt  IS,  Calif 


Over  300,000  totisfiad  cwttemart  from 
coast  to  coost.  Immodiote  shipmont  in  any 
quantity  from  our  new  expanded  3-acre 
plant. 

Write,  wire  or  telephone  TODAY 


Now,  the  world's  lorgst  exclusive 
monufocturer  of  mastic  coatings. 


QUALITY  EXTRAS 

ON  EVERY  Aluminum  Storm-Screen 

Deluxe  DOOR 


Includes 


HYDRAULIC 


DOOR  CLOSER 


(Hetoil  Value,  St7.S0) 


KYCLUSiVg! 


A  KcYsfowg 


At  No  Extra  Cost! 


plus 

FULL  LENGTH 
PIANO  TYPE 
HINGE 


ONLY 


Guoronteetl  by  ^ 


DOUBLY^ 

REINFORCED 

CORNERS 


Good  Houscketpinf 


DdoItsI  Disfribvfors  /  G«f  Comp/«fo  Koysfono  Sfory. 

KEYSTONE  ALLOYS  COMPANY 

DERRY,  PENNSYLVANIA 


Ornamental  Iron 

I  (Continued  from  Page  139) 

I  may  have  admitted  to  yourself  that 
j  you  wouldn’t  know  a  good  casting 
from  a  poor  one. 

Here  is  what  to  look  for  to  deter¬ 
mine  the  difference  between  good 
and  poor  work  in  ornamental  iron. 

I  A  good  casting  can  be  identified 
I  by  lack  of  pin  and  sand  holes  and 
;  no  feathered  edges.  If  a  casting 
;  has  numerous  holes  and  the  edges 
are  “feathery”  with  fins  of  iron, 
the  casting  is  inferior. 

Good  wrought  iron  should  be 
hand  drawn  and  have  a  feathered 
edge  in  order  to  roll  the  scrolls. 

I  Readers  desiring  additional 
historical  information  on  orna¬ 
mental  iron,  or  on  any  phase  of 
iron  work,  may  feel  free  to  write 
I  Mr.  Sauer.  He  will  be  happy  to 
I  answer  your  letters. 

i 

I 

! 

Father-Son  Team 

(Continued  from  Page  57) 

Another  opportunity  to  get  ac¬ 
quainted  with  prospects  comes 
through  his  affiliation  with  most 
of  the  active  organizations  in  the 
city  such  as  the  Masons,  Lions 
Club,  American  Legion,  Centralia 
Council,  Bowling  Association  and 
a  softball  team,  the  Merrit  Reed 
Coalers  in  Lindburg.  He  is  also 
commander  of  the  Boone  County 
Post  of  the  Veterans  of  Foreign 
Wars.  All  of  this  is  a  lot  to  keep 
a  young  man  busy,  but  Charles 
has  a  genuine  interest  in  local 
affairs  —  and  if  he  benefits  as  well 
in  a  business  way,  so  much  the 
better. 

After  picking  up  the  cream  of 
the  home-town  market,  young 
Roemer  decided  he  might  as  well 
investigate  the  potentialities  of 
Moberly,  the  next  nearest  good- 
sized  city  (outside  of  Jefferson 
City,  capital  of  the  state  where 
there  is  strong  competition  in 
existing  building  specialty  deal- 
I  ers). 

Preceding  the  Moberly  cam¬ 
paign,  Pioneer  took  large  ads  in 
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SCREENS 

BY 

DEXlSOBf 


Here's  Where  It  Counb! 

Every  Screen  Guaranteed 

*  Every  Strand  in  Line 

*  Perfect  Mitres 

*  No  Bows 

*  No  Waves 

*  Wire  Drum  Tight 


Our  28  years  of  screening  experience 
guarantee  you  the  finest  screens  your 
money  can  buy.  Every  job  you  sell  is 
a  good  one.  No  call  backs,  no  apologies. 

Our  mechanics  are  all  former  top  me¬ 
chanics  of  Orange  Screen  Co.  Our 
screening  is  the  finest:  N.  Y.  Wire  Cloth 
Co.'s  "Aldura  Wire".  Our  screens  and 
sash  are  guaranteed  to  be  the  best  on 
the  market. 

Some  Distributorships  Still  Available 

Write  Today  For  Price  List 

Denison  Fabricating  Co. 

78  Main  St.  ORange  6-0333  East  Orange,  N.  J. 


Screens  and  Sash  for 

•  Jaliusies 

•  Metal  Casement  Windows 

•  Double  Hunt  Windows 

(Metal  or  wood) 

•  Porches 


the  daily  Moberly  Monitor-Index 
as  well  as  30  radio  spots.  This 
investment  proved  sound  as  it  en¬ 
abled  the  company  to  get  off  to  a 
good  start,  and  now  they  are  well- 
known  in  that  city. 

The  same  type  of  promotion,  but 
to  a  limited  extent,  is  carried  out 
in  Columbia.  Occasional  ads  are 
inserted  in  the  local  daily  news¬ 
papers,  besides  large  space  in  the 
yellow  business  section  of  the  tele¬ 
phone  directory.  A  great  deal  of 
reliance  is  placed  on  letters  direct¬ 
ed  to  home-owners  and  those  con¬ 
templating  modernization,  with 
manufacturers’  literature  enclosed, 
as  many  as  500  going  out  a  week 
in  a  6-weeks’  concentrated  cam¬ 
paign. 

Since  they  practically  run  the 
business  themselves  (with  occa¬ 
sional  part-time  student  assist¬ 
ance),  the  Roemers  go  out  on 
phone  inquiries  and  do  not  main¬ 
tain  a  large  canvassing  staff  of 
solicitors. 

Customers  are  advised  that  the 
company  buys  in  large  scale  lots 
and  so  is  able  to  pass  on  savings 
resulting.  By  keeping  close  inter¬ 
nal  control,  the  Roemers  are  able 
to  cut  corners  here  and  there,  en¬ 
abling  them  to  meet  any  competi¬ 
tive  quotations. 

The  building,  housing  the  com¬ 
bined  plant,  warehouse  and  office, 
is  a  short  distance  from  the  main 
shopping  district,  yet  walk-in  traf¬ 
fic  is  maintained  from  customers 
who  would  rather  talk  things  over 
on  the  spot  and  see  the  large  array 
of  samples  in  the  showroom. 

The  father-and-son  team  do  all 
of  the  installing  themselves,  and 
have  one  delivery  truck  for  that 
purpose. 


Selling  Homeowners 

(Continued  from  Page  66) 

utilize  the  principles  of  good  ad¬ 
vertising.  The  dealer  that  is  will¬ 
ing  to  spend  money  for  advertising 
space  should  certainly  try  to  make 
sure  the  space  is  not  going  to  be 
wasted.  Most  manufacturers  make 


available  newspaper  mats  to  their 
dealers. 

Some  manufacturers  maintain 
their  own  advertising  departments 
to  prepare  promotional  and  adver¬ 
tising  material,  and  to  assist  deal¬ 
ers  with  their  advertising  prob¬ 
lems.  Other  manufacturers  farm 
this  work  out  to  agencies.  The 
advertising  material  prepared  by 
professional  advertising  men  is 
usually  effective,  and  if  used  prop¬ 
erly  by  the  dealer,  will  pay  big 
dividends. 


The  advertising  material  fur¬ 
nished  by  some  manufacturers  is 
of  little  or  no  value,  and  in  some 
cases,  would  do  more  harm  than 
good  if  used.  The  manufacturing 
executive,  if  not  advertising  mind¬ 
ed,  often  turns  over  his  advertis¬ 
ing  duties  to  a  clerk  in  his  office 
who  is  indifferent  and  totally  in¬ 
competent  to  handle  the  job.  The 
result  is  material  that  is  of  doubt¬ 
ful  value  to  the  dealer.  Many 
manufacturers  are  so  proud  of 
(Continued  on  Page  142) 
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data  sheets,  on  aluminum  extrusions 
in  architectural,  structural  and  decora¬ 
tive  shapes,  for  interior  and  exterior 
construction  and  product  manufacture. 
You  con  always  depend  on  McDermott 
for  fast  delivery  of  precision,  quality 
extrusions  made  to  your  specifications. 
Inquiries  invited. 

Call  For  Our  Product  Engineer! 


M'DERMOTT 

METALS  CO.  in, 

EOGEMONT  t  TIOGA  STS 
PHILADELPNIA  34,  PI.  NE4-I2I0 


Selling  Homeowners 

{Continued  from  Page  141) 

their  product  that  they  build  their 
campaign  around  the  quality  of  the 
product  and  completely  omit  the 
advantages  to  be  derived  from 
owning  the  product. 

A  few  weeks  ago,  I  was  looking 
through  the  Sunday  edition  of  a 
metropolitan  newspaper.  Three 
jalousie  adverti.sements  appeared 
in  the  paper,  and  in  all  three  only 
the  picture  of  a  jalousie  appeared. 
The  units  were  not  shown  in  use 
nor  were  the  advantages  of  use 
brought  out.  The  advertisements 
did  state  what  the  jalousies  would 
do,  but  failed  to  tell  how  the  buyer 
would  benefit. 

If  your  newspaper  advertise¬ 
ments  are  not  “pulling,”  you 
should  get  the  help  of  a  profes¬ 
sional  advertising  man.  I  have 
seen  a  slight  change  in  the  heading 
and  copy  of  an  advertisement  re¬ 
sult  in  its  becoming  more  than  five 
times  as  effective  as  a  source  of 
leads. 

Most  authorities  agree  that 
spasmodic  advertising,  unless  it 
features  some  special  inducement 
to  buy,  is  ineffective.  If  you  want 
good  results  from  newspaper  ad¬ 
vertising,  you  must  not  only  have 
“hard-hitting”  advertisements,  but 
they  must  appear  regularly.  The 
specialty  dealer  who  depends 
largely  on  newspaper  advertising 
should  keep  accurate  response  rec¬ 
ords.  By  doing  this,  he  will  soon 
learn  which  advertisement  pulls 
best,  which  day  of  the  week  is  the 
best  for  him  to  advertise,  and  what 
is  the  most  effective  position  for 
his  advertisement. 

Most  dealers  find  that  newspa¬ 
per  advertising  alone  will  not  pro¬ 
vide  an  adequate  number  of  leads. 
Newspaper  advertising  combined 
with  other  methods  of  securing 
leads  is  usually  required. 

Direct  Mail: 

Many  building  specitlties  and 
home  improvement  dealers  have 
found  that  direct  mail  campaigns 


Whatever  You  Need  in 

SCREWS 

•  Aluminum  Sheet  Metal  Screws 

•  Aluminum  Wood  Screws 

•  Aluminum  Machine  Screws  and  Nuts 

•  Stainless  Steel  Sheet  Metal  Screws 

•  Stainless  Steel  Wood  Screws 

•  Stainless  Steel  Machine  Screws  and  Nuts 

•  Brass  and  Steel  Fasteners,  Too 

•  Phillips  and  Slotted  Heads  • 


For  AWNINGS 
and  JALOUSIES 

All  types  of  anchoring  and  drill¬ 
ing  devices  for  making  fasten¬ 
ings  to  masonry. 


DOOR 

HARDWARE 

DOOR  CHECKS.  LATCHES, 
CHAINS,  HINGES. 


Check  Our  LOW  Prices 
WRITE  •  WIRE  •  PHONE 

MANUFACTURERS 
HARDWARE  SUPPLY  CO. 

98  PARK  PLACE  NEW  YORK  7,  N.  Y. 
Phone:  BArclay  7-6781 

"IF  YOU  CAN’T  FIND  IT— CALL  US' 


YOUR  PROFIT  MARGIN 
AND  MARKET 
W-l-D-E 


I  WHEN 
I  YOU  SELL 

I 

I  aluminum 
I  combination 

I  ROUND  TOP 
IDOORS  & 
jWINOOWS 

I 
I 
I 

I 


CASH  IN  ON  AN 
UNTAPPED  MARKET 
OF  HUNDREDS  OF 
HOMEOWNERS  IN 
YOUR  COMMUNITY! 


I 
I 
I 

EASY  INSTALLATION— It  hos  been  proven  that  I 

■  Round  Top  Doors  ore  easier  to  install  thon  ■ 
Squore  Top  Doors.  I 

I  NO  COSTLY  INVENTORY-Prompt  I  to  2  week  Z 
I  delivery  eliminates  need  for  dealer  to  corry  I 
■  stock.  ■ 

I  GUARANTEED  SATISFACTION-Curvolum  Alu-  I 
I  minum  Combinolion  Products  ore  custom  built  I 

I  with  the  highest  quality  stondords  in  materials  R 
ond  construction.  | 

I  NEWSPAPER  MATS  (  WINDOW  STREAMERS  HpaR  rieiist  I 

*  Write  for  complete  "Profit  Picture"  and  infer-  , 
motion  on  closed  dealer 


II  ri^iwiv  ana  inTor* 

territories. 

dooTSfc^co" 

15  Prospect  Street 
Hewlett,  L.  I.,  N.  Y. 
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produce  a  large  number  of  good 
leads.  Direct  mail  is  usually  much 
more  selective  than  newspaper  ad¬ 
vertising.  This  is  particularly  true 
if  the  proper  mailing  list  is  used. 

There  are  firms  that  specialize 
in  preparing  lists  of  special  classes 
and  groups  of  people  and  firms, 
but  for  the  average  dealer  whose 
.sales  are  largely  to  the  home 
owner  and  building  contractor, 
li.sts  which  he  prepares  himself  are 
usually  better.  The  cla.ssified  sec¬ 
tions  of  telephone  directories  can 
be  used  to  compile  a  li.st  of  certain 
types  of  businesses.  City  direc¬ 
tories  are  another  good  source  of 
names.  Also  from  court  hou.se  rec¬ 
ords  of  building  permits  and  deed 
transfers,  mailing  lists  can  be 
compiled. 


Campaigns 

The  most  effective  direct  mail 
campaign  I  conducted  worked  as 
follow’s:  I  was  selling  aluminum 
aw’nings  in  Columbus,  Georgia, 
and  had  prepared  .several  different 
direct  mail  letters.  One  explained 
why  the  home  owner  should  re¬ 
place  his  worn  canvas  awning  with 
the  new  aluminum  awnir.g.  An¬ 
other  expanded  on  the  beauty, 
comfort  and  convenience  to  be 
gained  by  in.stalling  aw’nings.  Still 
another  letter  painted  a  word  pic¬ 
ture  of  the  additional  enjoyment 
of  a  porch  equipped  with  alumi¬ 
num  awnings.  There  were  several 
other  letters  in  the  series,  each 
dealing  with  a  particular  awning 
installation. 

Every  Sunday  afternoon  I  would 
take  my  wife  for  a  drive  through 
the  section  of  town  I  planned  to 
work.  She  carried  a  note  book 
along  and  at  the  top  of  each  page, 
she  would  write  the  name  of  the 
street  on  which  we  were  driving. 
Along  the  left  hand  margin,  she 
would  write  house  numbers  and 
any  comment  I  made  concerning 
the  house.  For  example,  I  might 
comment,  “Porch  awning  needs  re¬ 
placing,  already  in  shreds.”  An¬ 
other  comment  might  be,  “Door 
needs  protecting  with  hood,”  and 
so  on. 

{Continued  on  Page  144) 


ALUMINUM  COMBINATION 
DOORS 

ALUMINUM  COMBINATION 
WINDOWS 

ALUMINUM  AWNINGS. 
DOOR  CANOPIES. 
PATIO  COVERS 


Here  is  an  ail-season,  year  Vound  money-making 
line  of  your  major  products  that  has  real  SELL 
in  it.  Tie  in  with  the  DUAL-VENT  LINE  and 
you  have 


•  Quality  Engineering 

•  Sellable  Appearance 

•  Economy 

•  Profits 

DUAL-VENT  AWNING  Beo  uty,  sturdiness 
and  simplicity  of  installation  mean  mere  sales 
for  you.  There's  no  off-season  with  this  all-year 
line  of  awnings,  canopies,  patio  covers,  commer¬ 
cial  awnings.  Ten  most  popular  colors. 

DUAL-VENT  WINDOW  Everything  you  wont 
in  an  extruded  aluminum  window  .  .  .  triple¬ 
action.  double  track,  strong  and  rigid.  It  will 
meet  your  and  your  customers'  every  requirement. 

DUAL-VENT  DOOR  Meets  the  highest  priced 
in  quality,  engineering,  appeorance,  yet  you  can 
sell  it  to  meet  your  toughest  competition.  An 
expensive  door  at  rock  bottom  price. 


PHO>f:  L.S  TODAV  ...  OK  Hill  IK 
OK  HIKK  .  .  .  l>0\'l  OKI.XT 


Here  Is 
Your 
Profit 
Line 

Don't  watte  your 
time  looking  fur¬ 
ther  —  ypu  can't 
beat  the  DUAL¬ 
VENT  LINE  for 
sales,  profits  and 
fast  delivery.  Be- 
come  a  OUAL- 
VENT  Franchise 
Holder  today  and 
watch  your  business 
loom. 

Exclusive  territories 
for  Dealers  and 
Dietrlhutors  if  you 
show  us  you  wont 
to  do  a  real  volume. 
Inquire  obout  our 
K.D.  Pockage  Plan. 


■UJI.LUI  huui  jmsijsi 


DUAL-VENT  DISTRIBUTING  CO. 

400  H  St.,  H  i  PHONE  Lincoln  3  3141  Wasliinfton  2,  0  C 

NortKcustorn  i*ppct«fit«ttve  N«w  Yufli  Tl  4-9322 


EVERYTHING 

FROM 

ONE  SOURCE 


Order  NOW  Your 
1954  (9th)  Edition  of 
ROOFING  SIDING 
S  BUILDING 
SPECIALTIES 
MANUAL- 

OTer  150  pages  crammed  lull  oi  valuable 
information  on  EVERY  phase  oi  your  busi¬ 
ness.  Every  contractor  and  dealer  will  want 
copies  to  help  him  make  more  money. 


$ 


PER  COPY 


BUILDING  SPECIALTIES  G 
HOME  IMPROVEMENT  DEALER 
425 — 4th  Ave..  N.  Y.  16.  N.  Y. 

Please  send  me.... copies  oi  the  1954 
MANUAL. 


NAME .  TITLE. 

COMPANY  . 

ADDRESS  .  . 


6t  Home  Improvement  Dealpi 
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GRACEFUL  -  STURDY 

DOOR  GRILLES 

FINEST  WORKMANSHIP 


$  -  ECONOMICALLY  PRICED  -  $ 


;  HEAT  TREATED 

I  ALUMINUM  EXTRUSIONS 
I  with 

I  EXTRA  HEAVY  BARS 

I  Reflectorized  Aluminum  I 

I  INITIALS 

^  Ask  for  Special  Prices 

19"  High 

I - ^ 

,  JASON  ALUMINUM  SPECIALTIES  I 

>  COMPANY — 115  Morket  Street  | 

'  Youngstown,  Ohio  I 

I  Please  send  us  information  and  . 

I  price  list.  ‘ 

□  Dealer  □  Distributor  □  Mlg.  Rep. 

I  Address _ | 

I  City _ _ _  State _  I 

I _ J 


Fully  Guaranteed 


Selling  Homeowners 

{Continued  from  Page  143) 

Upon  returning  home,  we 
checked  the  list  against  the  city 
directory,  in  this  manner  we  ob¬ 
tained  the  names  of  the  occupants 
of  the  houses.  We  also  learned 
from  the  directory  which  of  the 
houses  were  owned  by  the  occu¬ 
pants.  Those  that  were  not,  were 
deleted  from  the  list. 

This  list  have  us  the  name, 
address  and  telephone  number  of 
the  homeowners  to  whom  we  want¬ 
ed  to  direct  our  mail.  Usually  I 
used  the  comments  I  had  made  to 
write  a  P.S.  in  long  hand  at  the 
bottom  of  the  letter.  I  might  write 
something  like,  “Your  canvas  awn¬ 
ing  won’t  last  through  the  season, 
so  now  is  the  time  to  replace  it 
with  a - aluminum  awning.” 

The  letters  were  then  mailed 
along  with  a  brochure  to  the  home- 
owners.  A  few  days  after  the  letter 
was  mailed,  the  homeowners  were 
telephoned  and  an  appointment  re¬ 
quested. 


Hundred  a  Week 

Approximately  one  hundred  let¬ 
ters  were  mailed  each  week  and 
the  response  was  large  enough  to 
keep  three  salesmen  busy  calling 
on  prospects.  Also  the  ratio  of 
closes  to  calls  was  very  high. 

It  is  possible  to  get  a  lot  of  sell¬ 
ing  into  a  letter.  Much  more  than 
is  normally  possible  to  put  into  a 
newspaper  advertisement.  One 
fault  with  many  sales  letters  is 
their  lack  of  selling.  Don’t  be  too 
brief  in  a  sales  letter!  You  must 
pack  enough  interest  or  curiosity 
into  the  first  paragraph  to  make 
the  prospect  want  to  read  the  rest, 
then  go  into  detail  to  sell  him. 
Usually  it  is  impossible  to  sell  a 
prospect  with  a  few  words. 

A  short  time  ago,  I  read  of  a 
test  made  to  determine  the  rela¬ 
tionship  of  the  length  of  a  direct 
mail  letter  with  its  “sales  pull.” 
A  company  that  sells  exclusively 
by  mail  had  many  complaints  from 
prospects  because  of  the  length  of 
their  sales  letters.  The  company 
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divided  the  area  to  which  it  was  ; 
directing  its  mail  campaign  into  ' 
halves.  | 

A  one  page  letter  was  sent  to  | 
one  half,  and  the  usual  five  page  I 
letter  was  sent  to  the  other  half.  I 
Prospects  in  the  area  that  received 
the  one  page  letter  neither  com¬ 
plained  nor  .sent  in  orders.  The 
other  section  continued  to  produce  I 
about  the  same  number  of  sales  i 
and  the  same  number  of  com-  i 
plaints,  I 

There  are  many  good  books  j 
about  direct  mail  campaigns  and  ; 
sales  letters.  Any  dealer  planning  i 
to  use  direct  mail  as  a  means  of  ; 
selling  or  prospecting,  would  do  j 
well  to  read  several  books  on  the 
subject. 

Telephone  Canvassing: 

The  effectiveness  of  telephone 
canvassing  usually  depends  on  the 
number  of  firms  using  this  meth¬ 
od.  If  several  companies  are  using 
it  at  the  same  time  in  a  small  city, 
it  can  do  more  harm  than  good. 
As  a  rule,  telephone  canvassing  is 
a  cheap,  quick  method  of  obtaining 
prospects. 

Most  telephone  canvassing  is 
done  with  the  help  of  the  “Criss- 
Cross”  directory.  This  enables  the 
canvasser  to  restrict  his  efforts  to 
certain  areas.  Before  the  canvas¬ 
sing  is  begun,  the  area  should  be 
personally  inspected  and  the  tele¬ 
phone  “pitch”  worked  out  and 
written  down.  The  be.st  “pitches” 
contain  some  “gimmick”  to  get  the 
quick  attention  of  the  listener.  A 
special  sale  price  or  a  give  away 
“tie-in”  will  usually  get  the  desired 
response. 

As  in  face  to  face  selling,  the  ; 
telephone  canvasser  can  be  best 
achieved  by  questions,  but  the 
questions  asked  must  be  such  that 
the  prospect  will  give  the  desired 
answers.  If  a  canvasser  is  work¬ 
ing  on  jalousies,  he  should  not  ask 
if  the  listener  likes  jalousies,  be¬ 
cause  he  might  get  “no”  for  an 
answer.  He  should  ask,  “Have 
you  ever  seen  a  jalousie  enclosed 

{Continued  on  Page  146) 


E>t.  l/oot- 
Of  AMCRICA 


Display  stands  and  sand- 
carved  designs  are  free, 
and  the  door  or  tub  en¬ 
closure  in  the  stond  car¬ 
ries  your  usual  discount. 


MONEY 


WIDE  AWAKE 


MAKERS  AGGRESSIVE  DEALERS 

IN  NEW  JERSEY— NEW  YORK— CONN.  AND  MASS. 


TOP  QUALITY  —  ALL  EXTRUDED  —  PICTURE  FRAME  2  TRACK  UNIT 


A  I  II  II  I  II  II  II  COMB.  STORM 
ALUPlinUn  &  SCREEN  SASH 

EASY  INSTALLATION  —  SERVICE  FREE 


^10” 

GLASS 

TO  28x28  SIZE 


SENSATIONAL  1  ALL  EXTRUDED  —  2  LITE  all  sizes  in  stock 

A  I  II  U  I  LI  II  U  COMB.  STORM  $ 

L  U  M  I  n  U  M  &  SCREEN  DOOR 

HOLLOW  CENTER  MULLION-MADE  ON  THE  '  2  INCH  |in  lots  of  25 


STOCK  ALUMINUM  AWNINGS  $0  * 

81  sn  fiTHFR  Ri7FR_PDinrn  Dicirr  ^  • 


ALSO  OTHER  SIZES -PRICED  RIGHT 

WE  STOCK  ALUMINUM 

JALOUSIE  DOORS 


TO 

FIT 

38 

WINDOWS 


mu  RADIATOR  ENCLOSURES 

3000  IN  STOCK  —  ALL  SIZES  —  STYLES 


DELIVERY  1  WEEK  —  IN  SEASON  OR  OUT 
TURN  YOUR  DOLLARS  FAST  — WITH  EASTERN 


eastern 

Al'UMINL^tl  PRODUCTS  MFC.  CORP.l 

282  STATE  ST  ’•  PERTH  AMBOY,  N  J 


.  CALL -VALLEY  6-4133  , 

CENTRALLY  LOCATED  EXIT,  II 

QN  NEW  JERSEY,  TURNPIKE 

1 

It  will  pay  you  to  call  or  come  down 


&  Home  Improvement  Dealer 
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Mr.  Dealer . 

''LET’S  TALK 
TURKEY" 


There's  no  "dressing"  on  these  facts . . . 
just  straight  shop  talk  on  how  you  can 
"pluck"  our  "golden  goose"  and  feast  j 
on  the  "plump,  savory"  profits. 

We,  at  Little-Beaver,  manufacture  a  ' 
heavy  duty,  3-track  storm  window,  the 
TRIPLE-TILT*,  that  in  all  modesty,  we  can 
describe  as  revolutionary!  Featuring  a 
HEAVY  DUTY,  one  piece  3-track  master 
frame  and  complete  gadget-free,  SERV-  ■ 
ICE-FREE  construction,  the  TRIPLE-TILT*  I 
is  "SAFETY-anchored"  for  safe,  simplified 
cleaning  without  removing  panels  —  (al¬ 
though  panels  are  easily  removed)  a  fea-  ' 
ture  with  overwhelming  customer  appeal!  i 
(Each  panel  may  be  tilted  inward  and 
locked  in  place  for  easy  access  to  both  j 
surfaces).  Automatic  jam-proof  safety  I 
locks,  concealed  in  corner  braces,  assure 
a  fluid,  non-binding  operation.  One  dem¬ 
onstration  of  this  engineering  marvel  will 
sell  it  for  youl 

In  addition,  Little-Beaver  auarantees 
you  LOW  COMPETITIVE  PRICES,  quick  j 
delivery  (FULLY  ASSEMBLED  OR  KD)  and  | 
SIMPLE,  LOW  COST  INSTALLATION.  Our  ; 
full  advertising  support  and  comp'ete  | 
sales  asistance  are  yours.  WE  WILL  HELP 
YOU  TO  GET  LEADS;  WE  WILL  SHOW 
YOU  HOW  TO  SELL  THEM.  A  staff  of  j 
experienced  personnel  is  always  at  your 
service!  j 

Little-Beaver  has  also  created  the  I 
DOOR  FOR  '54  —  o  lifetime,  "clean-  i 
faced"  double  thick  door  of  distinction  j 
that  is  shipped,  in  any  regular  size,  KD  —  | 
FOB  as  low  as  $18.00.  Accessories  extra,  i 
"Tasty"  Little-Beaver  profits,  in  both  ' 
DOOR  and  TRIPLE-TILT*  window,  are  now  ' 
being  served.  Won't  you  join  us  for  some?  i 

•  Patent  Pendint  | 

I 

Sererat  Valuable  Franchises  Still 
Available!  Write,  Wire  or  Phone 

LITTLE- BEAVER  CO. 

1513  ASHLAND  AVENUE 
DEPT.  BS-N  BALTO.  5,  MD. 
iosvern  7-4200 


Aluminum  Wire 
Ends  Screen  Stain 

More  than  266  billion  feet  of 
Alcoa  Alclad  Aluminum  wire  — 
enough  to  reach  to  the  moon  and 
back  100  times  —  have  been  woven 
into  insect  wire  screening.  This 
figure  represents  nearly  700  mil¬ 
lion  square  feet  of  screening  — 
enough  to  protect  more  than  55 
million  average  size  residential 
windows. 

The  acceptance  of  aluminum  in¬ 
sect  screening  has  increased  dra¬ 
matically  over  the  last  few  years, 
since  its  first  appearance  on  the 
consumer  market.  Today,  it  is 
specified  for  many  original  instal¬ 
lations  and  is  becoming  a  top 
choice  for  replacement. 

Advantages 

The  advantages  of  insect  wire 
screening  of  aluminum  are  the  best 
explanation  for  the  growth  in  its 
use.  Aluminum  prevents  objec¬ 
tionable  staining  of  light  walls  and 
sills.  It  is  a  strong,  long-lasting 
material,  with  corrosion-resistant 
properties  to  make  it  outlast  in¬ 
ferior  screening  materials.  It  will 
not  rot,  and  is  unaffected  by  nor¬ 
mal  changes  of  temperature  in  any 
area. 

Color  is  another  important  fac¬ 
tor  in  the  choice  of  screen  mate¬ 
rial.  The  modern  light  color  of 
aluminum  makes  it  blend  with  any 
type  exterior,  and  is  adaptable  to 
any  decorative  scheme. 

Insect  wire  screening  of  Alclad 
Aluminum  is  recommended  since 
it  is  the  only  Aluminum  screen 
wire  which  meets  Federal  Specifi¬ 
cations  and  Department  of  Com¬ 
merce  standardization  require¬ 
ments.  Also,  screens  woven  of 
Alcoa  Alclad  Aluminum  are  sub¬ 
ject  to  certification  by  the  Insect 
Wire  Screening  Bureau  as  meeting 
the  standardization  requirements 
of  the  National  Bureau  of  Stand¬ 
ards.  This  certification  is  the 
“Hallmark  of  Screening.” 

Aluminum  screening  is  available 
in  wood  or  metal  frames,  in  ten¬ 
sion-type  screens,  and  in  combina¬ 
tion  units.  Homeowners  replacing 


old  screens  are  advised  that  the 
use  of  aluminum  wherever  metal 
screening  is  used  is  the  only  way 
to  insure  against  screen  s.ain. 

Selling  Homeowners 

(Continued  from  Page  145) 

porch?”  Regardless  of  the  answer 
he  can  continue.  A  skillful  tele¬ 
phone  canvasser  can  qualify  leads 
and  also  obtain  valuable  informa¬ 
tion  for  the  salesman  who  will  call 
on  the  prospect. 

Cold  Turkey  Canvassing: 

Undoubtedly,  the  most  effective 
method  of  obtaining  good  qualified 
leads  is  “cold  turkey”  canvassing, 
but  it  is  by  far  the  hardest  method. 
The  reason  that  door  to  door  can¬ 
vassing  is  more  effective  is  that 
the  prospect  is  called  upon  to  use 
more  of  his  senses.  In  a  telephone 
canvass,  the  prospect  uses  only  his 
sense  of  hearing  ...  in  direct 
mail,  only  his  sense  of  sight,  unless 
a  sample  is  enclosed  with  the  mail¬ 
ing  piece.  But  during  a  door  to 
door  canvass  call,  a  prospect  can 
use  his  sense  of  sight,  hearing  and 
touch.  The  door  to  door  canvasser 
is  also  in  a  better  position  to  “put 
over”  his  personality. 

Most  salesmen  dislike  doorbell 
ringing  because  it  is  hard  work, 
but  every  salesman  should  do  a 
certain  amount  of  this  type  can¬ 
vassing  because: 

1.  It  is  the  best  method  for 
finding  prospects. 

2.  Nothing  keeps  a  salesman 
as  alert  and  fit  as  the  prac¬ 
tice  of  calling  “cold”  on 
someone  he  doesn’t  know. 

3.  The  salesman  gets  many 
objections  he  wouldn’t  get 
otherwise.  Prospects  blurt 
out  what  they  think,  thus 
the  salesman  gets  to  the 
root  of  objections. 

4.  Cold  turkey  canvassing 
gets  a  salesman  used  to 
meeting  different  people 
under  different  situations. 
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It  is  the  best  experience 
for  a  salesman. 

If  a  salesman  does  not  consider 
cold  turkey  canvassing  drudgery, 
he  can  really  enjoy  it.  There  is 
many  a  laugh  in  canvassing.  Once 
I  was  sent  to  the  rear  of  a  woman’s 
house  by  her  children,  and  talked 
to  the  woman  through  her  bath¬ 
room  window.  The  sight  of  a 
pretty  head  and  a  pair  of  bare 
shoulders  made  it  rather  difficult 
to  concentrate  on  selling.  Another 
time,  a  little  girl  of  about  five 
opened  the  door.  Before  I  had  a 
chance  to  utter  a  word,  the  child 
said,  “Mamma  don’t  want  none.’’ 
When  I  asked  her  what  her  mother 
didn’t  want,  she  said,  “I’ll  see,’’ 
and  ran  back  into  the  house.  Soon 
she  was  back  and  said,  “Mamma 
said  she  don’t  want  a  d —  thing 
you’ve  got.’’  With  that  I  left. 


“Hot”  Leads 


Mo.st  salesmen  who  canvass  at 
all  only  do  so  spasmodically.  The 
average  salesman  will  decide  he  is 
going  to  get  some  “hot”  leads  by 
knocking  a  few  doors.  He  spends 
a  couple  of  hours,  and  consumes 
several  cups  of  coffee  while  driving 
around  to  find  the  best  area  to 
canvass.  Then  he  tries  a  few 
houses  and  decides  the  area  is  not 
so  “hot.”  He  then  tries  another 
area  for  a  few  minutes  and  after 
a  few  turn  downs  decides  it  is  too 
near  lunch  time  to  canvass  any¬ 
more  for  fear  he  may  anger  the 
housewife  by  making  her  leave  the 
preparation  of  lunch. 

Canvassing  should  be  done  sys¬ 
tematically.  The  salesman  should 
canvass  each  house  he  comes  to. 
He  should  work  up  one  side  of  the 
street  and  down  the  other.  The 
salesman  that  by-passes  a  house, 
because  it  looks  like  a  poor  pros¬ 
pect,  may  be  passing  up  a  sale.  A 
house  never  buys  anything.  It’s 
the  people  that  live  in  the  house 
that  do  the  purchasing.  Of  course, 
sometimes  it  is  obvious  that  your 
product  couldn’t  be  sold  at  certain 
houses.  It  would  be  rather  difficult 

{Continued  on  Page  148) 


1000  NORTH  ORANGE  DRIVE,  LOb  ANGELES  38,  CALIFORNIA  .  HOII/wood  9-1 46S 
HOUSTON,  TEXAS  PORTLAND,  OREGON 


cMed  pAojiil 


with  this  new  revolutionary  aluminum  cleaner-polish 


•  made  specifically  for  aluminum 

•  sold  exclusively  by  aluminum  dealers 


Retail  price  for  8  oz.  package 
$1.00. 40%  discount  to  deal¬ 
ers  on  case  lots  (24).  Sample 
75c;  also  available  in  gallons 
at  $2.75  net. 

PROTECTALUM,  I 

110  CENTER  STREET  NEW  MILFORO,  N.  J. 

Oradell  8-6196 


Here  is  an  aluminum  cleaner-polish 
that  will  leave  a  bright,  long  last¬ 
ing  finish  on  old  or  new  alumi¬ 
num.  Many  letters  from  deal¬ 
ers  and  consumers  testify  to 
its  unequaled  performance. 

Send  for  this  amazing 
product  today  .  .  .  and 
see  your  “extra  -  sales” 
profits  soar  with  every 
sale! 


SENSATIONAL  SPACE  SAVERS 
to  retail  as  low  as  30<  sq.  ft. 

The  modern  trend  is  folding  doors. 
UNITRON  BAM-FOLD  is  your  answer  to  the 
moss  demand  because  most  folding  doors 
now  on  the  market  ore  priced  too  high  — 
beyond  the  reach  of  the  overage  income 
class.  Designed  for  low  budget  construc¬ 
tion  with  full  profit  to  dealer  and  distribu¬ 
tor.  You  can  beat  the  stiffest  competition. 
No  strings,  tapes  or  unsightly  mechanisr.^.. 
UNITRON  is  made  with  patented  clip, 
matched  color  for  uniform  appear .,nce  on 
both  sides.  Simple  to  install,  eosy  to  main¬ 
tain.  Complete  with  nylon  carriers,  track 
and  hardware.  Attention  Accordion  Door 
Distributors  —  several  qood  territories  still 
available.  Inquiries  invited. 

Write  for  descriptive  catalog  of  complete  fine  of 
draperies,  curtains,  shades,  folding  floor  screens. 


OF  CJtifFOXMi'A 


BAM-FOLD 

Doors  and  Room  Dividors 
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^  mne  m^y  " 
m  B£my  sHAPes 

.  M  yOOB  PiASTfC 

L  ixmsiOHs  A 


See  the  Kessler  Door 
Sweep.  Quality  built  —  will 
fit  any  door.  55c  each — 36"  length. 

Write  for  quantity  discounts. 

Phone  STerling  8-9657 


KESSLER  PRODUCTS 
COMPANY 

4531  Lake  Park  Road 
YOUNGSTOWN,  OHIO 

SPECIALISTS  IN  PLASTIC  EXTRUSIONS 
FOR  THE  STORM  WINDOW  INDUSTRY 


offal’s  you  the  best  Storm  and 

Screen  Door  Hardware! 

oUeaioK.  and 

^x£eo£a6cAj£^ 


Available  with  or  without  key 
locking.  Simple  three  54*  hole 
installation.  Adjustable  to  door 
thickness.  Reversible.  Beautiful 
design  —  Extra  sturdy  stainless 
steel  bolts  and  case  with  pressure 
j\yg{|g|}|0  05  g  unit  aluminum  handles. 

or  in  complete  kits  including  closer,  chain  and  hinges 


HINGES 

PloMorStainlats.  Engin««r*cl 
L  lo  your  raquiromonta. 


No.  SO  STORM  DOOR  CLOSER  «  PROTECTOR 
urlHi  chain  hold-up  spring.  SaH>Lubrleirtad. 
to  yoor  Ciuorantao. 


IDEAL  BRASS  WORKS,  Inc*  •  250E.5ihST.,sT.PAULi,MiNN. 


Selling  Homeowners 

{Continued  from  Page  147) 

to  sell  jalousies  to  a  home  owner 
whose  house  was  equipped  through¬ 
out  with  jalousies. 

The  important  thing  to  do  in 
canvassing  is  to  continue  to  ring 
door  bells  until  you  have  “set-up" 
all  the  appointments  you  need. 
Sometimes  this  can  be  accom¬ 
plished  in  a  matter  of  minutes. 
Other  times  it  may  take  a  day  or 
two.  The  main  thing  to  remember 
is  that  persistence  pays  off. 

Once  a  salesman  worked  for  me 
that  never  seemed  to  have  much 
luck  canvassing  until  his  wife 
j  wrecked  his  automobile.  During 
]  the  week  his  car  was  being  re- 
j  paired,  I  would  drive  him  each 
I  morning  to  the  area  he  was  work- 
I  ing.  As  the  area  was  residential 
I  and  he  didn’t  have  an  automobile 
so  he  could  leave  easily,  there 
wasn’t  much  for  him  to  do  but 
canvass.  During  that  week,  the 
salesman  “set-up’’  more  appoint- 
:  ments  than  he  ever  had  before.  He 
earned  so  much  money  that  even 
after  his  auto  was  repaired,  he 
'  would  have  his  wife  take  him  to 
i  the  area  he  was  working  and  leave 
him. 

If  you  want  well  qualified  leads 
that  will  produce  sales  and  com¬ 
missions,  then  “cold  turkey’’  can¬ 
vass.  Make  the  law  of  averages 
work  for  you !  If  you  ring  enough 
door  bells,  you  will  find  someone 
interested  in  your  product.  If  you 
find  enough  interested  parties, 
.some  will  buy.  It’s  just  that  simple. 

Endless  Chain  Canvassing: 

Still  another  good  method  of 
obtaining  leads  is  the  endless  chain 
method.  It  is  also  known  as  “using 
the  user.’’  There  are  many  sales¬ 
men  that  u.se  only  this  method  to 
get  new  prospects.  Others  never 
use  it,  and  as  a  result  miss  lots  of 
easy  sales. 

After  a  prospect  is  sold,  the 
salesman  should  not  forget  him. 
The  smart  salesman  will  return 
after  his  product  is  in  use.  He 
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pretends  that  the  purpose  of  his  i 
visit  is  to  make  sure  that  the  cus-  j 
tomer  is  satisfied.  During  the  con-  j 
versation  the  salesman  asks  the 
customer  for  names  of  others  that 
may  be  interested  in  his  product. 

Obliging  Customers 

As  a  rule,  the  customer  is  very 
obliging.  People  are  proud  of  what 
they  buy.  They  like  for  other  peo¬ 
ple  to  know  about  their  good  for-  i 
tune.  They  usually  have  a  warm 
spot  in  their  heart  for  the  “nice 
salesman”  that  helped  them  with  ' 
their  purchase.  They  want  to  re¬ 
ciprocate  by  helping  him  to  sell 
others. 

The  home  improvement  sales 
field  has  become  famous  (or  in-  | 
famous)  for  using  the  lure  of  big  j 
lead  commissions  as  a  sales  gim-  | 
mick.  Most  companies  are  glad  ! 
to  pay  commissions  to  customers  ! 
for  furnishing  names  of  prospects 
that  are  sold.  Many  companies 
have  definite  policies  concerning 
lead  commissions.  Some  companies 
even  have  printed  instructions  and 
prospect  forms  that  the  salesman  ' 
leaves  with  his  customer. 

The  endless  chain  method  of  ; 
canvassing  is  one  of  the  easiest 
methods  of  canvassing.  Salesmen 
who  use  this  method  not  only  ob-  i 
tain  many  good  leads,  but  also 
create  good  will  among  their  cus-  | 
tomers.  Salesmen  who  utilize  this  I 
method  to  its  fullest  advantage 
have  all  their  customers  helping  | 

them  to  .sell.  1 

! 

i 

Technique  and  Persistence 

The  whole  business  of  obtaining  | 
the  names  of  prospective  buyers  | 
boils  down  to  two  things  .  .  .  Tech-  i 
nique  and  Persistence.  Regardless  j 
of  what  method  of  prospecting  is  ; 
used,  if  the  right  technique  is  em¬ 
ployed  persistently,  prospects  will 
be  found.  Don’t  wait  for  prospects 
to  come  to  you  to  buy.  Go  find  your 
prospects  and  sell  them.  It  is  much 
harder  work,  but  the  pay  is  much, 
much  better.  | 

The  next  article  in  this  se.nes  covers  ! 
the  "Approach."  Several  techniques 
used  in  "door  to  door”  canvassing  | 
will  be  discussed.  ! 


FRISBY  All-Aluminum 

AIR  VENTS 


KEEPS  HOMES 


♦ 

IINSIAUED 
V  HERE 


Here's  the  hottest  sales  item  for  the  home 
improvement  field  today!  Frisby  All-Aluminum 
Vents,  installed  under  the  eaves,  take  the  "hot 
air  blanket"  off  and  permit  cooling  fresh  air 
to  circulate  throughout  the  entire  enclosed  attic 
space.  Frisby  Vents  are  easily  and  quickly  in¬ 
stalled  and  come  complete  with  snap-in  weather 
shields  for  storm  and  winter  protection. 

Write  Today  For  Full  Details 


AS  ALL  OUTDOORS 


•  Nationally  advartiacd  in  leadinc  con- 
sanicr  macaiinra 

•  Compictc  merchanditinc  aida  to  help 
yon  sell 

•  Every  home  with  overhanpinK  eavea 
a  proapect 

•  A  bit  profit  builder  and  “door  opener" 
to  add  to  your  preaent  linea 

window^ 

sales  volume  with  ei.  ^ 
sales  elTort  Prio^*  a  same 
num  Vents  sell  fasf  i 


MORE  SAIESI 
^MORE  PROFITS  with 


NEW  HOLLYWOOD  TYPE  STONE  •  NEW  SIMPLIFIED  METHODS 
NEW  PROMOTION  AND  ADVERTISING  AVAILABLE 
LEADS  FURNISHED  •  BE  A  BONDSTONE  DEALER  I 


CALL  OR  WRITE  I'AfCO  CEMENT  PRODUCTS^  INC. 

SHAMOKIN,  PA.  •  Teln>lione:  Shamokin  8-6tS4 


&  Home  Improvement  Dealer 
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Industrial  Steels,  Inc. 

250  Bent  St  ^  ^  41,  Mass 


B4THBOOW 


KITCMfN 


^  Cu-5Awn  Ccnicu\ 

PLASTIC  TILE  ^ 


RECR(  ATiON 
ROOM 


Build  Pfo^'ts  with  Crescent 
Buy  Gu  i  Idcrest 


•  OUAilTT  -  IL-fou  o'  Sioodcdi 

•  CONTinLi'TY^O'  UHUSUAl  OICOR 

•  I  ASi  o'  OPP'  >«•  oo 

•  UN'QUI  ood  prait  <o  poifcoq.oq 


COlOHS 


2  9  3  8  West  63rd  S  t  r  e\c  f 


STAINLESS  STEEL 

SHEET  METAL  SCREWS 

HEAT  TREAT  HARDENED 


Will  Not  Rust 
No  Thread  Stripping 
Heads  Won't  Snap  Off 
Low  In  Cost 

Economical  to  Use  •  Attractive 
in  Appearance  •  Foolproof 


Immediate  Delivery  Without  Priorities 


Expressly  Adapted  to  KD  Installations  as  Well 
as  Fabricating  All  Windows  and  Doors 

Mode  o'  Type  410  Stainless  Steel  specially 
heat  treated  and  polished  for  extreme  thread 
cutting  strength  and  maximum  corrosion  re¬ 
sistance. 

Eliminates  the  rusting  experienced  with 
cadmium  or  chrome  plated  screws. 

Special  heat  treatment  insures  toughness 
and  hardness  necessary  to  resist  stripping  of 


threads,  head  breakage,  damage  to  slots,  etc. 

Stocked  in  Round  Head,  Binder  Head,  and 
Oval  Cts'k  Head  styles,  in  diameters  4-^8-10 
and  12  and  in  lengths  V^t",  Vi".  V4"  o"® 
Made  to  your  order  in  other  sizes  and 
head  styles.  Also  available  to  order  in  Phillips 
recessed  head,  quantity  permitting. 

Let  us  quote  you  on  your  requirements. 


Field  Tile 
41/4”  X  414"  in 
52  oucstandins 
plain  and  mar- 
bleiied  colors 


Pearlescent  Tile 
414"  X  414"  in 
8  unusual  at- 
iraciive  colors 


Flexible  outside 
corner 


Bull  Nose  Cap 


New  Butterfly 
(ups  and  downs) 


An(les  for  cor¬ 
ners  and  trim 


Planning  Devices 

{Continued  from  Page  71) 

The  next  step  is  to  measure  the 
kitchen  area,  taking  care  to  mark 
all  openings  (doors,  windows), 
plumbing,  location  of  electtrical 
outlets  and  other  obstructions.  A 
rough  floor  plan  is  then  prepared 
similar  to  the  sketch  shown  as  Fig. 
A.  A  simple  finished  floor  plan 
which  approximates  the  one  the 
salesman  completes  is  shown  as 
Fig.  B.  (This  was  easily  prepared 
by  drawing  over  the  kitchen  plan¬ 
ning  kit’s  master  floor  plan  grid.) 

F’ini.shed  Drawing 

Step  three  consists  of  utilizing 
the  master  (perspective)  grid  plan 
(illustrated  as  Fig.  D.)  to  produce 
a  finished  perspective  drawing  of 
the  planned  kitchen  (in  this  case 
the  same  kitchen  as  Fig.  B.)  The 
plan  printed  in  black  (showing 
arrangement  of  cabinets,  sink  unit 
and  window)  is  intended  to  illus¬ 
trate  the  salesman’s  drawing 
which  is  on  a  tracing  sheet  that 
is  laid  over  the  master  grid  plan 
(printed  in  color).  The  drawing 
thus  shows  how'  the  various  cab¬ 
inets  and  appliances  can  be  drawm 
in  perspective  by  tracing  over  the 
grid  sheet  which,  itself,  is  designed 
to  permit  a  tracing  of  the  largest 
U-shaped  kitchen  that  would 
probably  be  encountered,  a  14'6" 
kitchen.  By  laying  the  various  legs 
on  either  side  of  the  right  or  the 
left  side  of  this  master  grid  sheet, 
many  sizes  and  shapes  of  kitchen 
can  be  drawn,  including  a  one-wall 
kitchen,  a  U-kitchen,  a  corridor 
kitchen,  an  L-shaped  kitchen  up  to 
14'6",  and  an  island  kitchen. 

Sizes 

The  chart  on  the  bottom  of  the 
grid  sheet  shows  the  various 
kitchen  sizes  and  the  correspond¬ 
ing  grid  sheet  legs  necessary  for 
the  U-shaped  kitchens  smaller  and 
14'6". 

As  a  practical  example,  assume 
that  you  are  designing  the  kitchen 
in  the  illustration  shown  as  Fig.  D 


r 
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(black).  First  you  would  look  on 
the  chart  at  the  bottom  of  the 
master  srrid  and  find  the  table  to 
draw  a  10  ft.  kitchen.  (Look  under 
Column  “Room  Size”  for  10  feet. 
To  the  right  of  this  you  will  see 
“66L”  and  “66R”  under  the  Leg 
No.  column.)  These  are  the  meas¬ 
urement  and  legs  needed ;  the  chart 
shows  you  the  two  legs  to  select 
to  draw  a  kitchen  with  a  back-wall 
measurement  of  10  feet.  (It  repre- 
.sents  the  complete  wall  measure¬ 
ment  of  the  kitchen,  not  just  the 
distance  between  the  cabinets.) 
Next,  you  would  place  legs  66L  on 
the  left  of  the  master  grid  sheet 
and  66R  on  the  right  of  the  ma.ster 
grid  sheet.  With  the  finished  ex¬ 
ample  of  the  perspective  drawing 
(Fig.  D  black)  you  will  note  the 
heavy  dark  solid  lines  represent 
the  outline  of  cabinets.  The  thin 
light  solid  lines  indicate  the  actual 
measurement  of  the  cabinet.  They 
are  spaced  every  six  inches.  The 
heavy  dash  lines,  spaced  every  six 
inches,  represents  the  actual  meas¬ 
urement  of  the  room  and  help  in 


selecting  the  location  of  doors  and 
windows. 

Kitchen  perspective  drawings 
are  completed  with  the  outline 
placement  of  refrigerators  and 
ranges  and  laundry  equipment, 
such  as  dryers,  washers  and 
ironers. 

Ventilators 

(Continued  from  Page  68) 
of  them  should  be  left  open  to 
assure  a  free  flow  of  air  through 
the  attic. 

Installation  is  very  simple  and 
requires  only  a  screw  driver,  hand 
drill,  and  keyhole  saw.  The  drill 
and  saw’  are  used  to  cut  the  rough 
openings  about  every  four  feet  in 
the  roof  overhang.  The  ventilators 
are  set  in  the  rough  openings  and 
held  in  place  with  screws. 

The  salesman  who  can  solve  the 
problem  of  attic  dampness  for  the 
home  owner  by  this  simple  and 
inexpensive  method  will  find  that 
he  has  opened  the  door  to  easier 
sales  of  his  other  costlier  home 
improvements. 


STORM  WINDOWS  FOR  CASEMENTS 
ALL  IN  STAINLESS  STEEL 


MFR.  TO  YOU 


Exclusive  Features  Patented 

Air-Tite  Protection 

The  window  with  the  Velvet 
Glide  which  gives  you 
smooth  operation 

A  product  that  will  draw 
more  salesmen 

$$  BIGGER  PROFITS  $$ 

ALL  THIS  AND 
STAINLESS  STEEL  TOO!! 


THERM-O-GLAZE 
TRADE-MARK 
STAINLESS  STEEL 


llllllllllJtllllllffffR 


CLAD  ALUMINUM 

Standard  Aluminum  Insect  Wire  Sertaning  can 
ba  sold  by  you  with  confidanc*.  WHI  net  stabi 
or  discolor  woodwork  or  masonry.  Improves 
home  appearance.  Light,  strong,  durable  and 
pleasing  to  the  eye. 

GALVANIZED  STEEL 

Standard  Electro  Galvanised  Insect  Wire 
Screening,  made  of  specially  selected  copper 
bearing  steel  wire,  gives  strength  and  rust  re¬ 
sistant  qualities. 

QUALITY  BRONZE 

Standard  Bronte  Insect  Wire  Screening,  both 
Bright  and  Antique  finish,  woven  from  high¬ 
est  quality  commercial  bronse  wire  of  90-10 
analysis  (90%  Copper,  10%  Zinc  AHoy)  com¬ 
bines  beauty,  hardness,  strength  and  resistance 
to  atmospheric  conditions. 

It  pays  to  sell  STANDARD — top  quolHy  insect 
wire  screening  for  every  requirement! 


STANDARD  WIRE  CLOTH 
&  SCREEN  COMPANY 


YORK,  RA. 
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AT  LAST!!!  B. 

THE  FINEST  ENG 
CALIFORNIA  REDWOOI 
DOW  IN  THE  TRADE. 

WE  INVITE 
FEATURING: 

1.  Top  quality 
Redwood 

2.  Aluminum 
screenini 

3.  Clear  view, 
no  draft  vent 

4.  Outstandinf  sales 
appeal 

5.  Simplified 
installation 

6.  Immediate 
delivery 

7.  Service  free 

8.  Low  price 

9.  High  profits 

WE  ALSO  MANUFAC¬ 
TURE  ALUMINUM 
COMBINATION 
DOORS,  JALOUSIE 
DOORS.  THE  3  IN  1 
A  PRIME  DOOR 
A  SCREEN  DOOR 
A  STORM  DOOR 

DISTRIBUTORS 
DEALERS 

WRITE,  WIRE,  PHONE 
TODAY 


BUFFALO  WINDOW  COMPANY,  INC.,  225  Warwick  Ave.,  Buffalo  15,  N.  Y.  UN.  4717 


MORE  SALES  AND 
BIGGER  PROFITS 


with 


AMERICA’S  FASTEST 
SELLING  EXTERIOR 
MASTIC 

Get  The  Facts  About  mm 


10-YEAR 

Foctory  RmpIcKmmmiit 

OUARANflE 

• 

CARBOZm  PROTECTIVE 
COATmCS,  INC 

34*13  Bridg*  Plata  North 
long  Itland  City  1,  N.  Y 
STillwoll  3*0303 


Exclusive 

Territories 

Available 


Cleaning  Plastic  Wall  Tile 

Dried  paint  and  varnish  can  be 
removed  from  plastic  tile  with  a 
solution  consisting  of  pure  gum 
turpentine,  1  part,  and  rubbing 
alcohol,  3  parts.  Do  not  use  tur¬ 
pentine  substitutes  in  this  formula, 
as  they  may  damage  the  tile.  The 
slight  dulling  of  the  tile  resulting 
from  this  treatment  can  be  elim¬ 
inated  by  polishing  the  tile  for  a 
moment  or  two  with  a  thick  paste 
of  powdered  chalk  and  water  and 
then  wiping  with  a  clean  dry  cloth. 
Plastic  tile  which  has  been  dam¬ 
aged  by  solvents  such  as  nail-pol¬ 
ish  remover  and  paint  remover 
also  can  be  restored.  In  such  cases, 
the  damaged  area  is  rubbed  brisk¬ 
ly  with  a  paste  of  fine  or  medium 
pumice  and  water.  When  the  mark 
is  removed,  the  tile  must  be  pol¬ 
ished  again  with  powdered-chalk 
paste.  This  same  treatment  can 
also  be  used  where  the  tile  has 
been  scratched  or  scarred. 

*  *  * 

\  Tracy  Kitchen  Planner 
Aids  Sales 

Tracy  Kitchens  have  introduced 
a  new  sales  aid  for  their  dealers, 
“The  Tracy  Kitchen  Planner.”  It 
fills  a  need  for  the  salesman  by 
helping  him  show  the  housewife 

I  exactly  how  her  remodeled  Tracy 

j  Kitchen  will  appear  when  finished. 

I  With  this  Tracy  Kitchen  Planner, 
a  salesman  can  make  a  finished 
professional  looking  perspective 
drawing  of  a  proposed  custom  de¬ 
signed  kitchen  showing  all  details. 
A  plus  feature  of  the  Planner  in¬ 
cludes  a  booklet  entitled  “Primary 
Kitchen  Planning.”  This  booklet 
tells  the  salesman  how  to  intelli¬ 
gently  help  the  housewife  plan  so 
that  her  new  kitchen  will  save 
unnecessary  steps  and  will  have 
efficient  working  areas  for  the 
needs  of  the  individual  family. 

Each  salesman  is  required  to 
complete  a  formal  course  of  study 
in  the  use  of  the  Kitchen  planner 
under  the  supervision  of  a  qualified 
Tracy  instructor.  A  written  exam¬ 
ination,  if  successfully  passed,  en¬ 
titles  the  salesman  to  use  a  com¬ 
plete  “Tracy  Kitchen  Planning 
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Kit”  and  as  further  proof  of  his 
proficiency  in  modern  kitchen 
planning  a  certificate  is  presented 
to  him. 

According  to  Tracy  this  Plan¬ 
ning  Kit  is  unique  in  the  trade  and 
is  the  only  one  offering  the  kitchen 
salesman  so  many  advantages  that 
help  him  close  the  sale  with  a 
prospect. 

Additional  information  can  be 
secured  by  writing  Tracy  Kitchens, 
Dept.  BS,  Division  of  Edgewater 
Steel  Company,  Pittsburgh  30, 
Pennsylvania. 

*  * 

National  Hardware  Show  Was 
Greatest  Ever  Held 

When  the  doors  closed  at  the 
National  Hardware  Show,  held  at 
the  Grand  Central  Palace  and  the 
71.st  Regiment  Armory,  New  York 
City,  on  October  9th,  over  41,000 
had  registered  to  see  the  greatest 
array  of  hardware  and  allied  prod¬ 
ucts  ever  displayed. 

Buyers  came  from  all  over 
America  and  fifty-one  foreign 
countries.  The  show  itself  set 
many  records.  It  was  the  only 
show,  public  or  trade,  ever  to  out¬ 
grow  the  exhibition  space  at  the 
Grand  Cenrtal  Palace  and  use  all 
available  exhibition  space  at  the 
71st  Regiment  Armory.  It  also  had 
the  largest  number  of  exhibitors 
ever  assembled  for  the  hardware 
industry.  The  buyer  registration, 
both  foreign  and  domestic,  set  a 
new  high  in  the  number  of  buyers 
attending  and  orders  placed. 

There  was  over  two  million  dol¬ 
lars  worth  of  merchandise  dis¬ 
played,  and  orders  of  over  $100,- 
000  were  very  common  after  the 
first  few  hours  of  the  show.  Sev-  j 
eral  order  of  over  half  a  million  I 
dollars  were  called  to  the  attention  | 
of  the  management  before  the  I 
show  drew  to  a  close.  ' 

Frank  Yeager,  managing  direc-  | 
tor  of  the  show,  announced  at  the  ' 
show  that  the  1954  exhibition  i 
would  be  held  on  Navy  Pier  next 
October,  and  before  the  show  i 
ended  reservations  for  space  had  i 
the  management  swamped. 


CLASSIFIED  ADVERTISING 

Under  this  heading  classliied  adeertisements  are  accepted  at  the  uniform  rate  of  25  ceaie  a 
word  but  no  adTerUsement  token  for  less  than  20  words  with  a  minimum  chorge  of  tSJW: 
3  months  at  20c  per  word  per  iimertion.  Check  or  Money  Order  must  accompany  copy  of  Ckm 
sifled  Ad.  Advertisements  soliciting  dealers  or  distributors,  or  new  products  for  sale,  not  ac¬ 
cepted  In  classified  section.  Address  all  communications  to  Classified  Department  BUILD  IMG 
Specfalties.  425  Fourth  Avenue,  New  York  16,  N.  Y. 


HELP  WANTED 


LONG  ESTABLISHED  MANUFACTURER  of 
Insect  Screening  has  opening  in  several  territories 
for  experienced  sales  representative.  Give  tull 
particulars  and  background  in  first  letter,  which 
I  will  he  held  confidential.  Reply  Box  435,  BUILDING 
I  SPECIALTIES  &  Home  Improvement  Dealer,  425 
Fourth  Ave.,  New  York  16,  N.  Y. 


.VIETAL  MOULDING  SALESMAN.  Full  time  or 
side  line.  To  call  on  Linoleum-Hardware-Furniture 
Stores-Cabinet  Shops-Manufacturers  and  Wholesale 
Distributors.  Representing  Manufacturer  of  complete 
quality  line  of  aluminum  and  stainless  steel  moujd- 
ings  and  plastic  wall  tile.  Exclusive  territories 
open.  National  Aluminum  Company,  1133  Alum 
Creek  Drive,  Columbus  9,  Ohio.  12-53 


HELP  WANTED:  A  wide  awake  Manufacturers’ 
Representative  organization  to  sell  on  an  exclusive 
basis  a  Nationally  Advertised  Beautidor  — America’s 
lowest  list  price  5  and  Syi  ft.  (ilass  Aluminum  Tub 
Enclosure.  Organization  must  have  actual  contacts 
among  distributors  and  key  accounts,  and  must  also 
be  able  to  sell  our  K.D.  Kits.  See  our  advertisement 
in  the  August  and  October  issues  of  Glass  Digest 
and  August  issue  of  Building  Specialties.  We  do 
not  have  “house  accounts.’’  Present  “reps”  earn 
more  than  Four  Figures  monthly  on  straight  com¬ 
mission.  Prefer  reps  that  cover  two  or  three  states. 
One  or  two  non-conflicting  lines  permitted.  Refer¬ 
ences  please.  Write  immediately  to  S.  J.  Marks, 
President,  Shower  Enclosures,  Inc.,  6351  N.  Mag¬ 
nolia,  Chicago  40,  Illinois. 


UNUSUAL  OPPORTUNITY;  OLD  established  re¬ 
tail  building  materials  chain  in  Southeastern  Penn¬ 
sylvania  has  decided  to  enter  the  direct-to-consumer 
building  specialty  package  selling  field.  Want  man 
experienced  in  sales  of  such  building  specialty  pack 
ages  as  Combination  Windows,  Roofing,  Siding, 
j  Insulation,  etc.,  to  plan,  develop,  expand  and  manage 
;  this  new  division.  Must  be  capable  of  selecting  and 
I  training  sales  personnel  as  needed.  Give  your  present 
!  position,  past  experience  and  compensation  expected. 

1  Box  428,  BUILDING  SPECIALTIES  &  Home 
I  Improvement  Dealer,  425  Fourth  .Ave.,  New  York 
16,  N.  Y. 


ARE  YOU  A  Live-VV’ire  Manufacturer’s  Rep?  If 
you  are  and  are  accustomed  to  big  earnings,  you’re 
the  man  we  want.  We  are  one  of  the  largest  manu 
facturers  of  a  patented  storm  door  I>x:k  (Storm 
Ix)k)  that  requires  only  a  five-minute  installation  — 
eliminates  cutting  and  mortising  of  doors.  Fits 
wooden  screen  doors  and  Jalousies  as  well.  This  is 
the  only  key  lock  of  its  type  —  there’s  no  compe¬ 
tition.  VV’e  are  interested  in  hearing  from  men  cov¬ 
ering  the  following  territories:  .Alabama,  Arizona. 

Arkansas,  California,  Colorado.  Florida,  Georgia, 
Idaho,  Kentucky.  Louisiana,  Mississippi,  Missouri, 
Montana,  Nebraska.  Nevada.  New  Mexico,  North 
Carolina,  North  Dakota,  ('klahoma,  Oregon,  5?outh 
Carojina,  South  Dakota,  Tennessee,  Texas,  Utah. 
Virginia.  Washington,  West  A’irginia,  Wyoming  and 
entire  New  England  territory.  This  is  a  once-in-a- 
lifetime  opportunity  for  men  who  call  on  the  storm 
door  trade  and  who  carry  kindred  lines.  Those  who 
qualify  will  be  selling  a  storm  door  key  lock  that 
has  b^n  intensively  advertised  and  publicized  and 


will  continue  to  be  promoted.  The  firm  behind  this 
product  is  recognized  as  a  leader  in  the  field,  highly 
progressive  and  one  that  is  accustomed  to  pay  liberal 
commissions  to  men  who  produce  and  can  give  us 
intensive  coverage.  Storm-Lok  is  priced  to  produce 
volume  business,  assuring  high  earnings  on  commis¬ 
sion.  If  you  think  you  fit  this  picture,  write  and  tell 
us  about  your  experience  and  the  lines  you  handle.- 
Everything  in  confidence,  of  course.  Our  Reps  know 
about  this  ad.  Write  Jack  Greene,  Sales  Mgr.,  Se¬ 
curity  Storm  Lock  and  Hardware  Corp.,  858  East 
29th  Street,  Brooklyn  10,  N.  Y. 


EXPERIE.NCED  SALES  MANAGER  to  appoint 
dealers  and  set  up  KD  distributors  for  New  York 
manufacturer  of  a  new  triple  track  aluminum  storm 
window  and  door.  Very  lucrative  proposition  for 
thoroughly  experienced  man.  Write  immediately  to 
Box  429,  BUILDING  SPECIALTIES  &  Home 
Improvement  Dealer,  425  Fourth  Avenue,  New  York 
16,  N.  Y. 


SALES  MANAGER  W.ANTED  by  prominent  man¬ 
ufacturer  of  fully  extruded,  aluminum,  three-track, 
storm  and  screen  windows.  Attractive  proposition  for 
live-wire,  enthusiastic  go-getter  for  area  as  far  west 
as  Chicago,  north  as  far  as  Canada,  and  south  as 
far  as  Virginia.  Write  to  Box  430,  BUILDING 
SPECI.ALTIES  &  Home  Improvement  Dealer,  425 
Fourth  Avenue,  New  York  16,  N.  Y. 


SITUATIONS  WANTED 


EASTERN  SALES  MANAGER  for  East  coMt 
states,  long  executive  experience  storm  windows, 
dixirs,  air  conditioning,  jalousies,  Venetian  blinds 
experience.  Wishes  to  work  with  progressive  manu¬ 
facturer.  Long  term  association  desired.  VV’illing  to 
relocate.  Contact  Box  433,  BUILDING  SPECIAL¬ 
TIES  &  Home  Improvement  Dealer,  425  Fourth 
Ave..  New  York  16,  N.  Y. 


ADA  ERTISING  MANAtiER,  YOUNG,  aggressive, 
home  improvements  (storm  &  sash)  background. 
Seeks  position  with  progressive  manufacturer.  Top 
creative  ability.  Can  set  up  advertising  department, 
its  policies  and  programming  for  national  advertis¬ 
ing  and  sales  promotion  programs  on  jobber  and 
consumer  levels.  Excellent  references.  Box  434, 
BUILDING  SPECIALTIES  &  Home  Improvement 
Dealer,  425  Fourth  -Ave..  New  York  16,  N.  Y. 


SALES  MANAGER:  EXPERIENCED  all  phases 
of  aluminum  storm  windows  and  doors;  wholesale 
and  retail:  now  residing  in  New  A’ork  City.  Box 
431,  BUILDING  SPECIALTIES  &  Home  Improve¬ 
ment  Dealer,  425  Fourth  Avenue,  New  York  16, 
N.  Y. 


MISCELLANEOUS 


SALES  EXECUTIVE,  ENGINEER  is  interested  in 
distributorship  or  K.  D.  operation,  combination 
windows,  doors,  etc..  Long  Island  Area.  Have  ex¬ 
perienced  installation  crew.  Will  invest  if  necessary 
in  established  company.  Complete  details  required. 
Box  436,  BUILDING  SPECIALTIES  &  Home 
Improvement  Dealer,  425  Fourth  .Ave.,  New  York 
16,  N.  Y. 


SUBSCRIBERS  DESIRING 

CHANGE  OF  ADDRESS 

Is  your  magazine  addressed  correctly?  Examine  the  wrapper, 
and  notify  BUILDING  SPECIALTIES  &  HOME  IMPROVE¬ 
MENT  DEALER,  425  Fourth  Ave.,  New  York  16,  N.  Y.,  if  you 
desire  any  change.  Please  send  back  the  old  wrapper,  and 
the  new  address,  and  allow  about  five  weeks  for  the  .^change. 


A  Home  Improvement  Dealer 
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. .  .  ROLL-FORMED  aluminum? 

Only  roiled  olummom  offers  the 
$trengfht  resjlien<e,  flexibility,  ond 
lightness  thot  is  so  necessary  for  the 
protecting  outer  skin  of  oil  airplanes. 
This  rolled  outer  skin  must  resist  holt 
sleet,  snow,  ice,  moisture,  sudden 
temperature  dianges,ond  the  stresses 
of  excessive  wind  resistoncel 

A  storm  window  must  for  the  most 
port  resist  these  some  elements!  What 
better  proof  is  needed  to  show  that 
ROLLED-FOkMED  oluminum  is  best  for 
oluminum  windows.  _ 


Hem 

tAeee  neUed^fwimed  finedmcU 

STORM  SASH  RRIMS  WINDOWS 

V.S«ol  Venetiofl 
V*Seat  Itottch 

soiaiNS 

Staftciord,  Oroimm«)t 
Wiekst 


V-S«ol  Deluxe 
V-Seal  Steetmoiter 
V>$eol  Triple 
V.Seol  Side  Slide 
Combinotion  Bosemen)  Sasli 


All  V-Seol  producM  ore  avollabte"K.D/'  Eoch 
window  individuciliy  pocked  for  eoiy  Horoge 
ond  asurmbty<~onorher  "V»SEAt  FIRST"! 


We  ROU*FORM  eediorts  to  your  spectficoHont. 


^America's  most  progressive  alronintm  mindtm 
moatsfetcturef* 


; 


EXCLUSIVE 

PATENTED  SPRING-CLIP 


Makes  installatkm  easy,  fooipnxn,  diip- 
proof...gla8S  is  held  firmly  in**knee-actk»i'’ 
assembly  that  cannot  rattle! 


WRITE  NOW  FOR  FULL  INFORMATION 
about  Hm  laleusiu  window  that  givot 
FACTS  and  FEATURES  to  toll  with  I 


(Thtrt  will  be  some  wonderful  news 
end  surprises  soon  for  dealers  on 
our  mailing  lists  —  be  sure 
we  have  your  name  and 
address.) 


ALL  BALANCED  CONTROL 


FUIL  NtJIONAl 

ADVERTISING  SUPPORT 

and  COMPlCn  SALIS  HELPS! 


ABC  Jalousies  have  acceptence..matkmal 
advertising  makes  sales  for  )f00...and  full 
sales  aids  and  installation  manuals  make 
your  job  easy! 


...and  remember,  Adams  Engineering 
Company  manufactures  Just  one  irade 
of  jalousies! 


^dflunte  Go, Aie. 

MIAMi,  Florida  HACKDOACX,  Now  Jmoy 


